Firms  pitch 
CMIP  over 
non-OSI  nets 


By  Paul  Desmond 

_ Senior  Editor _ 

A  growing  number  of  vendors 
are  developing  methods  to  sup¬ 
port  Open  Systems  Interconnec¬ 
tion  net  management  protocols 
over  non-OSI  networks,  an  effort 
that  could  help  users  migrate 
their  existing  architectures  to 
OSI. 

The  OSI/Network  Manage¬ 
ment  (NM)  Forum  is  currently 
considering  member  proposals 
that  call  for  the  transport  of  OSI 
net  management  protocols  over 
IBM  Systems  Network  Architec¬ 
ture,  Transmission  Control  Pro¬ 
tocol/Internet  Protocol  and 
Common  Channel  Signaling  Sys¬ 
tem  7  (CCS7)  networks. 

The  methods  proposed  would 
enable  vendors  to  develop  net¬ 
work  management  systems  that 
support  the  OSI  Common  Man¬ 
agement  Information  Protocol 
(CMIP)  and  Common  Manage¬ 
ment  Information  Services 
(CMIS)  but  use  non-OSI  trans¬ 
port  protocols  on  existing  net¬ 
works.  That  promises  to  clear  the 
way  for  users  to  start  employing 
CMIP  and  CMIS,  even  though 
they  may  not  yet  have  full-blown 
OSI  networks. 

CMIP  and  CMIS  are  the  OSI  net 
management  protocol  and  verb 
( continued  on  page  46 ) 


Users  turn  to  token-ring 
LANs  to  network  IBM  FEPs 


By  Tom  Smith 

New  Products  Editor 

Major  users,  including  IBM, 
are  using  Token-Ring  Networks 
to  link  Model  3745  front-end  pro¬ 
cessors  in  their  data  centers  to 
improve  network  reliability  and 
throughput. 

Using  Token-Rings  to  link 
3745s  is  proving  to  be  an  attrac¬ 
tive  alternative  to  hard-wiring  the 
devices  together  or  linking  them 
through  hosts  via  channel  attach¬ 
ments. 

In  addition  to  increasing  reli¬ 
ability,  it  enables  3745s  to  com¬ 
municate  at  higher  speeds  and 
frees  up  V.35  ports. 

American  Express  Travel  Re¬ 


lated  Services  Company,  Inc. 
(TRS)  is  using  a  4M  bit/sec  To¬ 
ken-Ring  Network  in  its  Phoenix 
data  center  to  link  nine  3745s 
outfitted  with  IBM’s  Token-Ring 
Interface  Coupler  (TIC)  cards. 
TIC  cards  physically  connect  the 
3745s  to  the  Token-Ring. 

Previously,  each  3745  was 
hard-wired  to  every  other  3745 
in  the  data  center  —  a  complicat¬ 
ed  configuration  that  required 
use  of  a  matrix  switch  for  rerout¬ 
ing  traffic  in  the  event  of  a  failure 
or  to  perform  maintenance. 

Using  the  local-area  network 
to  interconnect  3745s  has  im¬ 
proved  reliability  by  reducing  the 
( continued  on  page  7 ) 


NTI  throws  weight 
behind  frame  relay 

Frame  relay  support  for  CO  switches  may  speed 
delivery  of  new  bandwidth-on-demand  services. 


By  Bob  Wallace 

Senior  Editor 


NASHVILLE  —  Northern  Tele¬ 
com,  Inc.  last  week  announced 
frame  relay  support  for  its  line  of 
SuperNode  central  office  switch¬ 
es,  a  move  that  may  speed  de¬ 
ployment  of  advanced  network 
services  by  local  and  long-haul 
carriers. 

Analysts  said  frame  relay  sup¬ 
port  is  an  important  step  toward  a 
new  generation  of  fast  packet 
switching  services  —  such  as 
metropolitan-area  network  ser¬ 
vices  and  broadband  Integrated 
Services  Digital  Network  —  that 
offer  bandwidth  on  demand  for 
such  capacity-hungry  applica¬ 
tions  as  LAN  interconnection, 
bulk  file  transfers  and  imaging. 

Northern  Telecom  is  the  first 
central  office  switch  vendor  to 
announce  frame  relay  support 
for  its  network  switches. 

“These  products  represent  a 
major  step  in  the  right  direction,” 
said  Nick  Lippis,  a  principal  con¬ 
sultant  with  Northeast  Consulting 
Resources,  Inc.,  a  consultancy  in 
Boston.  “Carriers  have  been 
looking  for  a  way  out  of  the  high- 
expense,  low-profit  [circuit- 
switched]  private-line  business 
and  into  true  bandwidth-on-de¬ 


mand  services.” 

Steve  Sazegari,  senior  indus¬ 
try  analyst  with  Dataquest,  Inc.  of 
San  Jose,  Calif.,  added.  “Frame 
relay  will  help  users  reduce  net 
costs  and  more  efficiently  sup¬ 
port  high-bandwidth  applica¬ 
tions,”  he  said. 

( continued  on  page  47) 
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ICA  salary 
study  shows 
pay  trends 
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changing  user  needs.  Page  4. 


Calling  cards  offer  users 
increased  functionality 


By  Daniel  Briere 

Contributing  Editor 

Recent  advancements  in 
calling  card  services  are  mak¬ 
ing  calling  cards  easi¬ 
er  to  use  and  more 
versatile.  The  trend 
is  to  integrate  differ¬ 
ent  functions  in  one 
card  —  as  is  the  case 
with  the  AT&T  Uni¬ 
versal  Card  —  mak¬ 
ing  a  user’s  calling 
card  an  access  mech¬ 
anism,  or  a  key,  to 
the  carrier’s  entire  line  of  ser¬ 
vices. 


In  the  future,  the  integrated 
calling  card  will  be  the  stan¬ 
dard,  although  separate  num¬ 
bers  might  still  be  used  to  access 
various  services.  Us¬ 
ing  a  facsimile  net¬ 
work  card,  a  virtual 
network  card  and  a 
stand-alone  calling 
card  will  eventually 
be  passe. 

Users  have  been 
familiar  with  calling 
cards  for  some  time. 
They’re  known  by 
many  different  names  —  call- 
( continued  on  page  30 ) 


By  Wayne  Eckerson 

Senior  Writer 

DALLAS  —  Salary  increases 
for  network  professionals  signifi¬ 
cantly  outpaced  those  for  work¬ 
ers  in  other  fields  this  year,  ac¬ 
cording  to  an  International 
Communications  Association 
(ICA)  survey  obtained  by  Net¬ 
work  World  last  week. 

Initial  results  of  ICA’s  1990 
Telecommunications  Profession¬ 
al  Profile  Survey  show  that  sala¬ 
ries  for  all  network  professionals 
—  from  top  network  executives 
to  junior  technicians  —  jumped 
an  average  of  7 . 1  %  from  1 989  to 
1990. 

That’s  well  above  the  5.4%  av¬ 
erage  increase  earned  by  workers 
in  other  industries.  But  it  is  less 
than  the  8.7%  increase  that  net 
professionals  garnered  in  1986, 
the  last  time  ICA  conducted  the 
survey. 


( continued  on  page  45 ) 


Groups  say  AT&T  withheld 
some  access  charge  savings 

ICA,  consumer  groups  say  AT&T  hasn’t  passed 
all  savings  to  users  under  price  cap  regulations. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  Lead¬ 
ing  user  and  consumer  groups 
last  week  said  they  believe  AT&T 
is  withholding  between  $  1 82  mil¬ 
lion  and  $321  million  in  savings 
from  access  charge  reductions 
that  should  have  been  passed  on 
to  customers  through  lower  long¬ 
distance  rates. 

The  International  Communi¬ 
cations  Association  (ICA),  the 
Consumer  Federation  of  America 
and  the  National  Association  of 
State  Utility  Consumer  Advocates 
have  filed  a  complaint  with  the 
Federal  Communications  Com¬ 
mission  asking  the  agency  to 
modify  its  accounting  rules  to 


make  it  easier  to  monitor  AT&T’s 
finances  under  price  caps. 

They  asked  that  AT&T  be  re¬ 
quired  to  show  exactly  how  it 
computes  the  price  cap  ceiling. 
The  complicated  price  cap  formu¬ 
la  is  based  on  inflation  and  other 
factors  such  as  tax  changes  or  ac¬ 
cess  charge  reductions. 

The  groups  claim  AT&T  does 
not  submit  enough  information 
for  observers  to  determine 
whether  cost  changes  such  as 
lower  access  charges  are  being 
fully  passed  on  to  consumers. 

In  July,  the  FCC  told  the  re¬ 
gional  Bell  holding  companies  to 
lower  access  charges  for  special 
and  switched  access  by  $1.1  bil- 
( continued  on  page  46 ) 


Frame  relay,  fast  packet 
not  suited  for  all  LAN  users 

Some  users  may  be  better  off  with  T-1 ,  T-3  links. 


By  Jim  Brown 

Senior  Editor 

Frame  relay  interface  and  fast 
packet  switching  technologies 
may  not  be  a  panacea  for  all  us¬ 
ers,  even  though  many  vendors 
and  analysts  tout  them  as  ad¬ 
vanced  methods  to  interconnect 
remote  local-area  networks. 

Because  equipment  based  on 
these  emerging  technologies  bet¬ 
ter  utilizes  backbone  circuits  than 
existing  circuit  and  packet 
switches,  frame  relay  and  fast 
packet  switching  will  benefit  us¬ 
ers  that  want  to  connect  LANs 
over  integrated  T-1  backbones 
supporting  a  variety  of  other  traf¬ 


fic,  including  terminal-to-host 
data  as  well  as  packetized  voice, 
analysts  said. 

Frame  relay -based  virtual  data 
services  currently  being  devel¬ 
oped  by  carriers  can  also  prove 
beneficial  to  users  that  need  al¬ 
ternatives  to  current  leased-line 
services. 

But  users  that  simply  want  to 
provide  high-speed  links  between 
remote  LANs  may  be  better  off  in¬ 
stalling  fractional  T- 1 ,  full  T- 1  or 
even  T-3  circuits  between  remote 
locations,  analysts  said. 

“In  the  short  term,  most  peo¬ 
ple  who  need  to  do  LAN  internet- 
( continued  on  page  6 ) 


Protests  delay  passage  of 
NIC  Forum’s  ISDN  profile 


By  Ellen  Messmer 

Washington  Correspondent 

GAITHERSBURG,  Md.  —  The 
North  American  ISDN  Users’ 
(NIU)  Forum  last  week  indefi¬ 
nitely  postponed  a  vote  on  a  key 
ISDN  application  profile  due  to 
protests  by  one  member. 

The  setback  for  the  profile, 
which  is  a  blueprint  of  Integrated 
Services  Digital  Network  applica¬ 
tions  that  forum  members  draft¬ 
ed  for  implementation  by  carri¬ 
ers  and  vendors,  will  delay  the 
applications’  availability  and  ulti¬ 
mately  slow  the  arrival  of  prod¬ 
ucts  and  services  to  users. 

The  forum’s  Incoming  Call 
Management  Application  Profile, 
which  was  slated  for  a  vote  of  ap¬ 
proval,  represents  the  first  four 


proposed  ISDN  applications  de¬ 
veloped  by  forum  members  that 
carriers  had  agreed  to  imple¬ 
ment. 

Those  ISDN  applications 
would  consist  of  Call  Transfer 
with  Associated  Data  Application 
Process,  Call  Delivery  with  Asso¬ 
ciated  Data  Application  Process, 
Callback  on  Busy/ Abandonment 
Application  Process  and  Termi¬ 
nal  Connectivity  Application  Pro¬ 
cess. 

They  would  enable  customer 
service  agents  to  ask  a  caller  for  a 
service  number  and  input  it  into  a 
terminal  connected  to  a  host  ap¬ 
plication.  Via  ISDN,  the  caller 
identification  number  could  also 
be  transferred  to  the  host,  which 
( continued  on  page  47) 


Briefs 


LAN  ho!  IBM  is  expected  next  week  to  an¬ 
nounce  enhancements  to  its  Application  Sys¬ 
tem/400  minicomputer  line  that  will  give  users  in¬ 
creased  options  for  attaching  the  machine  to  local- 
area  networks.  IBM  will  announce  its  first  native 
Ethernet  interface  for  the  AS/400,  as  well  as  its  first 
16M  bit/sec  Token-Ring  interface  for  the  minicom¬ 
puter,  according  to  industry  observers.  The  Ether¬ 
net  board  is  expected  to  be  based  on  the  same  inter¬ 
face  IBM  offers  for  its  9370  minicomputer. 

IBM  is  also  expected  to  add  new  models  to  the 
low  end  of  the  AS/400  and  the  AS/Entry  line.  An¬ 
nounced  last  September,  AS/Entry  is  a  minicomput¬ 
er  based  on  IBM’s  System/36  architecture. 

RBHCs  get  Greene  light.  U  S.  District 
Court  Judge  Harold  Greene  last  week  removed  the 
final  obstacle  to  Bell  Atlantic  Corp.  and  Ameritech’s 
purchase  of  the  state-owned  carrier  Telecom  Corp. 
of  New  Zealand,  Ltd.  by  approving  the  two  regional 
Bell  holding  companies’  request  to  provide  interna¬ 
tional  service  to  the  U.S.  through  the  New  Zealand 
carrier.  Greene  stipulated  that  the  U.S.  carriers 
must  operate  New  Zealand  Telecom  as  a  separate 
subsidiary.  In  addition,  they  may  not  own  more  than 
10%  of  international  cable  and  satellite  facilities 
carrying  traffic  to  the  U.S.,  nor  can  they  market  New 
Zealand  Telecom  services  in  the  U.S.  Greene  added 
that  the  RBHCs  must  use  American  carriers  to  termi¬ 
nate  traffic  to  the  U.S.  and  must  not  discriminate  be¬ 
tween  American  carriers  when  providing  service. 

Microsoft  ships  Unix  LAN  Manager. 

Microsoft  Corp.  last  week  began  shipping  LAN  Man¬ 
ager  for  Unix  Version  1.1  (formerly  known  as  LAN 
Manager/X). 

LAN  Manager  for  Unix,  which  was  codeveloped 
by  Microsoft  and  Hewlett-Packard  Co.,  is  a  network 
operating  system  for  Unix  servers  that  support  DOS- 
and  OS/2-based  personal  computers. 

With  Version  1.1,  network  administrators  can  re¬ 
motely  manage  LAN  Manager  for  Unix  servers  from 
OS/2  personal  computers  utilizing  a  Microsoft  Win¬ 
dows-oriented  screen  interface.  Users  can  also  exe¬ 
cute  server  applications  remotely  and  view,  copy  or 
delete  server  files,  regardless  of  whether  the  files 
follow  Unix  or  DOS  naming  conventions.  Version 
1 . 1  supports  70  new  application  program  interfaces 


to  integrate  configuration,  file,  server,  printer,  in¬ 
terprocess  communications,  error  logging  and  sta¬ 
tistics  services  into  applications. 

HP  offers  NewWave  applications. 

Hewlett-Packard  Co.  last  week  unveiled  three  new 
server  applications  under  its  HP  NewWave  Office 
umbrella.  Workstations  running  HP  NewWave’s 
graphical  user  interface  can  access  them  across  a  lo¬ 
cal-area  network. 

HP  NewWave  Mail  will  enable  HP  NewWave  users 
to  exchange  messages  in  addition  to  text  files  and 
spreadsheets;  it  costs  $  195.  HP  AdvanceLink  for  HP 
NewWave  is  terminal-emulation  software  that  en¬ 
ables  DOS-based  microcomputers  running  HP  New¬ 
Wave  to  transfer  files  to  and  from  HP  3000  and  HP 
9000  systems;  it  is  priced  at  $299-  HP  OfficeFax, 
which  costs  $6,000,  enables  HP  NewWave  users  to 
send  files  directly  to  a  facsimile  gateway  on  an  HP 
NewWave  server,  which  then  transmits  the  file  to  a 
remote  CCITT  Group  III  facsimile  machine. 

Citicorp  taps  into  fast  packet.  Citicorp 
Information  Resources  last  week  announced  it  has 
installed  a  T-1  network  based  on  Codex  Corp.  6290 
fast  packet  T-1  multiplexers  for  its  Galaxy  2000 
Credit  Union  System,  a  service  bureau  for  credit 
unions.  The  T-1  backbone,  which  was  cut  over  Aug. 
1 ,  links  independent  credit  unions  to  Citicorp’s  data 
center  in  Troy,  Mich.,  and  promises  to  support  data 
traffic  growth  into  the  next  century.  Two  major 
switching  nodes  are  located  in  Troy  and  Arlington 
Heights,  Ill.;  six  regional  nodes  are  scattered  across 
the  country.  The  network,  based  on  T-1  circuits 
from  MCI  Communications  Corp.,  will  provide  re¬ 
dundant  data  paths  and  automatic  rerouting  around 
failed  nodes  or  links.  According  to  Citicorp,  the  net¬ 
work  will  identify  problems  before  they  occur  and 
reroute  traffic  before  service  is  interrupted. 

Deeply  committed.  Ingres  Corp.  last  week 
announced  Release  6.3  of  its  Ingres/Star  distribut¬ 
ed  data  base  management  system,  which  includes 
support  for  a  two-phase  commit  protocol.  The  two- 
phase  commit  feature  will  enable  programmers  to 
use  a  single  command  to  build  Ingres/Star  applica¬ 
tions  that  can  update  data  records  stored  in  multiple 
local  or  remote  data  bases. 
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Grown-up  Networks  Need  the  Sophisticated  Capabilities  of  LANalyzer  Network  Analyzer. 


The  high  performance  network  analysis 
tool  that  isolates  all  kinds  of  problems  on  all 
kinds  of  networks.  Fast.  Ethemet!Token  Ring! 
Any  protocol.  Any  vendor. 

Only  LANalyzer, 
developed  by  Excelatfand 
now  backed  by  Novell®  cap¬ 
tures  data  from  all  seven 
network  protocol  layers, 
decodes  protocols,  monitors 
trends,  gives  you  all  the  stats  you  need  to  flush 
out  bugs  and  performance  bottlenecks,  and 
generates  comprehensive  reports. 

With  specialized  hardware  far  beyond  the 


LKNalyzer® 


caliber  of  common  network  adapter-based 
analyzers,  only  LANalyzer  can  spot  collisions, 
delayed  tokens,  jam  patterns  and  bad  packets. 
You  can  see  trouble  developing,  and  fix  it  before 
your  network  goes  down  completely. 

LANalyzer’s  unique  real  time 
pattern  matching  and  simulta¬ 
neous  receive/transmit  capa¬ 
bility  lets  you  establish  tests 
specific  to  your  own  environment  and 
respond  to  malfunctions  with  incredible  speed. 

To  make  it  even  easier,  LANalyzer  soft¬ 
ware  includes  more  than  forty  predefined 
setups.  With  a  couple  of  keystrokes,  you’ve 


got  your  finger  on  an  arsenal  of  high-powered 
routines— the  combined  experience  of  the 
largest  installed  base  of  any  network  analyzer. 

And  you  don’t  have  to  buy  more  hardware 
than  you  need.  In  addition  to  complete  portable 
systems,  LANalyzer  offers  board  and  software 
kits  that  install  in  your  choice  of  AT-compatible 
PC  in  minutes,  and  start  at  less  than  $10,000. 

Don’t  go  looking  for  network  trouble  with 
anything  less  than  a  LANalyzer.  Call  or  FAX 
now.  Phone  800-243-8526.  FAX  408-435-1706. 
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See  The  FAXNeT  Form  on  Page  #14 
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IEEE  stands  behind  16M 
bit/sec  token-ring  standard 

Says  standard  not  flawed,  urges  better  testing. 

By  Laura  DiDio 

Senior  Editor 


Advanced  Logic  Research 
intros  line  of  superservers 

Unveils  new  386-  and  486-based  models  running 
NetWare  386,  a  challenge  to  Compaq  SystemPro. 

By  Susan  Breidenbach 

West  Coast  Bureau  Chief 


Recent  reports  that  the  IEEE 
standard  for  16M  bit/sec  token¬ 
ring  networks  is  flawed  and  will 
have  to  be  rewritten  are  inaccu¬ 
rate,  members  of  the  IEEE  802.5 
committee  told  Network  World 
last  week. 

The  reports  arose  last  month 
after  Madge  Networks,  Ltd.  re¬ 
called  nearly  1,000  l6M  bit/sec 
token -ring  adapters  following 
user  complaints  that  the  adapters 
suffered  from  “jitter”  problems, 
resulting  in  a  high  rate  of  data  er¬ 
rors  on  networks  with  more  than 
15  nodes  (“Madge  Networks  re¬ 
calls  faulty  token-ring  adapters,” 
NW,  July  2). 

At  the  time,  Madge  Networks 
President  Robert  Madge  attribut¬ 
ed  the  problems  to  an  unknown 
flaw  in  one  of  two  chips  in  Texas 
Instruments,  Inc.’s  loM  bit/sec 
chipset.  At  an  IEEE  802.5  meet¬ 
ing  in  mid-July,  other  vendors 
complained  of  similar  problems 
with  TI’s  Falcon  chip  and  voiced 
concern  that  the  802.5  specifica¬ 
tion  was  too  broadly  worded  to 
enable  vendors  to  design  reliable 
and  interoperable  16M  bit/sec 
token-ring  adapters. 

In  the  wake  of  that  meeting, 
reports  claimed  that  the  specifi¬ 
cation  might  have  to  be  rewritten 
and  16M  bit/sec  adapters  based 
on  the  current,  specification 
would  be  incompatible  with  those 
based  on  a  revised  version  of  the 
IEEE  802.5  specification. 

Members  of  the  IEEE  802.5 
committee  labeled  those  reports 


As  local-area  networks  grow 
in  size  and  complexity,  indepen¬ 
dent  LAN  vendors  are  taking 
steps  to  help  their  resellers  meet 
the  changing  needs  of  major  us¬ 
ers. 

Unlike  systems  vendors  such 
as  IBM  that  maintain  direct  sales 
and  service  forces,  independent 
LAN  vendors  rely  primarily  on  re¬ 
sellers  to  market  and  support 
their  products. 

These  vendors  say  that  strate¬ 
gy  won’t  change.  But  they  recog¬ 
nize  the  need  to  help  resellers 
support  users  that  are  moving 
mission-critical  applications  — 
including  new  client/server  ap¬ 
plications  —  onto  LANs  and  link¬ 
ing  LANs  to  other  computing 
resources  in  enterprise  net¬ 
works. 

In  recent  months,  indepen¬ 
dent  LAN  vendors  have  moved  to 


“totally  false.” 

“The  reports  have  been  over¬ 
stated.  There’s  no  need  for  the 
specification  to  be  rewritten  or 
undergo  a  major  revamping,  and 
users  aren’t  looking  at  major  in¬ 
compatibility  problems,”  said 
Colin  Mick,  a  member  of  the  IEEE 
802.5  committee  and  executive 
director  of  the  Open  Token  Foun¬ 
dation.  “In  fact,  since  we  know 
that  a  problem  exists,  vendors  are 
being  more  vigilant  with  their 
testing  and,  if  anything,  users  will 
benefit  from  all  this  scrutiny  by 
seeing  superior-quality  16M  bit/ 
sec  token-ring  adapters.” 

IEEE  802.5  committee  mem¬ 
bers  and  TI  executives  said  the 
Falcon  chip,  which  complies  with 
the  IEEE  specification,  is  at  the 
root  of  some  adapter  problems 
because  its  performance  appears 
to  be  affected  by  other  compo¬ 
nents  on  the  adapter. 

However,  Mick  acknowledged 
that  the  IEEE  802.5  committee 
may  fine-tune  the  portion  of  the 
standard  that  defines  how  data 
packets  move  from  workstations 
onto  the  network. 

“The  idea  is  to  make  it  more 
precise  so  there’s  nothing  left  to 
chance,  and  engineers  get  step- 
by-step  guidelines,”  Mick  said. 

His  statement  was  echoed  by 
A1  Marshall,  a  vice-president  and 
cofounder  of  token-ring  adapter 
manufacturer  Proteon,  Inc.  who 
is  heading  the  IEEE  802.5  volun¬ 
teer  group  to  assess  the  scope  of 
the  problem. 

“The  standard  is  complete  as 
it  now  exists  —  it  was  written  to 


give  resellers  greater  technical 
support  and  education. 

“It  would  be  good  to  see  LAN 
vendors  help  resellers  bolster 
their  ability  to  support  large  net¬ 
works,”  said  Christopher  Cleve¬ 
land,  systems  engineer  at  Arco 
Pipe  Line  Co.  in  Independence, 
Kan.,  which  buys  its  LAN  equip¬ 
ment  from  a  reseller  and  gets  ser¬ 
vice  from  Novell,  Inc.  “A  lot  of 
the  dealers  can  support  an  eight- 
or  10-node  network,  but  when  it 
gets  bigger,  you  have  problems.” 

“The  key  issue  for  LAN  ven¬ 
dors  is  to  make  sure  that  whoever 
is  reselling  their  products  under¬ 
stands  that  they  need  to  do  more 
than  just  sell  a  box  and  some  soft¬ 
ware,”  said  Hilly  Fuchs,  director 
of  information  systems  develop¬ 
ment  at  Continental  Grain  Co.,  a 
longtime  Banyan  Systems,  Inc. 
VINES  network  user  based  in  New 
York.  “There  are  a  lot  of  connec¬ 
tivity  issues  that  resellers  need  to 


give  engineers  a  lot  of  freedom 
when  designing  an  adapter.  The 
caveat,  though,  is  that  it  must  be 
read  carefully  and  understood  in 
order  to  design  a  reliable  and  in¬ 
teroperable  16M  bit/sec  token¬ 
ring  adapter,”  Marshall  said. 

Besides  Madge  Networks,  the 
only  third-party  firms  shipping 
1 6M  bit/sec  adapters  are  Proteon 
and  Olicom  USA  in  Plano,  Texas. 
IBM  has  a  proprietary  design  that 
employs  its  own  chips  and  has 
shipped  more  than  1.5  million 
16M  bit/sec  adapters  in  the  last 
year. 

One  thing  that  everyone 
agrees  on  is  that  the  way  around 
the  problems  is  extensive  testing. 

Marshall  said  Proteon  has 
been  testing  16M  bit/sec  adapt¬ 
ers  using  the  TI  Falcon  chip  in 
large  nets  of  over  200  nodes  and 
will  begin  shipping  a  product  “in 
the  next  few  months.” 

Max  Jensen,  Olicom’s  vice- 
president  of  U.S.  sales  and  mar¬ 
keting,  said  that  since  May,  his 
company  has  shipped  over  1,000 
16M  bit/sec  adapters  equipped 
with  TI’s  Falcon  chip  with  no  re¬ 
ports  of  problems.  Like  Proteon, 
Olicom  tested  its  boards  in  net¬ 
works  of  260  nodes  and  at  a  100- 
meter  distance  —  the  maximum 
configurations  allowable  accord¬ 
ing  to  the  IEEE  802.5  standard. 

“We  were  aware  of  the  poten¬ 
tial  sensitivity  of  the  Falcon  chip 
to  noise,  so  we  designed  extra  cir¬ 
cuitry  around  the  chip  to  circum¬ 
vent  this  problem,”  Jensen  said. 
“Since  the  Madge  Networks  prob¬ 
lems  surfaced,  we  went  back  and, 
as  an  extra  precaution,  added  sev¬ 
eral  other  components  to  further 
insulate  the  adapter  from  noise.” 

The  IEEE  volunteer  task  force 
will  present  its  findings  at  a  meet¬ 
ing  hosted  by  Proteon  on  Oct.  1  at 
the  Sheraton  Tara  Hotel  in  Fra¬ 
mingham,  Mass.  □ 


understand.” 

While  some  customers  deal  di¬ 
rectly  with  Banyan  for  sales  and 
support,  the  LAN  maker’s  “clear 
direction  is  to  encourage  custom¬ 
ers  to  go  through  the  reseller 
channels,”  said  James  D’Arezzo, 
Banyan’s  vice-president  of  mar¬ 
keting.  More  than  80%  of  Ban¬ 
yan’s  revenue  comes  from  resell¬ 
ers,  he  said. 

“Users  should  have  as  much 
confidence  in  going  to  a  reseller 
as  in  going  to  us,”  D’Arezzo  said. 
“It’s  not  as  if  we  hand  off  a  box  of 
VINES  to  the  reseller  and  say 
good-bye.  We  forge  a  close  part¬ 
nership  with  our  resellers.” 

Last  month,  Banyan  intro¬ 
duced  the  Banyan  Premier  Re¬ 
seller  Program,  under  which  the 
company  will  reimburse  certain 
resellers  for  expenses  incurred  in 
training,  response  center  auto¬ 
mation  and  other  activities  that 
translate  into  improved  customer 
support. 

To  qualify  as  a  Banyan  Pre¬ 
mier  Reseller,  a  company  must 
employ  two  Certified  Banyan  En¬ 
gineers.  Banyan  last  month 
( continued  on  page  47) 


IRVINE,  Calif.  —  Advanced 
Logic  Research,  Inc.  (ALR)  last 
week  jumped  into  the  super¬ 
server  market  with  a  line  of  sys¬ 
tems  designed  for  Novell,  Inc.’s 
NetWare  386  and  positioned 
against  Compaq  Computer 
Corp.’s  SystemPro  servers. 

The  company’s  new  Business- 
Server  machines  are  based  on  In¬ 
tel  Corp.  80386  or  80486  micro¬ 
processors  running  at  33  MHz 
and  feature  ALR’s  minicomputer¬ 
like  read/write  cache  architec¬ 
ture.  They  come  in  floor-standing 
chassis  and  can  accommodate  up 
to  10G  bytes  of  internal  disk  stor¬ 
age. 

The  servers  are  less  propri¬ 
etary  than  Compaq’s  and  Net- 
FRAME  Systems,  Inc.’s  pioneer¬ 
ing  superservers,  which  have 
generated  rather  lackluster  sales 
thus  far.  ALR  expects  its  products 
to  have  broader  appeal. 


WASHINGTON,  D.C.  —  MCI 
Communications  Corp.  last  week 
unveiled  a  service  that  enables 
customers  to  manage  800  ser¬ 
vices  from  an  on-site  workstation 
and  announced  new  features  for 
its  Vnet  virtual  network  service. 

MCI’s  800  Configuration  Man¬ 
agement  (CM)  service  allows  us¬ 
ers  to  access  data  bases  at  MCI 
central  office  switches  from  an 
IBM  3270  terminal.  Using  dial-up 
or  dedicated  links  to  the  central 
office,  users  can  add,  change  or 
disconnect  800  routing  features 
such  as  point-of-call,  time  and 
day-of-week,  and  percentage  al¬ 
location  routing. 

Customers  can  select  800 
management  functions  from  a 
menu  and  key  in  routing  changes, 
which  take  effect  five  minutes  lat¬ 
er,  on  average.  Users  can  store 
and  activate  as  many  as  99  alter¬ 
nate  routing  plans  that  can  be 
used  during  a  disaster  or  outage. 

CM  is  available  now  for  a  $  500 
monthly  service  fee.  Dial-up  us¬ 
ers  pay  a  onetime  fee  of  $500  and 
a  monthly  access  charge  of  $30. 
For  dedicated  access,  the  onetime 
fee  is  $  1 ,000  and  the  monthly  ac¬ 
cess  charge  is  $225. 

MCI  also  rolled  out  a  new  re¬ 
lease  of  Vnet  CM,  one  of  six  appli¬ 
cations  comprising  MCI’s  Inte¬ 
grated  Network  Management 
System,  that  supports  new  fea¬ 
tures. 

An  800  Remote  Access  Fea- 


“We  didn’t  engineer  a  product 
and  then  try  to  find  a  market,” 
said  Paula  Robertson,  marketing 
manager  for  ALR’s  Server  and 
Multiuser  Systems  Division.  “Our 
customers  and  resellers  told  us 
what  they  wanted,  and  we  built  a 
product  for  them.” 

The  servers  start  at  $15,000 
for  an  80386-based  model  and 
appear  to  be  priced  $1,000  to 
$5,000  less  than  a  similarly  con¬ 
figured  SystemPro,  although  not 
all  features  are  directly  compara¬ 
ble.  The  BusinessServer  has  a 
built-in  uninterruptible  power 
supply  and  monochrome  graph¬ 
ics,  for  example,  while  the  Sys¬ 
temPro  has  an  extra  serial  port 
and  a  video  graphics  adapter. 

ALR’s  flagship  BusinessServer 
models  are  based  on  the  Extend¬ 
ed  Industry  Standard  Architec¬ 
ture  (EISA). 

Versions  based  on  IBM’s  Micro 
Channel  Architecture  or  AT  ar- 
( continued  on  page  45 ) 


ture  enables  employees  to  use  an 
800  number  to  access  a  Vnet 
when  they  are  away  from  their 
company  and  place  seven-digit 
calls  to  any  on-network  location. 

Point  of  Call  Routing  promises 
savings  for  users  with  hybrid 
private-line/Vnet  systems.  MCI 
routes  calls  from  Vnet  sites  to  the 
nearest  access  point  in  a  custom¬ 
er’s  private  network  so  that  calls 
can  then  be  routed  over  private 
facilities  to  reduce  Vnet  usage 
costs. 

MCI’s  new  Customized  An¬ 
nouncements  enables  customers 
to  personalize  standard  network 
announcements  and  recordings 
for  use  in  specific  situations. 

The  software’s  Direct  Termi¬ 
nation  Overflow  feature  has  been 
enhanced  so  that  when  calls  over 
a  dedicated  access  line  to  a  Vnet 
site  cannot  be  completed,  they 
can  be  overflowed  to  any  site 
served  by  switched  or  dedicated 
facilities. 

In  addition,  MCI  said  its  has  re¬ 
duced  from  three  days  to  one  the 
time  needed  to  provide  sites  with 
switched  access  to  Vnet  and  said 
customers  can  receive  new  800 
numbers  for  special  promotions 
in  less  than  a  day.  □ 


Correction:  Due  to  a  printing 
error,  pages  22  and  34  were 
swapped  in  last  week’s  issue. 
We  apologize  for  any  confu¬ 
sion. 


LAN  vendors  help  resellers 
meet  changing  user  needs 

By  Bob  Brown 

Senior  Editor 


MCI  unveils  800  control 
service,  new  Vnet  features 

By  Bob  Wallace 

Senior  Editor 
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AS  A  GIFT. 


Cut  phone  bills  with 
our  new  integrated 
data/voice  MUX. 

Voice-grade  line  tariffs  are 
going  up,  while  56K  digital 
tariffs  are  coming  down. 

That  makes  room  for  some 
serious  savings  by  calling 
over  digital  lines  instead 
of  regular  phone  lines. 

At  the  same  time, 
packing  more  onto  your 
digital  lines  can  elimi¬ 
nate  separate  data  and 
voice  lines. 

And  all  you  need  to 
make  this  happen  is 
our  newest  inte¬ 
grated  data/voice 
multiplexor,  the 
VoiceMux™  100. 

It  saves  most 
companies 
enough,  they  tell 
us,  to  pay  for  itself 
inside  of  six  months. 

From  then  on,  the  gab’s 
a  gift. 

With  T  1-like  performance, 
the  VoiceMux  100  gives  you 


digital  speech  without  any 
drop-off  in  voice  quality. 

But  the  VoiceMux  100  isn’t 
the  only  way  MICOM  can  save 
you  phone  money.  We’ve 
developed  a  whole  family  of 
readily  upgradable,  ever- 
expandable  data/voice 
equipment. 

With  our  Stat  V  statisti¬ 
cal  MUX,  for  instance,  you 
can  economically  send 
data  or  voice  over  any 
leased  line  that  operates 
at  9.6  Kbps  or  faster. 

Or  you  can  add 
digital  voice  to  your 
existing  equipment 
with  our  APV  1,  cut¬ 
ting  dial-up  and 
tie-line  expenses. 

If  all  this  sounds 
good,  there’s  one 
more  thing  you 
should  hear.  Our 
outstanding  voice 
quality.  For  a 
live  demonstration  of 
our  advanced  pack- 
etized  voice  technology, 
just  call  1-800-MIC0M  US. 
After  that,  you’re  likely  to 
be  calling  digitally. 


(805)  583-8600 
FAX  (805)  583-1997 


See  The  FAXNeT  Form  on  Page  #14 


MacWorld  attendees  seek 
Mac-to-PC  LAN  connections 

Want  a  delivery  date  for  Macintosh  System  7.0. 


Technologies  not  for  all  users 

continued  from  page  2 


By  Laura  DiDio 

_ Senior  Editor _ 

BOSTON  —  Attendees  at  last 
week’s  MacWorld  Expo/Boston 
show  here  were  looking  for  prod¬ 
ucts  that  integrate  Macintoshes 
into  existing  local-area  networks. 

Users  were  especially  interest¬ 
ed  in  new  adapters,  gateways  and 
groupware  packages  that  link 
Macintoshes  to  personal  comput¬ 
er  LANs  (see  “Net  packs  unveiled 
at  MacWorld  Expo,”  page  27). 

Show  attendees  were  also 
looking  to  Apple  Computer,  Inc. 
for  a  delivery  date  for  Macintosh 
System  7.0,  the  long-awaited  re¬ 
lease  of  the  Macintosh  operating 
system. 

While  Apple  executives  have 
steadfastly  refused  to  offer  a  re¬ 
lease  date  for  System  7.0,  sources 
close  to  the  company  who  asked 
not  to  be  identified  said  it  is  due 
out  in  January. 

Built-in  IPC  facility 

System  7.0,  which  has  been  in 
development  for  more  than  18 
months,  will  have  a  built-in  inter¬ 
process  communications  (IPC) 
facility  to  exchange  data  between 
programs,  new  data  base  access 
capabilities  and  other  communi¬ 
cations  features  that  can  be  used 
to  create  distributed  client/serv¬ 
er  Macintosh  applications. 


By  Jim  Brown 

_ Senior  Editor _ 

CAMBRIDGE,  Mass.  —  Polar¬ 
oid  Corp.  last  week  said  it  has  im¬ 
proved  its  customer  service  oper¬ 
ations  by  using  Apple  Computer, 
Inc.’s  Data  Access  Language 
(DAL)  to  build  links  to  a  remote 
data  base,  enabling  agents  to  ac¬ 
cess  data  quickly  to  resolve  cus¬ 
tomer  inquiries. 

The  effort  has  helped  Polaroid 
vastly  improve  customer  service 
by  using  DAL  in  conjunction  with 
other  software  to  automate  the 
antiquated  manual  process  of  re¬ 
trieving  dealer  and  product  data 
from  company  literature. 

“Historically,  we  had  to  have 
customer  service  agents  act  as 
walking  encyclopedias  that  know 
all  the  ins  and  outs  of  all  the  dif¬ 
ferent  films  and  cameras,”  said 
Tim  Crawford,  formerly  an  infor¬ 
mation  systems  manager  who 
oversaw  the  project  and  currently 
Polaroid’s  software  development 
manager. 

But  now,  any  of  the  30  agents 
at  the  company’s  customer  ser¬ 
vice  center  here  can  click  a  mouse 
within  either  of  two  Apple  Hyper¬ 
Card  applications  supported  by 


The  communications  func¬ 
tions  are  part  of  Apple’s  Inter- 
Applications  Communications 
Architecture,  which  is  woven  in¬ 
to  the  System  7.0  operating  sys¬ 
tem. 

System  7.0’s  InterApplica- 
tions  Communications  IPC  is 
analogous  to  Microsoft  Corp.’s 
Named  Pipes  mechanism  in  OS/2 
LAN  Manager.  It  allows  applica¬ 
tions  to  exchange  data  either 
within  a  single  Macintosh  or  over 
a  LAN. 

Peer  pressure 

While  the  show  was  heavily  at¬ 
tended,  traffic  was  especially 
brisk  at  the  Novell,  Inc.  and  Digi¬ 
tal  Communications  Associates, 
Inc.  booths. 

John  Perkins,  Novell’s  product 
manager  for  its  NetWare  for  Mac¬ 
intosh  software,  said,  “The  ques¬ 
tions  I’m  being  asked  most  fre¬ 
quently  are  how  can  Macs 
integrate  and  work  together  with 
PCs,  and  how  can  Macintoshes 
operate  as  peers  in  a  Novell  net¬ 
work.” 

Typical  among  these  users 
was  Peter  Bartram,  president  of 
SMC  Publishing  Corp.  in  Hart¬ 
ford,  Conn.  Bartram,  who  has 
both  Macintoshes  and  personal 
computers  at  his  firm,  asked  No¬ 
vell  product  managers  which  net- 


DAL.  By  doing  so,  they  can  quick¬ 
ly  gain  access  to  information 
needed  to  answer  customer  ques¬ 
tions  about  dealers.  They  can  also 
more  easily  collect  statistics 
about  the  calls  coming  into  the 
customer  service  center. 

Polaroid  was  a  beta  site  for 
DAL,  formerly  called  CL/1 ,  which 
shipped  last  December. 

The  company  built  DAL  rou¬ 
tines  into  two  HyperCard  applica¬ 
tions  that  link  agents’  Macintosh 
SEs  to  a  Digital  Equipment  Corp. 
VAX  in  Waltham,  Mass.  The  VAX 
runs  Ingres  Corp.  data  base  man¬ 
agement  system  software.  One 
application  enables  agents  to  re¬ 
trieve  dealer  information  from 
the  VAX  and  read  it  to  a  caller. 

The  other  application  lets 
agents  directly  log  customer 
complaints  and  information 
about  the  nature  of  a  call  into  an 
Ingres  data  file.  That  information 
provides  Polaroid  with  the  statis¬ 
tical  data  needed  to  streamline 
customer  service. 

Agents  can  also  use  Macin¬ 
tosh-based  terminal-emulation 
software  to  access  product  bulle¬ 
tins  stored  in  a  VAX-based  text  li¬ 
brary.  These  bulletins  help 


work  adapters  offered  the  best 
performance  and  value. 

Perkins  recommended  No¬ 
vell’s  own  adapters  as  well  as 
those  made  by  3Com  Corp. 

Bartram  also  wanted  his  Mac¬ 
intoshes  and  personal  computers 
to  be  able  to  access  AppleShare 
and  NetWare  servers. 

Perkins  told  him  Apple’s  Ap¬ 
pleShare  PC  software  package 
enables  personal  computers  to 
access  AppleShare  servers  but 
added  that,  at  this  time,  there  is 
no  package  available  that  will  al¬ 
low  Macintosh  users  to  simulta¬ 
neously  access  NetWare  servers. 

Macs  on  NetWare  token  ring 

Other  users  browsing  through 
the  Novell  booth  were  pleased  to 
learn  that  one  of  the  biggest  Mac¬ 
intosh  networking  impediments 
—  support  for  Macintoshes  on 
NetWare  token-ring  nets  —  has 
now  been  solved. 

Novell  said  it  recently  became 
the  first  company  to  ship  token¬ 
ring  adapters  equipped  with  soft¬ 
ware  drivers  that  enable  Macin¬ 
toshes  to  participate  as  full  peers 
on  Novell  NetWare  token-ring 
LANs. 

At  DCA’s  booth,  Tom  Lena- 
han,  the  company’s  senior  prod¬ 
uct  manager  in  the  Macintosh 
Business  Unit  in  Alpharetta,  Ga., 
said  his  company  was  seeing 
“many  more  corporate  network 
users  [at  this  show]  than  at  previ¬ 
ous  shows.” 

“Two  or  three  years  ago,  it 
was  a  problem  to  integrate  Macs 
into  PC  networks,  but  that’s 
changing  now.”  □ 


agents  ascertain  possible  causes 
for  product  problems  and  ways  to 
overcome  them. 

In  the  past,  agents  had  to  log 
caller  information  manually  and 
refer  to  hard-copy  dealer  listings. 
To  lookup  product  bulletins,  they 
had  to  refer  to  a  three-ring  binder 
Polaroid  called  its  product  bible. 

“Oftentimes,  agents  would 
take  a  short  way  out  and  tell  the 
caller  ‘I  don’t  know’  or  give  the 
customer  information  thatwasn’t 
entirely  correct,”  Crawford  said. 

HyperCard  and  DAL  enabled 
programmers  to  build  easy-to- 
use  applications  in  which  agents 
use  a  mouse  to  point  and  click  on 
icons  to  issue  commands  or  enter 
data,  he  said. 

Programmers  simply  use  an 
application  program  interface  to 
pass  data  the  agent  collected 
from  customers  and  requests  for 
dealer  information  from  the  Hy¬ 
perCard  application  to  DAL  client 
software  on  the  Macintosh.  That 
client  software  formats  the  cus¬ 
tomer  data  and  dealer  informa¬ 
tion  requests  into  standard  ANSI 
SQL  routines,  which  are  then 
routed  over  dedicated  circuits  to 
the  DAL  server  software  on  the 
VAX. 

The  server  software  converts 
the  ANSI  SQL  routines  into  the 
SQL  syntax  used  by  the  Ingres 
DBMS,  which  then  either  stores 
( continued  on  page  45 ) 


working  will  find  the  preferred 
path  is  to  use  bridges  or  routers 
linked  via  private  lines,”  said  Tim 
Zerbiec,  vice-president  of  tech¬ 
nology  at  Vertical  Systems 
Group,  a  technology  manage¬ 
ment  consulting  firm  in  Dedham, 
Mass. 

But  others  pointed  out  that 
this  approach  is  expensive. 
“You’ll  get  great  response  time, 
but  it’s  a  question  of  economics,” 
said  Mark  LaRow,  a  consultant 
with  Network  Strategies,  a  net¬ 
work  consulting  practice  of  Ernst 
&  Young  in  Fairfax,  Va.  “How 
much  do  you  want  to  pay  for  that 
response  time?” 

Since  most  users  need  to 
transport  a  mix  of  data,  they  will 
find  it  difficult  to  cost-justify 
building  a  network  solely  dedi¬ 
cated  to  LAN  traffic.  “If  you  look 
at  most  big  companies,  they’ve  all 
got  some  type  of  traffic  other 
than  LAN  interconnection  traf¬ 
fic,”  said  John  McQuillan,  presi¬ 
dent  of  McQuillan  Consulting  in 
Cambridge,  Mass. 

The  frame  relay  interface  is  a 
mix  of  emerging  ANSI,  Consulta¬ 
tive  Committee  on  International 
Telephony  and  Telegraphy  and 
Integrated  Services  Digital  Net¬ 
work  data-link  layer  standards 
that  will  eventually  replace  the 
host  of  standards  that  make  up 
X.25,  analysts  said.  Frame  relay 
will  be  implemented  on  such 
products  as  LAN  bridges  and  rout¬ 
ers,  as  well  as  T-l  multiplexers. 

Frame  relay  drastically  re¬ 
duces  the  protocol  processing 
overhead  inherent  in  X.25  and  is 
well  suited  for  routing  LAN  traf¬ 
fic,  which  is  broken  into  packets 
that  are  transmitted  in  large 
bursts. 

Frame  relay  speeds  up  the  pro¬ 
cess  of  routing  packets  through  a 
series  of  switches  to  a  remote  site 
by  eliminating  the  need  for  each 
switch  to  check  each  packet  it  re¬ 
ceives  for  errors  before  passing  it 
to  the  next  switch  in  line.  Instead, 
only  the  switch  that  receives  a 
packet  from  a  sending  device  and 
the  one  passing  it  to  the  receiving 
device  check  for  errors. 

Frame  relay  will  also  enable 
users  to  set  up  permanent  virtual 
circuits  between  locations  by  en¬ 
suring  that  the  multiple  packets  a 
file  has  been  broken  into  are 
passed  over  the  same  circuit  path 
from  one  LAN  to  another.  This 
creates  a  fixed  path  through  the 
network  and  means  a  file  can  be 
reassembled  quickly  by  the  re¬ 
ceiving  device. 

Current  X.25  virtual  circuits, 
by  contrast,  often  route  packets 
over  a  mix  of  different  circuits, 
which  means  packets  are  re¬ 
ceived  out  of  order.  This  forces 
the  receiving  device  to  reorder 
the  packets  before  the  file  can  be 
reassembled,  thereby  chewing  up 
processing  power.  s  v 

Frame  relay  will  work  very 
nicely  with  fast  packet  switches, 
analysts  said.  These  switches  em¬ 
ploy  statistical  multiplexing  tech¬ 


niques  that  use  a  circuit’s  entire 
bandwidth  to  switch  fixed-length 
packets  more  quickly  than  X.25 
switches  or  circuit  switches  do. 

A  frame  relay  interface  on  a 
bridge,  router  or  T-l  multiplexer 
can  provide  access  to  fast  packet 
switches.  Those  switches  can  be 
housed  within  a  T-l  multiplexer 
that  supports  a  private  fast  packet 
net  or  at  a  carrier’s  central  office. 

Even  though  fast  packet 
switches  can  support  non-frame 
relay  traffic,  the  two  technol¬ 
ogies  together  promise  to  in¬ 
crease  throughput  between  loca¬ 
tions  with  large  amounts  of 
bursty  traffic.  But  it  may  be  over¬ 
kill  for  users  with  few  locations 
and  little  traffic. 

“If  all  you  want  to  do  is  con¬ 
nect  two  LANs,  there  is  no  reason 
not  to  dedicate  a  T- 1  to  that,  ”  said 
Steve  Taylor,  principal  with  Dis¬ 
tributed  Networking  Associates, 
a  telecommunications  planning 
and  research  firm  in  Greensboro, 
N.C. 

But  users  with  a  mix  of  other 
traffic  will  be  better  off  replacing 
T-l  networks  that  use  time-divi¬ 
sion  multiplexing  (TDM)  with 
frame  relay  and  fast  packet  tech¬ 
nologies.  The  drawback  to  TDM  is 
that  users  must  slice  the  T-l  cir¬ 
cuit  into  individual  channels, 
each  supporting  transmission  of 
a  specific  form  of  data  such  as 
LAN  traffic  or  terminal-to-host 
traffic.  Since  that  bandwidth  is  al¬ 
located  to  only  one  form  of  traf¬ 
fic,  it  remains  idle  when  a  trans¬ 
mission  is  completed. 

“What  frame  relay  and  fast 
packet  give  you  is  the  ability  to 
optimize  the  circuit,”  said  Mary 
Modahl,  an  analyst  with  Forrester 
Research,  Inc.  of  Cambridge, 
Mass.  “You  can  jam  more  data 
over  the  same  line  because  fast 
packet  optimizes  the  line  better 
than  circuit  switching  does.”  For¬ 
rester  Research  recently  pub¬ 
lished  a  report  detailing  when 
vendors  will  implement  both 
frame  relay  and  fast  packet 
switching. 

Users  with  dedicated  LAN  links 
today  need  to  examine  traffic 
loads  to  determine  if  frame  relay 
and  fast  packet  will  be  beneficial. 
Users  with  little  LAN  interconnec¬ 
tion  traffic  may  be  better  off  carv¬ 
ing  out  a  64K  bit/sec  circuit  on  a 
TDM-based  T-l  multiplexer, 
while  those  with  higher  volumes 
may  want  to  replace  TDM  multi¬ 
plexers  with  ones  supporting  fast 
packet  and  frame  relay,  Modahl 
said. 

But  since  there  are  few  prod¬ 
ucts  or  services  that  support  the 
technologies  on  the  market  to¬ 
day,  it  is  impossible  to  say  at  what 
point  one  technique  becomes 
more  economical  than  the  other. 

Zerbiec,  however,  said  frame 
relay  and  fast  packet  may  become 
more  practical  for  users  that  cur¬ 
rently  link  LANs  over  dedicated 
circuits  once  carriers  offer  ser¬ 
vices  that  are  based  on  frame  re¬ 
lay.  □ 


Polaroid  uses  Apple’s  DAL 
to  build  links  to  data  base 
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Users  turn  to  token 
ring  to  network  FEPs 

continued  from  page  1 

number  of  connections  and  components, 
according  to  David  Woodward,  director  of 
network  systems  at  TRS. 

Using  the  Token-Ring  Network  also 
frees  up  the  eight  V.  3  5  ports  on  each  3745 
that  were  required  for  hard-wired  connec¬ 
tions  to  other  front-end  processors.  (A 
3745  can  support  a  maximum  of  32  V.  3  5 
ports.)  In  addition,  it  increases  through¬ 
put  between  3745s,  which  had  been  linked 
at  speeds  ranging  from  56K  to  256K  bit/ 
sec. 

Woodward  said  TRS  is  considering  im¬ 
plementing  dual  Token- Ring  Networks  for 
greater  reliability.  IBM’s  TIC  cards  support 
connections  to  two  LANs.  “If  one  ring  fails, 
you  can  roll  over  to  the  other,”  Woodward 
said. 

The  4M  bit/sec  Token-Ring,  which  will 
soon  be  migrated  to  a  16M  bit/sec  LAN, 
also  simplifies  the  process  of  adding  3745s 
to  the  data  center.  The  3745’s  Network 
Control  Program  requires  users  to  define 
physical  connections  and  paths  that  will  be 
taken  to  reach  other  3745s.  “Now you  just 
assign  one  logical  line  and  poke  it  into  the 
ring,”  Woodward  said. 

IBM’s  experience 

IBM  Data  Communications  Services, 
which  operates  IBM’s  Corporate  Consoli¬ 
dated  Data  Network  (CCDN),  is  imple¬ 
menting  Token-Ring  LANs  to  connect 
3745s  in  32  mainframe  sites,  according  to 
Fred  Pelletier,  advisory  telecommunica¬ 
tions  analyst  at  Data  Communications  Ser¬ 
vices. 

CCDN  has  roughly  120  sites  with  3745s 
that  combine  terminal  traffic  from  remote 
offices  and  feed  it  to  26  concentration 
sites,  each  with  a  4381  mainframe  and 
multiple  3745s.  The  concentration  sites 
relay  traffic  to  six  backbone  nodes 
equipped  with  3090  mainframes  and  mul¬ 
tiple  3745s.  The  3745s  in  the  backbone 
nodes  function  as  gateways  to  applications 
running  on  processors  in  other  IBM  facili¬ 
ties. 

The  local  16M  bit/sec  Token-Ring  con¬ 
nections  between  3745s  at  CCDN  concen¬ 
tration  and  backbone  sites  serve  as  alter¬ 
nates  to  host  channel  attachments. 

In  the  past,  a  3745  needed  to  pass  data 
through  the  host  to  another  3745  acting  as 
an  application  gateway.  If  the  host  went 
down,  communications  could  not  contin¬ 
ue.  Now,  once  the  host  has  established  a 
communications  session,  data  can  flow 
from  one  3745  to  the  gateway  3745  over 
the  Token-Ring,  taking  the  host  out  of  the 
loop. 

Conversely,  if  a  TIC  fails,  the  3745s  can 
still  communicate  through  the  host. 

Better  response  time 

Response  time  also  improved  with  the 
implementation  of  the  Token-Ring.  Pass¬ 
ing  data  from  one  3745  to  another  through 
the  host  introduced  a  slight  response  time 
delay.  The  response  time  improvement  is 
minor  because  of  the  high  speed  of  the  IBM 
host  channel  and  the  host  processing 
speed,  IBM  said. 

Network  uptime  can  also  be  improved 
by  linking  3745s  on  a  Token-Ring  because 
users  can  assign  the  same  Token-Ring  Net¬ 
work  address  to  TIC  cards  in  multiple 
3745s,  according  to  Wayne  Smith,  com¬ 
puter  scientist  at  Northeast  Utilities,  which 
is  testing  Token-Ring  connections  for  two 
3745s  in  its  Wethersfield,  Conn.,  data  cen¬ 
ter  and  a  single  3745  at  its  backup  data 


center  in  Berlin,  Conn. 

The  two  data  centers  will  be  connected 
with  Token-Ring  source-routing  bridges. 

Assigning  the  same  address  to  multiple 
TIC  cards  enables  a  user  to  access  a  host 
through  any  of  the  3745s.  “Before,  if  I  was 
served  by  one  3745  and  it  failed,  I’d  be 
down,”  Smith  said.  “Now,  if  one  fails,  I’ll 
be  rerouted  through  the  other  3745  to  the 
host.” 

Assigning  duplicate  Token-Ring  ad¬ 
dresses  could  also  help  in  a  disaster  recov¬ 
ery  situation  by  automatically  sending 
data  to  a  backup  data  center  if  the  primary 
data  center  experiences  a  failure. 

In  Northeast  Utilities’  disaster  recovery 
testing,  data  destined  for  the  Wethersfield 
data  center  is  automatically  rerouted  to 
the  Berlin  data  center  by  assigning  dupli¬ 


cate  addresses  to  TICs  in  both  sites. 

One  shortcoming  cited  by  users  is  the 
need  for  more  sophisticated  network  man¬ 
agement  tools  for  the  Token-Ring  Net¬ 
work. 

For  example,  Token-Ring  Network 
Trace  and  Performance  Adapter,  IBM’s 
tool  for  performing  data  frame  and  packet 
analysis,  lacks  an  interface  to  IBM’s  Net- 
View,  which  forces  users  to  monitor  LAN 
performance  from  a  Personal  Computer 
on  the  LAN,  rather  than  being  able  to  view 
it  from  a  NetView  console. 

Another  IBM  LAN  management  prod¬ 
uct,  LAN  Manager  Version  2.0,  acts  as  a 
NetView  service  point,  collecting  informa¬ 
tion  about  the  LAN  and  accepting  NetView 
commands,  such  as  commands  to  disable 
specific  devices. 


But  LAN  Manager  Version  2.0  does  not 
enable  users  to  optimize  the  LAN  for  per¬ 
formance  from  a  NetView  console.  IBM  has 
acknowledged  shortcomings  in  the  prod¬ 
uct  (“Vendors  admit  they  need  to  improve 
LAN  control  tools,”  NW,  June  25). 

“We’d  like  to  be  able  to  perform  LAN 
management  from  a  central  site,  be  it 
through  NetView  or  whatever,”  said  Robin 
Layland,  engineering  consultant  in  net¬ 
work  engineering  and  telecommunica¬ 
tions  for  The  Travelers  Corp.,  which  is  cur¬ 
rently  testing  3745-to-3745  Token-Ring 
links  in  its  data  centers. 

TRS  also  would  like  to  see  an  integrated 
tool  for  measuring  LAN  performance  data. 

“We’re  working  together  with  IBM  to 
come  up  with  a  better  solution,”  Wood¬ 
ward  said.  □ 


On  April  26, 1990,  Mitel  provided  the  world’s  first  Digital  Private  Network  Signalling 
System  (DPNSS)  between  British  Telecom  offices  in  New  York  and  London. 


British  Telecom  now  has  a  virtual  PBX  network 
that  allows  users  to  transfer  a  call  across  the 
Atlantic  as  easily  as  across  the  hall,  and  forever 
puts  an  end  to  the  expense 
of  global  “telephone  tag”. 

The  key  to  managing  a 
global  enteiprise  is  to 
respond  worldwide  as  effec¬ 
tively  as  you  do  domes¬ 
tically.  For  the  first  time, 
using  the  Mitel  SX-2000™ 

PBX,  an  integrated 
international  network  can 
offer  users  such  services  as: 


meet  customers’  present  and  future  needs.  This 
service  is  the  latest  example  of  Mitel’s  on-going 
commitment  to  this  philosophy. 


Group  4  Fax 
Videoconferencing 
Calling  line 
identification 
(by  name) 

Camp  on/callback 
Transfer/conference 
Call  forwarding 

“  This  functionality  conveys 
Mitel’s  commitment  to 
Global  Networking  as  a 
means  of  improving  customer  communications 
and  business  efficiency.  ” 

John  E.  Jarvis 

President  and  CEO,  Mitel  Corporation 

The  key  is  the  SX-2000 

The  SX-2000  Integrated  Communications™  sys¬ 
tem  (ICS)  was  designed  to  grow  and  evolve  to 


THE 


FIRST 

FULLY-FEATURED 

GLOBAL 

NETWORK  FROM 

MITEL 


To  meet  the  needs  of 
multinational  customers, 
Mitel  has  integrated  two 
powerful  networking 
protocols.  First,  Mitel 
implemented  DPNSS,  the 
European-based  Common 
Channel  signalling  protocol 
that  provides  a  universal 
basis  for  defining  connectiv¬ 
ity  between  different  types 
of  PBXs  and  delivers  a  full 
set  of  32  voice  and  data 
features,  transparently, 
across  the  full  network. 
Then  Mitel  created  MSDN 
(Mitel  Superswitch  Digital 
Network)  to  deliver  five 
same  functionality  compat¬ 
ible  with  the  North  Ameri¬ 
can  24-channel,  primary  rate 
format.  The  unique  ingredi¬ 
ent  is  the  integration  of  these  two  different  stand¬ 
ards  within  one  network. 

Mitel  is  the  only  PBX  manufacturer 
to  offer  such  feature  transparency 
in  both  Europe  and  North  America. 

To  find  out  how  you  can 
build  a  tally  effective  global 
network,  call  1-800-MITEL-US. 

In  Canada,  1-800-267-6244. 


MITEL 
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We’ve  got  plenty  of  data. . .  the  challenge  is  to  put  it  in  the  hands  of  decision  makers  in  a form 
they  can  use.  The  perfect  PC  would  be  an  ideal  client  to  all  my  information  systems’.’ 


‘  ‘Networking  PCs  is  a  major  pain.  Id  like  to  see  PCs  designed  to  do  networking  without  lots  of 
configuration  work. . .  and  still  connect  with  all  the  networks  I’ve  already  installed’.  ’ 


Hidden  cameraneveals  the  se 


Not  long  ago,  we  invited  hundreds  of  IS  managers  to  talk 
about  their  wildest  desires  in  a  personal  computer  system. 

They  talked.  We  listened.  We  videotaped.  And  when  we 
got  those  tapes  back  to  Silicon  Valley  popped  them  in  the  VCR 
and  started  watching,  it  confirmed  what  we  knew  all  along. 

They  wanted  a  personal  computer  system  that  was  com¬ 
patible  enough  with  their  existing  PCs  to  trade  files  on  floppy 
disks.  Like  Macintosh! 


They  wanted  a  system  with  the  power  and  flexibility  to  run 
thousands  of  business  programs  and  almost  any  kind  of  op¬ 
erating  system:  MS-DOS,  Macintosh  and  UNIX!  like  Macintosh. 

They  wanted  a  graphical  user  interface  with  no  compro¬ 
mise  in  performance.  Like  Macintosh. 

And  they  wanted  all  their  software  to  have  a  single  way 
of  working,  so  training  and  support  costs  could  be  dramatically 
lower.  Like  Macintosh. 


N  1990  Apftle  Computer,  Inc  Apple,  the  Apple  logo  and  Macintosh  are  registered  trademarks,  and  ‘  The  power  to  be  your  best "  is  a  trademark  of Apple  Computer  Inc.  UNIX  is  a  registered  trademark  of  AT&T  Corporation  MS-DOS  is  a  registered  trademark  of Microsoft  Corp.  The  above  quotes  are  representative  samples  of  what  IS  managers  have  told  us. 


“A  graphical  interface  is  clearly  important. . .  users  love  ’em.  But  the  architecture  has  to  be 
designed  to  handle  it  or  the  performance  compromise  is  unacceptable  ’ 


'  ‘Id  like  to  see  more  discipline  from  software  developers.  Commands  should  be  consistent  for 
every  application. . .  it  would  eliminate  the  cost  of  constantly  retraining 


“My  company’s  needs  go  way  beyond  off-the-shelf  software.  /  need  serious  development  tools 
my  existing  programming  staff can  use  to  devebp  custom  apps  quickly  and  easily’.’ 


“Macintosh?  No  kidding?” 


cret  desire  of 200  IS  manage 


They  wanted  a  system  with  sophisticated  networking  capa¬ 
bilities  built  in,  that  could  let  users  access  almost  any  host  or  file 
server  via  any  kind  of  network.  Like  Macintosh. 

They  wanted  all  these  things  in  a  wide  range  of  personal 
computers.  That  would  all  work  the  same  way  and  run  the 
same  software.  Like  Macintosh. 

And  they  wanted  powerful  development  tools  that  would 
let  their  existing  programming  staff  build  applications  quickly 


and  easily.  Like  Macintosh. 

In  short,  they  wanted  everything  that  Macintosh  offers.  But 
they  just  didn’t  realize  they  could  have  it  today 
For  all  the  details,  see  an  authorized  Apple  reseller  today. 
Now  that  we  know  all  of  your  secrets,  it’s  time  you  found 
out  about  all  of  ours. 


The  power  to  be  your  best? 


HCKOCOM  L4N  BMOCE 


IHE  MCROCOM  LAN  BRIDGE: 
BUT  FOR  SPEED 


NOW  WITH 
NETWORK 
MANAGEMENT 


The  world’s  fastest  bridge  for  Ethernet  or  Token  Ring. 


Microcom  LAN 
Bridge  (MLB™)  can 
show  you  what  life  in 
the  fast  lane  is  all  about. 
Our  multiprocessor 
design  and  unique 
LAN  interface  modules  provide 
the  fastest  filtering  and  forward¬ 
ing  rates  in  the  industry.  And 
Microcom  knows  high  speed 
data  communications  better  than 
any  other  bridge  builder.  Our 
special  wide  area  interface 
modules  support  speeds  ranging 
from  9.6Kbps  to  2.048Mbps. 
That  means  the  same  bridge  that 
drives  your  19.2  leased  line 
today  can  race  down  your  T 1  line 
tomorrow— with  no  changes. 

And  if  your  budget  only  allows 
you  a  leased  line  between  9.6  and 
64  Kbps,  we’ll  burn  up  the  phone 
wires  with  up  to  3x  real-time  data 
compression.  That  means  less 


waiting  and  more  productivity  for 
your  remote  LAN  users. 

The  MLB  bridges  both  Token 
Ring  and  Ethernet  networks  over 
wide  area  links,  and  transparently 
supports  network  protocols 
including  NetWare/IPX,  NetBios, 
IBM  PC  LAN,  TCP/IP,  SNA, 
3Com,  DECnet,  and  more.  And 
if  you’re  bridging  your  Token 
Rings  to  provide  better  access  to 
your  TIC-attached  Mainframe 
or  AS/400,  we’ve  got  more 
successful  installations  than 
any  other  vendor. 

A  single  PC-AT  or  compatible 
configured  as  an  MLB  can  sup¬ 
port  up  to  4  remote  T1  links,  and 
prices  start  as  low  as  $6,198  per 
end  for  our  high-speed  add-in 
cards  and  software.  Or,  we  can 
provide  a  fully-configured  turn¬ 
key  system— it’s  your  choice. 


FREE  GUIDE 

We’ve  prepared  a  technical 
brief  entitled  LAN 
Internetworking  Options. 

If  you  are  in  the  market 
for  LAN  internetworking 
devices,  please  call  us  now  at 
800-822-8224 
and  we’ll  send  you  a  copy. 


500  River  Ridge  Drive 
Norwood,  Massachusetts 
02062-5028 
(800)  822-8224 
(617)  551-1000 
Facsimile:  (617)  551-1006 
TWX:  7103367802 
Microcom  NWD 
Worldwide  Distribution 
International  FAX  number: 
(617)551-1007 


MLB  is  a  trademark  of  M  icrocom  Systems ,  Inc . 
Ethernet,  Token  Ring,  Novell,  NetBios,  IBM, 
IBM  PC  AT,  SNA,  3Com,  and  DECnet  are  trade¬ 
marks  of  their  respective  companies. 

©  Microcom,  Inc.,  1989.  All  Rights  Reserved. 
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INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


nly  half  of  the  20-plus 
T-1  multiplexer  vendors 
in  the  market  today  will 
survive  the  1990s, 
according  to 
International  Data  Corp. 
(IDC),  a  Framingham, 
Mass. -based  market 
research  firm.  Survivors 
will  be  characterized  by 
significant  installed 
bases,  high-speed 
networking  interfaces, 
and  strong  service  and 
support  operations, 
according  to  IDC. 

■■■■■■■■■■■Hi 

reople  & 

Positions 

Jack  MacAIlister,  who 
has  headed  US  West,  Inc. 
since  the  regional  Bell  holding 
company  was  formed  in  1984, 
recently  announced  plans  to 
retire  as  chief  executive  offi¬ 
cer,  effective  Dec.  31. 

MacAIlister  will  remain 
chairman  of  the  board.  In  that 
position,  he  will  continue  to 
act  as  a  US  West  spokesman. 

Richard  McCormick,  US 
West’s  president  and  chief  op¬ 
erating  officer,  was  elected  by 
the  company’s  board  of  direc¬ 
tors  to  succeed  MacAIlister  as 
president  and  CEO,  also  effec¬ 
tive  Dec.  3 1  • 

Of  the  original  chief  execu¬ 
tives  of  the  seven  RBHCs,  only 
two  remain  —  John  Clen- 
denin  of  BellSouth  Corp.  and 
William  Weiss  of  Ameritech. 

H.P.  Scott  last  week  was 
named  president  of  Western 
Union  ATS,  Inc.,  a  wholly 
owned  subsidiary  of  MCI 
Communications  Corp. 

Scott  will  coordinate  the 
subsidiary’s  provision  of  net¬ 
work  interconnections  for 
MCI’s  long-distance  opera¬ 
tions  in  and  around  metropol¬ 
itan  areas. 

The  subsidiary  was  formed 
recently,  when  MCI  acquired 
the  business  from  Western 
Union  Corp. 

Previously,  Scott  was  vice- 
president  of  transmission  sys¬ 
tems  construction  for  MCI.  □ 
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User  demand  prompts  HP 
to  sign  new  service  affiliate 

ACC  union  to  aid  users  with  net  fault  resolution. 


By  Ellen  Messmer 

Washington  Correspondent 

MOUNTAIN  VIEW,  Calif.  — 
Hewlett-Packard  Co.  recently  ex¬ 
panded  the  stable  of  vendors  un¬ 
der  its  HP  Network  Support  Affili¬ 
ate  Agreement  by  signing  Ad¬ 
vanced  Computer  Communica¬ 
tions  (ACC)  as  a  sendee  partner. 

The  agreement  enables  HP 
and  ACC  to  coordinate  fault-iso¬ 
lation  procedures  for  mutual  cus¬ 
tomers’  networks. 

Until  now,  HP  had  signed  1 1 
other  companies,  predominantly 
larger  computer  and  network 

Show  of  support 

HP’s  Network  Support  Affiliate 
Agreement  members 

Advanced  Computer  Communications 

AT&T  Paradyne 

Chipcom  Corp. 

Dynatech  Communications  Division 

Equinox  Systems,  Inc. 

Gandalf  Technologies,  Inc. 

Micom  Communications  Corp. 

Network  Equipment  Technologies,  Inc. 

Northern  Telecom,  Inc.'s  Meridian 

Communications  Systems 

Siecor  Corp.  Electro-Optic  Products 

Division 

Timeplex,  Inc. 

Vitalink  Communications  Corp. 

SOURCE:  HEWLETT-PACKARD  CO. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


suppliers,  to  its  affiliate  pro¬ 
gram.  Demands  from  customers 
prompted  HP  to  sign  on  ACC,  a 
Santa  Barbara,  Calif. -based  man¬ 
ufacturer  of  bridges  and  routers. 

Under  the  program,  the  two 
companies  will  establish  techni¬ 
cal  and  administrative  contacts 
with  each  other  to  prepare  for 
problem  resolution  in  advance 
and  maintain  the  right  to  call  into 
the  other  company’s  response 
center  as  well  as  run  diagnostics. 

This  type  of  agreement  will 
prove  beneficial  to  customers 
with  HP  NetAssure  maintenance 
contracts,  which  guarantee  that 
HP  and  its  affiliates  will  cooper¬ 
ate  to  resolve  a  network  outage. 

Taia  Ergueta,  manager  of  HP’s 
Multivendor  Support  Program, 
said  Network  Support  Affiliate 
Agreements  cover  all  of  the  prod¬ 
ucts  in  each  vendor’s  line.  But  she 
noted  that  the  relationship  is  still 
one  of  independent  contractors 
to  a  mutual  customer;  affiliates 
do  not  take  responsibility  for  one 
another’s  products. 

Dan  O’Halloran,  data  net¬ 
working  specialist  for  the  San 
Juan  School  District  in  Carmi¬ 
chael,  Calif.,  said  he  refused  to 
purchase  HP  and  ACC  products 
(continued  on  page  12 ) 


INDUSTRY  BRIEFS 


The  boards  of  directors  for  GTE  Corp.  and  Contel  Corp. 
last  week  definitively  agreed  to  a  $6.2  billion  merger  through  a 
stock  swap.  GTE  agreed  to  exchange  1.27  of  its  common  shares 
for  each  of  Contel’s  159  million  outstanding  shares  under  a 
preliminary  agreement  announced  July  12  (“GTE/Contel  merg¬ 
er  shifts  power  balance,”  NW,  July  1 6). 

The  merger  must  still  be  approved  by  both  companies’ 
stockholders,  who  will  meet  in  the  fall,  and  by  various 
regulatory  agencies.  The  deal  is  expected  to  be  closed  by  year 
end.  The  merger  will  create  a  new  company  with  a  market  value 
of  $25  billion,  according  to  a  statement  from  GTE. 

AT&T  has  agreed  to  increase  its  stake  in  Sun  Microsys¬ 
tems,  Inc.  to  14.7%  by  spending  $191. 8  million  for  an 
additional  block  of  newly  issued  stock  equal  to  nearly  5%  of 
Sun’s  92.7  million  outstanding  common  shares.  The  sale  of  an 
additional  4.6  million  shares  to  AT&T  will  provide  Sun  with 
working  capital. 

The  sale  is  expected  to  be  completed  in  30  days.  Under  a 
1988  agreement,  Sun  has  the  right  to  sell  to  AT&T  newly  issued 
shares  in  an  amount  up  to  15%  of  Sun’s  outstanding  common 
stock.  Also,  AT&T  has  the  option  to  buy  another  5%  stake  in 
Sun  through  open  market  purchases  by  Jan.  1. 

Lotus  Development  Corp.  last  week  announced  a  cost¬ 
cutting  program  that  includes  layoffs  of  as  many  as  40 
employees  —  about  half  of  them  in  marketing  areas  —  and  a 
companywide  hiring  freeze. 

While  the  number  of  layoffs  is  small  relative  to  Lotus’  3,100- 

( continued  on  page  12 ) 


A  Millions  of  dollars  in  projected  shipments  of  Government  OSI 
Profile  products 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  VENTURE  DEVELOPMENT  CORP,  NATICK,  MASS. 


Vendors  jockey  for 
spot  in  GOSIP  mart 

As  mandate  goes  into  effect,  vendors  scramble 
to  be  front-runners  in  soon-to-be  billion-dollar  mart. 


By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D.C.  —  When 
the  Government  Open  Systems 
Interconnection  Profile  (GOSIP) 
mandate  goes  into  effect  this 
week  for  procurement  specialists 
in  federal  agencies,  some  net¬ 
work  vendors  will  be  better  pre¬ 
pared  to  support  the  call  for  prod¬ 
ucts  than  others. 

Digital  Equipment  Corp.  and 
Hewlett-Packard  Co.  have  over¬ 
hauled  their  net  architectures  to 
fully  support  OSI  protocols,  and 
each  wields  a  full  line  of  applica¬ 
tions  to  lure  government  users 
and  grow  their  market  share. 

Other  companies,  such  as  IBM 
and  local-area  network  vendor 
Novell,  Inc.,  have  promised  to 
support  GOSIP  but  are  still  work¬ 
ing  to  bring  GOSIP-compliant  ap¬ 
plications  to  market. 

Still,  niche  companies  —  such 
as  Retix  and  Touch  Communica¬ 
tions,  Inc.,  both  specialists  in  OSI 
products  —  will  offer  a  complete 
line  of  GOSIP  products  to  fill  the 
gaps  other  vendors  leave. 

“We’re  happy  GOSIP  is  com¬ 
ing  into  force,”  said  Mikael  Jo¬ 
hansson,  HP’s  OSI  marketing 
program  manager.  “With  this 
specification,  the  whole  market 
opens  up  for  us.” 

Many  vendors  are  scurrying  to 
get  off  to  an  early  lead  in  the  mar¬ 
ket,  which  potentially  could 
reach  $1.1  billion  in  1993,  ac¬ 
cording  to  Venture  Development 
Corp.,  a  Natick,  Mass.,  research 
firm  (see  graphic). 

Under  GOSIP  Version  1,  ven¬ 
dors  must  supply  government  us¬ 
ers  with  X.-tOO  electronic  mail, 
File  Transfer,  Access  and  Man¬ 
agement  (FTAM)  software,  X.25- 
based  wide-area  networking 
products,  as  well  as  LANs  that 
support  the  IEEE  802.3,  802.4 


and  802.5  standards. 

DEC,  HP  and  Control  Data 
Corp.  are  well  equipped  for  Ver¬ 
sion  1.  DEC’S  DECnet  Phase  V 
product  family,  which  will  ship 
later  this  year,  is  a  key  part  of 
DEC’S  GOSIP  strategy.  DECnet 
Phase  V  will  let  users  continue  us¬ 
ing  DECnet  Phase  IV  while  per¬ 
mitting  communications  with 
other  OSI  systems. 

Steve  Kelly,  DEC’S  GOSIP  mar¬ 
keting  manager,  said  DECnet 
Phase  V  will  integrate  OSI  into 
DECnet  by  replacing  the  physical, 
data,  network  and  transport  lay¬ 
ers  of  Phase  IV  with  GOSIP-com¬ 
pliant  protocols. 

In  addition,  the  vendor  al- 


T  T  ith  this 

specification,  the  whole 
market  opens  up  for 
us,”  Johansson  said. 

▲  ▲A 


ready  offers  X.400  software, 
FTAM  and  support  for  a  variety  of 
LANs  specified  under  GOSIP. 

HP  offers  X.400  and  FTAM 
software,  and  it  supports  X.25 
and  LANs  specified  under  GOSIP. 
The  company  has  even  demon¬ 
strated  OSI  interoperability  with 
numerous  vendors  in  its  lab.  HP’s 
FTAM  product  has  passed  inter¬ 
operability  tests  with  products 
from  Computrol,  Inc.,  Data  Gen¬ 
eral  Corp.,  DEC,  Retix  and  Un¬ 
isys,  while  its  X.400  offering 
passed  tests  with  1 1  other  ven¬ 
dors,  including  Sun  Microsys¬ 
tems,  Inc. 

( continued  on  page  12 ) 
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Vendors  jockey  for 
spot  in  GOSIP  mart 

continued from  page  11 

Unisys  Corp.,  which  depends  on  sales  to 
the  government  for  a  large  portion  of  its 
revenue,  has  a  full  line  of  products  for  GO- 
SIP  Version  1 ,  plus  an  X.500  directory  ser¬ 
vices  software  product. 

“But  we  still  have  some  work  to  do  on 
the  Virtual  Terminal  Protocol,”  said  Phil 
Wimpenny,  program  development  manag¬ 
er  for  OSI  products  at  Unisys.  VTP  will  al¬ 
low  terminals  and  hosts  to  communicate 
with  each  other  without  one  side  knowing 
the  terminal  characteristics  handled  by  the 
other  side. 

3Com  Corp.  has  an  X.400  gateway  that 
will  ship  in  October.  3Com  is  promising  it 


will  have  FTAM,  now  in  beta  test,  for  DOS 
workstations  in  the  first  quarter  of  1991 ; 
however,  it  is  already  marketing  asynchro¬ 
nous  communications  servers  to  support 
VTP  and  End  System-Intermediate  System 
routing  products  to  satisfy  future  GOSIP 
requirements. 

IBM  and  Novell,  both  highly  successful 
with  proprietary  standards,  have  been 
slower  in  preparing  for  the  era  of  GOSIP. 

Only  last  June  did  IBM  announce  it 
would  create  products  for  GOSIP.  IBM 
made  an  FTAM  product  available  in  June, 
but  delivery  of  GOSIP-compliant  X.400 
and  X.25  products  is  not  due  until  this  De¬ 
cember.  While  IBM  says  it  offers  some 
X.400  and  other  OSI  tools,  those  products 
are  not  fully  GOSIP-compliant. 

Novell  announced  a  commitment  to 


GOSIP  in  October  1989,  but  the  company 
has  not  delivered  any  GOSIP-compliant 
products  to  date. 

While  some  vendors  may  lack  products, 
others  such  as  Retix  can  probably  supply 
the  missing  pieces.  Retix  has  a  full  line  of 
both  GOSIP  Version  1  applications  and  OSI 
migration  products,  which  allow  integra¬ 
tion  of  OSI  and  non-OSI  networks.  Retix 
also  has  available  products  satisfying  the 
virtual  terminal  and  X.500  directory  ser¬ 
vices  requirements,  which  the  National  In¬ 
stitute  of  Standards  and  Technology  will 
specify  in  future  versions  of  GOSIP. 

That’s  important  because  many  indus¬ 
try  observers  expect  that  once  federal 
agencies  begin  to  show  benefits  achieved 
by  GOSIP,  the  private  sector  will  soon 
follow.  □ 


Users  prompt  HP 
to  sign  affiliate 

continued from  page  11 
until  the  two  companies  agreed  to  the  ser¬ 
vice  arrangement.  O’Halloran,  who  is  re¬ 
sponsible  for  implementing  a  local-area 
network  for  the  45,000-student  school  dis¬ 
trict,  said  he  values  the  NetAssure  pro¬ 
gram,  particularly  because  the  school  sys¬ 
tem  has  a  limited  staff. 

The  San  Juan  School  District,  already  an 
HP  customer  with  the  company’s  StarLAN 
1 0  product  and  two  HP  minicomputers  in¬ 
stalled  in  the  district’s  central  office,  de¬ 
cided  last  year  to  purchase  ACC  bridge 
products.  The  district  eventually  will  need 
bridges  to  connect  its  various  HP  LANs. 

ACC  products  offered  “the  most  cost- 
effective  solution,”  said  O’Halloran.  How¬ 
ever,  he  did  not  want  to  buy  the  products 
until  he  knew  HP  would  support  them. 
“It’s  a  must  to  have  cooperation  between 
vendors,”  he  said. 

“Until  HP  and  ACC  had  come  to  an 
agreement,  we  weren’t  going  to  purchase 
this  product,”  said  O’Halloran. 

The  two  vendors  reached  a  verbal 
agreement  on  the  matter,  and  O’Halloran 
went  ahead  with  the  school  district’s  pur¬ 
chase  earlier  this  year. 

ACC  is  also  in  the  early  stages  of  dis¬ 
cussing  a  similar  agreement  with  Digital 
Equipment  Corp. 

For  a  smaller  company  like  ACC,  such 
agreements  can  mean  a  great  deal.  “It’s 
going  to  open  up  opportunities  for  us 
now,”  said  an  ACC  spokeswoman,  adding 
that  a  number  of  contracts  could  already 
be  traced  to  the  HP  agreement. 

“It  means  a  lot  to  the  customer  that  the 
link  between  their  networks  —  an  ACC 
product  —  has  the  blessing  of  the  network 
vendor,”  she  said.  □ 


Industry  Briefs 

continued  from  page  11 

member  work  force,  the  cost-cutting  plan 
may  be  a  sign  that  Lotus’  management  is 
concerned  about  the  company’s  outlook, 
observers  said. 

Lotus’  hiring  freeze  will  allow  for  a  few 
exceptions,  but  those  hirings  must  be 
approved  at  the  senior  vice-president  lev¬ 
el.  Among  the  areas  that  Lotus  will  add 
employees  is  in  sales  and  support  of  its 
Notes  local-area  network-based  group- 
ware  product  and  consulting. 

MCI  Communications  Corp.  last 
week  announced  the  opening  of  its  new, 
multimillion-dollar,  worldwide  engineer¬ 
ing  headquarters  in  Richardson,  Texas. 

The  facility  will  house  employees  re¬ 
sponsible  for  the  engineering,  design  and 
construction  of  MCI’s  worldwide  telecom¬ 
munications  network. 

These  functions  previously  had  been 
split  between  MCI’s  older  Richardson  facil¬ 
ities  and  its  current  Washington,  D.C.  facil¬ 
ities. 

The  consolidation  of  these  functions  in 
new  engineering  headquarters  in  Richard¬ 
son  has  resulted  in  a  transfer  of  more  than 
800  jobs,  mostly  engineering  positions. 
About  600  MCI  employees  have  already  re¬ 
located  or  will  soon  move  to  the  new  facili¬ 
ty.  By  year  end,  the  Richardson  facility  will 
house  about  1 ,600  workers. 

Ike  move  is  expected  to  result  in  better 
operating  efficiencies,  said  Richard  Lieb- 
haber,  MCI  executive  vice-president. 

MCI  first  moved  to  Richardson  in 
1978.  □ 


ANNOUNCING . . . 


The  first  major 
international 
telecommunications 
event  in  Korea 


On  December  5-8,  1990, 
Seoul  will  host  Communi¬ 
cation  Networks/Korea 
with  over  100  U.S.,  Euro¬ 
pean  and  Asian  suppliers 
of  voice,  data  and  tele¬ 
communications  equip¬ 
ment  and  services  plan¬ 
ning  to  exhibit. 


COMMUNICATION  NETWORKS 


DECEMBER  5-8,1990  •  KOEX-  SEOUL 


Modelled  after  the  successful  Communication  Net¬ 
works,  now  in  its  13th  year  in  the  U.S.,  Communica¬ 
tion  Networks/Korea  will  be  the  key  event  for  the 
emerging  Korean  telecommunications  market. 

The  exposition  will  focus  on: 

•  business  communications 

•  data  transmission  equipment 

•  facsimile 

•  teleconferencing 

•  mobile  communications  systems 

•  broadcasting  equipment 

•  telephone  systems 

•  PABX  systems 

•  switching  systems 

•  satellite  communications 

•  security/surveillance  systems 

•  optical  fibre  cable  and  technology 


Communication  Net¬ 
works/Korea  will  feature 
government  sponsored 
pavillions  from  the  U.S. 
and  selected  member 
countries  of  the  EEC. 
Leading  telecom  manu¬ 
facturers  and  service 
companies  from  around  the  world  will  be  showcasing 
the  latest  products  and  technology.  Participating  com¬ 
panies  include:  AT&T  •  Dupont  •  Hewlett-Packard  • 
IBM  •  Motorola  •  Northern  Telecom  •  Thomson  and 
Wang.  Plus,  key  players  from  the  domestic  Korean 
marketplace  will  participate. 

Communication  Networks/Korea  is  organized  by  World 
Expo  Corporation  producers  of  Communication  Net¬ 
works  in  the  U.S.,  MACWORLD  Expo  and  CD-ROM 
Expo.  World  Expo  Corp.,  is  a  team  of  professionals 
skilled  in  the  production  of  conferences,  seminars  and 
trade  shows  for  the  information  industry  worldwide. 

If  you  would  like  information  on  exhibiting  or  attend¬ 
ing  Communication  Networks/Korea  please  complete 
then  return  the  coupon  below  to  Dorothy  Ferriter. 

FAX  TO:  (508)  875-1573. 

MAIL  TO:  CN/Korea,  111  Speen  St.,  Box  9107, 
Framingham,  MA  01701. 
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Please  send  me  details  on  Communication  Networks/Korea. 
I  am  interested  in:  □  exhibiting  □  attending 


1 


Name 


Title 


Company . 


Street 


State/Province 


Zip/Postal  Code_ 


City/Town _ 

Country  _ 

World  Expo  Corporation  is  an  International  Data  Group  company  —  the  world’s  leader  in  information  services  on  information  technology. 


Telephone 


Fax 


NWW 


w  | 


See  The  FAXNeT  Form  on  Page  #14 


NETWORK  WORLD  •  AUGUST  13,  1990 

12 


TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


Carrier  revenues  from 
900  services  are 
expected  to  rise  from 
$749  million  in  1990  to 
$970  million  in  1991  and 
to  $1 .425  billion  by 
1992,  according  to  a 
recently  released  report 
from  Strategic 
TeleMedia,  a 
consultancy  in  New 
York. 


arrier 

Watch 


Carrier  discount  plans 

Range  of  discounts  available  for  covered  services 


AT&T 

Multi-Location  Calling  Plan 
Revenue  Volume  Pricing  Plan 
Customer-Specific  Term  Plan 
Commercial  Affiliation  Program 
Multi-Service  Volume  Pricing  Plan 
Software-Defined  Network 
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MCI 

Corporate  Account  Service 
Corporate  Account  Service  Plus 
Value  Insurance  Plan 
800  Multi-Option  Discount  Plan 
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Discount  pricing  plans  help 
users  trim  long-haul  bills 

Can  combine  usage  from  multiple  net  services. 

By  Bob  Wallace 

Senior  Editor 


Bell  Atlantic  Corp.’s  The 
Chesapeake  and  Potomac 
(C&P)  Telephone  Co.  filed  a 
plan  at  the  District  of  Colum¬ 
bia  Public  Service  Commission 
(PSC)  to  offer  call  blocking 
for  its  caller  identification  ser¬ 
vice. 

The  PSC  recently  approved 
C&P  Telephone’s  caller  ID 
service  but  ordered  the  carrier 
to  make  call  blocking  avail¬ 
able  before  allowing  imple¬ 
mentation.  The  solution  pro¬ 
vided  by  C&P  Telephone 
requires  users  to  call  the  oper¬ 
ator  and  request  a  “privacy 
call.”  The  receiving  party’s 
caller  ID  capability  is  techni¬ 
cally  inoperative  when  a  call  is 
routed  through  an  operator. 
C&P  Telephone  said  it  wants 
to  charge  45  cents  for  each 
privacy  call. 

A  spokesman  said  the  oper¬ 
ator  will  keep  a  log  of  all  priva¬ 
cy  calls  to  discourage  use  of 
call  blocking  by  obscene 
phone  callers  or  others  who 
might  not  want  their  identity 
revealed  through  caller  ID. 

The  PSC  has  10  days  to  re¬ 
spond  to  the  call-blocking  pro¬ 
posal. 

US  Sprint  Communica¬ 
tions  Co.  last  week  said  it 
has  upgraded  its  three  North¬ 
ern  Telecom,  Inc.  DMS-300 
switches  to  DMS-300  Super- 
Nodes,  a  move  that  boosts  call 
processing  power  by  45%.  The 
carrier  replaced  a  Northern 
Telecom  1 6-bit  NT40  CPU 
with  a  32-bit  processor  in  its 
international  gateway  switch¬ 
es  in  Honolulu,  New  York  and 
Stockton,  Calif.  □ 
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Discount  pricing  plans  offered 
by  the  top  three  long-haul  carri¬ 
ers  can  provide  hefty  savings  for 
users  willing  to  pay  monthly  sub¬ 
scription  fees  or  other  charges, 
or  commit  to  minimum  usage  re¬ 
quirements. 

Carriers  have  designed  the 
plans  to  allow  customers  to  com¬ 
bine  usage  from  multiple  services 
to  qualify  for  discounts  they 
would  not  be  able  to  achieve  indi¬ 
vidually  on  each  service. 

Daniel  Briere,  president  of 
TeleChoice,  Inc. ,  a  consultancy  in 
Manchester,  Conn.,  said  users 
should  check  all  carriers’  term 
plans  as  part  of  their  request-for- 
proposal  process. 

“Users  should  not  assume  that 
carrier  sales  reps  are  familiar 
with  all  available  plans,”  Briere 
said.  “It’s  the  user’s  responsibil¬ 
ity  to  research  the  plans.” 

AT&T  became  the  first  to  offer 
multilocation  discount  plans 
when  it  introduced  in  1988 
its  Multi-Location  Calling  Plan 
(MLCP)  for  outbound  sendees 
and  Revenue  Volume  Pricing  Plan 
(RVPP)  for  inbound  calling  ser¬ 
vices. 

Under  MLCP,  AT&T  provides 
discounts  of  up  to  21%  off  total 
monthly  interoffice  billing  for 
Megacom,  Pro  WATS  and  AT&T 
WATS  sendees  (see  chart).  Users 
pay  a  $10  plan  installation  fee 
and  a  monthly  subscription  fee 
based  on  the  number  of  locations. 


RVPP  provides  discounts  of  up 
to  6%  off  monthly  usage  accrued 
from  AT&T  800,  Megacom  800, 
Readyline,  MultiQuest  and  Dial-It 
900  services.  Users  pay  a  $1,500 
installation  fee  for  the  plan.  RVPP 
does  not  carry  a  minimum  usage 
commitment  or  a  minimum  term 
length. 

AT&T,  like  its  competitors,  is 
trying  to  increase  the  number  of 
plans  it  offers.  The  carrier  was 
unsuccessful  in  its  June  1990  bid 
to  establish  a  combined  Software- 
Defined  Network  (SDN)  and  800 
service  volume  discount  plan. 

The  Federal  Communications 
Commission  rejected  the  AT&T 
SDN-800  proposal  because  it  cov¬ 
ered  services  that  are  broken  into 
two  separate  rate  baskets  under 
price  cap  regulations.  The  carrier 
and  several  large  corporate  users 
have  asked  the  FCC  to  reverse  its 
decision. 

Rival  carriers,  including  MCI 
Communications  Corp.  and  US 
Sprint  Communications  Co.,  of¬ 
fer  multisite  volume  discount 
plans  as  well. 

MCI’s  Corporate  Account  Ser¬ 
vice  Plus  Option  A  plan  offers  us¬ 
ers  a  supplemental  discount  for 
each  sendee.  The  plan  covers  MCI 
Execunet,  MCI  Card,  Prism  I, 
Prism  II,  Prism  III  and  Prism  Plus, 
and  MCI  WATS  services.  Users 
pay  a  $1,500  monthly  subscrip¬ 
tion  fee.  The  plan  carries  a  mini¬ 
mum  one-year  term  but  no  mini¬ 
mum  usage  commitment. 

( continued  on  page  14 ) 


FCC  trying  to  put 
ONA  together  again 

Starts  proceedings  to  reinstate  some  Computer 
III  rule  changes  overturned  by  California  court. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  The 
Federal  Communications  Com¬ 
mission  last  week  took  the  first 
major  step  toward  putting  its 
Open  Network  Architecture 
(ONA)  plan  back  on  track  after 
an  appeals  court  decision  in  June 
derailed  the  agency’s  Third  Com¬ 
puter  Inquiry  ruling. 

The  agency  opened  a  formal 
rule-making  proceeding  in  the 
hopes  that  it  can  reinstitute  some 
of  the  rule  changes  invalidated  by 
a  federal  district  court  in  San 
Francisco  that  overturned  the 
FCC’s  1986  Computer  III  deci¬ 
sion  (“Court  strikes  down  Com¬ 
puter  III  edict,”  NW,  June  11). 
That  decision  established  ONA 
and  set  forth  other  rules  AT&T 
and  the  regional  Bell  holding 
companies  would  have  to  follow 
if  they  wanted  to  move  enhanced 
service  offerings  out  of  separate 
business  units  and  into  their  tele¬ 
phone  operations. 

FCC  officials  have  said  they  be¬ 
lieve  the  court’s  ruling  was  more 


an  indictment  of  the  procedures 
the  agency  used  in  establishing 
Computer  III  rather  than  of  the 
plan  itself.  The  court  said  the  FCC 
had  failed  to  compile  enough  in¬ 
formation  to  justify  eliminating 
the  separate  subsidiary  require¬ 
ment  for  the  RBHCs.  It  also  said 
the  FCC  had  overstepped  its 
bounds  by  attempting  to  regulate 
intrastate  enhanced  services. 

So  last  week,  the  FCC  tackled 
two  significant  Computer  III 
rules  it  feels  were  not  directly 
challenged  by  the  court.  The  FCC 
proposed  reinstating  rules  re¬ 
quiring  AT&T  and  the  RBHCs  to 
move  ahead  with  their  ONA 
plans,  which  detail  how  they  will 
open  their  networks  and  unbun¬ 
dle  services  for  rival  enhanced 
services  providers. 

The  agency  also  proposed  al¬ 
lowing  AT&T  to  offer  enhanced 
services  permanently  through  its 
telephone  unit.  The  FCC  has  al¬ 
ready  granted  a  temporary  waiv¬ 
er  to  AT&T  that  lets  it  offer  exist¬ 
ing  and  new  enhanced  services 
( continued  on  page  14 ) 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

Another  Tariff  15  suspension.  Following  a  now 
well-established  pattern,  the  Federal  Communications  Commis¬ 
sion  last  week  suspended  another  AT&T  Tariff  1 5  deal  for  five 
months  to  investigate  its  lawfulness.  The  deal  would  have  given 
three  users  —  East  Ohio  Gas  Co.,  Overseas  Military  Sales  Group 
and  Swift  Global  Communications,  Inc.  —  each  a  $7,500  credit 
for  ordering  new  or  additional  Megacom  service  under  a  three- 
year  term.  The  offer  was  scheduled  to  take  effect  June  23. 

AT&T  told  the  FCC  it  needed  to  offer  the  credit  to  keep  from 
losing  the  three  customers  to  rival  carriers.  AT&T  claims  US 
Sprint  Communications  Co.  offered  Swift  Global  Communica¬ 
tions  and  Overseas  Military  Sales  Group  a  onetime  credit  of 
$7,500  for  purchasing  its  UltraWATS  service.  AT&T  also  claims 
MCI  Communications  Corp.  offered  East  Ohio  Gas  a  $7,500 
credit  for  ordering  its  Prism  I  service.  The  FCC  previously  has 
suspended  three  other  Tariff  15  deals  for  CBS,  Inc.,  La  Quinta 
Motor  Inns,  Inc.  and  Resorts  Condominium  International,  Inc. 
(RCI).  RCI’s  deal  was  allowed  to  take  effect  at  the  end  of  the 
five-month  suspension,  but  the  FCC  did  not  rule  on  its  legality. 
The  other  two  deals  are  still  under  suspension.  FCC  officials  are 
apparently  trying  to  stall  a  final  decision  on  the  question  of 
customer-specific  discounts  pending  completion  of  a  larger 
proceeding  examining  AT&T’s  status  as  a  dominant  carrier. 

In  another  blow  to  its  Tariff  1 5  plans  last  week,  the  FCC  told 
AT&T  it  needs  more  time  to  examine  credits  AT&T  is  planning 
to  offer  to  RCI  for  a  five-month  delay  in  having  its  deal 
approved.  Although  the  firm  is  now  getting  its  promised 
discounts  —  10%  off  outbound  Software-Defined  Network 
(SDN)  and  8%  off  inbound  remote-access  SDN  —  AT&T  said  it 
needs  to  compensate  the  customer  for  the  regulatory  delay.  □ 
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TELECOMMUNICATIONS 


FCC  trying  to  put  ONA  together  again 


Discount  pricing 
plans  help  users 

continued  from  page  13 

US  Sprint’s  Network  WATS  plan  offers  a 
flat  15%  discount  off  monthly  usage  ac¬ 
crued  from  its  Dial  1  WATS,  UltraWATS, 
FONcard,  FONcard  Line  800  and  and  Ul- 
tra800  services.  Users  pay  a  $1,000 
monthly  subscription  fee  that  covers  out¬ 
bound  services  and  a  $250  monthly  fee  for 
inbound  calling  services. 

AT&T  also  offers  a  multisite  discount 
plan  covering  digital  transmission. 

AT&T’s  Multi-Service  Volume  Pricing 
Plan  (MSVTP)  offers  discounts  of  up  to 
56%on  AccunetT1.5  andAccunetT45  ser¬ 
vices,  as  well  as  on  Dataphone  Digital  Ser¬ 
vice  and  Accunet  Spectrum  of  Digital  Ser¬ 


vices.  AT&T  set  six  monthly  revenue 
commitment  levels  ranging  from  $25,000 
to  $  1  million,  with  contract  lengths  of  one 
to  five  years. 

The  revenue  commitment  level  is  based 
on  total  monthly  interoffice  billing  for  all 
of  the  digital  services. 

MCI’s  Network  Pricing  Plan  offers  dis¬ 
counts  of  3%  to  56%  on  all  of  its  private¬ 
line  sendees.  Revenue  commitment  levels 
range  from  $10,000  to  $750,000,  with 
contract  lengths  of  one  to  five  years. 

“MCI’s  plan  holds  a  big  advantage  here 
because  it  covers  analog  private-line  ser¬ 
vices,”  Briere  said.  “AT&T’s  MSVPP  only 
covers  digital  private-line  services.” 

US  Sprint  said  it  does  not  yet  have  a 
combined  term  plan  for  its  T-l  and  frac¬ 
tional  T-l  digital  transmission  services.  □ 


continued  from  page  13 

through  its  telephone  unit. 

In  granting  that  waiver,  the  FCC  said 
AT&T  operates  in  a  more  competitive  envi¬ 
ronment  and  has  been  subject  to  less  strin¬ 
gent  requirements  in  the  Computer  III 
rules.  Additionally,  the  agency  said  last 
week  that  the  appeals  court  did  not  specifi¬ 
cally  address  AT&T’s  provision  of  en¬ 
hanced  services  in  its  ruling. 

However,  the  agency  put  on  hold  the 
main  question  raised  by  the  court’s  ruling 
—  w'hether  the  RBHCs  will  be  able  to  offer 
enhanced  services  through  their  telephone 
units  instead  of  through  separate  subsid¬ 
iaries.  The  FCC  said  it  would  open  another 
proceeding  to  deal  exclusively  with  this  is¬ 


sue,  since  it  was  at  the  heart  of  the  court’s 
reversal  of  Computer  III. 

In  the  interim,  the  FCC  has  given  the 
RBHCs  permission  to  continue  offering  ex¬ 
isting  enhanced  services  through  their 
telephone  units,  although  new  services 
may  not  be  offered  through  the  telephone 
companies. 

“We  tentatively  conclude  that  we 
should  require  the  [RBHCs]  to  implement 
ONA  independently  of  whether  we  ulti¬ 
mately  conclude  that  we  should  permit  the 
[RBHCs]  to  provide  enhanced  services  on 
an  integrated  basis,”  the  FCC  stated  in  a 
notice  last  week. 

Requiring  the  RBHCs  to  continue  with 
their  ONA  plans  will  benefit  customers  by 
ensuring  that  the  widest  number  of  en¬ 
hanced  service  providers  can  bring  their 
offerings  to  market,  the  FCC  said.  Without 
ONA  rules,  regulators  fear  the  RBHCs 
might  give  competitors  inferior  connec¬ 
tions  to  the  network  or  subsidize  enhanced 
services  with  revenue  from  other  services. 

“The  commission  has  developed  ONA 
in  a  meticulous  fashion  over  the  past  five 


JL  he  commission  has 
developed  ONA  in  a  meticulous 
fashion  over  the  past  five  years. 

It  would  not  be  in  the  public 
interest  to  delay  the  benefits  of 
ONA  to  the  consumer.” 

▲  ▲▲ 


years  based  on  a  substantial  record.  It 
would  not  be  in  the  public  interest  to  sig¬ 
nificantly  delay  the  benefits  of  ONA  to  the 
American  consumer,”  the  FCC  said. 

RBHC  officials  were  divided  on  the 
FCC’s  proposals. 

A  spokesman  for  BellSouth  Corp.  said 
the  company  is  pleased  that  the  FCC  is 
moving  to  sort  out  questions  raised  by  the 
appeals  court’s  ruling.  “The  public  de¬ 
serves  a  quick  end  to  the  uncertainty  that 
now  exists,”  he  said. 

However,  he  added,  BellSouth  is  con¬ 
cerned  that  the  FCC  is  asking  them  to  move 
ahead  with  ONA  plans  without  any  assur¬ 
ance  that  they  will  be  able  to  continue  of¬ 
fering  enhanced  services  through  their 
telephone  units.  Only  by  allowing  the 
RBHCs  to  take  advantage  of  network  effi¬ 
ciencies  by  wrapping  enhanced  services 
into  their  telephone  units  can  the  FCC  en¬ 
sure  that  users  have  the  maximum  number 
of  services  available,  he  said. 

Officials  of  Nynex  Corp.  said  the  com¬ 
pany  was  neither  surprised  nor  unhappy 
with  the  FCC’s  proposals.  “We  have  af¬ 
firmed  our  commitment  to  opening  up  the 
network  .  .  .  regardless  of  the  outcome  [of 
the  FCC’s  proceeding],”  said  Kathie  Ahern, 
managing  director  of  docket/issue  man¬ 
agement  for  federal  regulation. 

“Making  it  easier  for  enhanced  service 
providers  to  connect  to  our  network  is  ulti¬ 
mately  going  to  stimulate  usage  on  the  net¬ 
work,”  Ahern  said.  Nynex  said  it  supports 
theTCC’s  efforts  and  believes  it  will  be  able 
to  collect  enough  evidence  to  proceed  with 
the  proposed  rules,  she  said. 

The  agency  opened  a  30-day  period  for 
comments  on  the  rule  making.  □ 
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ROCKWELL 


TOTALTRANSACTION™ 

Call  processing 


Rockwell  International’s  industry-standard  Galaxy  ®  ACDs  are  now  avail¬ 
able  with  IQueue™  —  a  revolutionary  new  capability  that  allows  your  company 
to  better  manage  customer  expectations,  deliver  higher  levels  of  customer  ser¬ 
vice,  and  enjoy  lower  telephone  toll  charges. 

IQueue  keeps  callers  informed 
with  intelligent  announcements. 

Before  noty  callers  who  reached  an  Automatic 
Call  Distributor  heard,  “Please  wait  for  the  next  avail¬ 
able  representative.”  The  problem  was,  many  of  them 
didn’t  wait,  because  they  had  no  way  of  knowing  how 
much  time  it  would  take  the  ACD  to  connect  their  call. 

But  no  more.  Because  now  IQueue  provides  call¬ 
ers  with  Intelligent  Announcements.  Instead  of  waiting 
in  limbo  for  an  unspecified  period  of  time,  your  callers 
will  hear,  “Please  hold,  a  representative  will  be  with 
you  in  two  minutes.” 

The  announced  time  is  based  on  an  analysis  of  real-time  call  statistics. 
Since  callers  know  what  to  expect,  companies  can  expect  a  lower  rate  of  lost 
calls  and  an  increased  chance  of  meeting  their  customers’  specific  needs. 

©1990  Rockwell  International 
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It  lets  you  hold  on  to  customers. 
Not  Keep  customers  holding." 


Call  1-800-722-5959 


IQueue  will  help  callers  save  time, 
while  saving  on  toll  charges. 

IQueue  is  an  advanced  set  of  application  packages,  including  Intelligent 
Announcements,  Intelligent  Routing,  and  ACD  Mail™. 

In  the  future,  Automessage  Delivery™  will  be  added. 

With  this  capability  a  caller  can  choose  between  hold¬ 
ing  for  a  specified  time  or  receiving  a  return  call  in  a 
similar  period.  The  message  left  by  the  caller  holds  his 
or  her  place  in  queue,  so  the  return  call  is  automatic  — 
and  fast.  Callers  get  convenience;  companies  save  the 
toll  charges  incurred  by  holding  time. 

Make  the  intelligent  choice  with 
a  free  demonstration. 

Discover  how  to  better  meet  your  customers’  expec¬ 
tations.  Call  us  today  at  1-800-722-5959  to  arrange  a  free 
demonstration,  or  write:  Rockwell  International,  1431  Opus 
Place,  Downers  Grove,  Illinois  60515.  We’ll  explain  why  it’s  time  for  IQueue. 


Rockwell  International 


. . . where  sciencegetsdowntobusiness 


See  The  FAXNeT  Form  on  Page  #14 

Total  Transaction  Call  Processing,  Galaxy,  IQueue,  ACD  Mail  and  Automessage  Delivery  are  trademarks,  and  It  lets  you  hold  onto  customers  Not  keep  customers  holding,  is  a  service  mark  of  Rockwell  International. 


When  Excellence 
Is  Achieved. . . 

It  Should  Be  Recognized 

THE  1990  ENNE  AWARDS  PRESENTATION  AND  BANQUET 

Monday,  September  10, 1990  During  NetWorld  in  Dallas. 


Excellence  in  Enterprise  Networking  will  be 
saluted  again  this  year  at  the  Second 
Annual  ENNE  Awards  Presentation  and 
Banquet.  It’s  the  time  and  place  for  this 
industry  to  recognize  its  most  outstanding 
enterprise  network  designers,  managers 
and  users  with  the  ultimate  symbol  of 
achievement!  The  ENNE. 

Nominees  for  this  year’s  ENNEs  include 
networks  of  some  of  the  largest  and  most 
innovative  corporate,  scholastic  and 
government  organizations  of  America. 
Each  has  presented  to  our  judging  panel  an 
innovative  example  of  how  enterprise 
networking  ingenuity  can  change  the  way 
we  work  -  the  way  business  gets  done.  Five 
will  win  ENNEs. 

Reserve  Your  Tickets  Today! 

The  ENNE  Awards  Banquet  begins  at  6:30 
P.M.,  Monday,  September  10,  1990,  at 
the  Hyatt  Regency/  Reunion  in  Dallas. 
Tickets  are  limited.  For  more  information, 
please  call  (212)  983-4965. 


1990  ENNE  JUDGES:  Curtis  Abraham,  System  One  Corp.;  Roger  Bender,  Citibank;  Todd  Booth, 
Quotron;  Dean  Crutchfield,  Welchem,  Inc.;  Cheryl  Currid,  Coca-Cola  Foods;  Frank  Dzubeck, 
Communications  Network  Architects,  Inc.;  Howard  Frank,  Network  Management,  Inc.;  Mark  Freund, 
Interconnect  Network;  Theodore  Klein,  Boston  Systems  Group;  Steve  Papermaster,  Business  Systems 
Group,  Inc.;  Norm  Sefton,  Duke  University;  Mohsen  Shahpar,  Andersen  Consulting;  Dan  Spiner,  Glasgal 
Communications,  Inc.;  Harvey  Summer,  Consultant;  Richard  Villars,  International  Data  Corp. 

™eEnne  Awards 

Honoring  The  Best  Of  The  Best. 

THE  ENNE  AWARDS  PROGRAM  •  305  Madison  Avenue,  Suite  1424,  New  York,  New  York  10165 


Before  you  decide 
which  digital  service 
to  go  with,  there’s  something 
you  should  know 
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OnlyAKST  gives  you 
more  ways  to  keep  your  T1.5  network 

out  of  trouble. 


‘Now  in  controlled  introduction. 


When  you  choose  AT&T  as  your  pro¬ 
vider,  you  get  the  widest  safety  net  a  T1.5 
customer  can  have.  The  ACCUNET  T1.5 
monitoring  and  maintenance  system  is 
so  advanced, we  can  offer  you  the  highest 
performance  standards  of  any  leading 
vendor. 

Along  with  reliability  you  also  get 
unmatched  innovation.  Our  bandwidth 
management  services  let  you  reconfigure 
your  T1.5  and  ACCUNET  Spectrum  of 
Digital  Services  networks  to  reroute  around 
trouble  in  less  than  five  minutes’  time. 

For  the  ultimate  in  hands-on  man¬ 
agement,  there’s  the  ACCUNET  Informa¬ 
tion  Manager*  an  end-to-end  monitoring 
system  that  gives  you  a  detailed  overview 
of  your  entire  network. 

ACCUNET  T45  offers  the  same 
exceptional  reliability  to  businesses 
with  ultrahigh  volume  needs. 


OnlyXI&T  gives  private  line  users 
so  many  capacity  and  bandwidth  options 
to  so  many  locations. 


Besides  offering  more  digital  voice 
and  data  locations  than  any  of  our  com¬ 
petitors,  we  also  give  you  a  choice  of  any 
number  of  single  channels  at  either  9.6, 56 
or  64  kbps  or  Intermediate  Bit  Rates  of  128, 
256, 384, 512  or 768  kbps.  Not  to  mention 
a  wealth  of  features,  including  Subrate  Data 
Multiplexing,  Multipoint  Capability  and 
Route  Diversity 

To  get  exactly  the  locations  and 
capacity  you  want  with  your  choice 
of  either  digital  or  analog  access,  ASDS 
is  definitely  the  way  to  go. 
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Witll  AESTACCUNET 
Reserved  Digital  Service, 
you  can  extend  your  private  network 
whenever  you  need  to. 

You  can  have  your  own  private  net¬ 
work,  anytime  and  anywhere  you  want  it. 

All  you  need  is  private  line  access  to  our 
reserved  digital  service.  And  no\y  you  can 
even  buy  Intermediate  Bit  Rates  of  384  and 
768  kbps.  Perfect  for  spur-of-the-moment 
video  needs,  bulk  data  transfer  and  disas¬ 
ter  recovery  ARDS  can  also  give  you 
expanded  capabilities  for  managing  and 
reconfiguring  your  network. 


OnlyAIST 

Switched  Digital  Services  lets  you 
transmit  data  on-demand 
to  almost  anywhere. 


As  the  only  public  switched  digital 
network  available  today  AT&T’s 
ACCUNET  SDS  lets  you  do  things  on  a 
dial-up  basis  you  never  could  before. 

Like  bulk  data  transfer,  video  confer¬ 
encing,  image  retrieval,  Group  IV  Fax  and 
CAD/CAM  transmission  to  over  500  loca¬ 
tions  around  the  world. 


Our  big  news  on  SDS  is  that  in  addi¬ 


tion  to  transmission  at  56  and  64  kbps, 
we  now  have  ACCUNET  Switched  384 
Digital  Service.  For  applications  where 
wider  bandwidth  really  counts, 

ACCUNET  SW384  gives  you  the  capability 
to  transmit  data  (including  video,  bulk 
data  and  CAD/CAM  files)  six  times  faster 
than  any  comparable  service. 


AI&T  ACCUNET  Family  of  Digital  Services 
is  now  available  at  easy-to-reach  prices. 


If  you’d  like  to  go  the  ACCUNET 
route  but  you’re  under  the  impres¬ 
sion  that  our  prices  are  out  of  range, 
consider  this: 

•  Over  the  past  18  months, 
ACCUNET  T1.5  prices  have  dropped 
from  30%  to  60%.  Our  term  plan,  for 
instance,  offers  31%  off  our  monthly 
charges  to  any  T1.5  customer  who 
commits  to  five  years  of  service. 


Services  prices  by  36%  to74%. 

•  Customers  using  more  than  one 
of  our  dedicated  services  can  take 
advantage  of  even  more  savings 
through  our  Multi  Service  Volume 
Pricing  Plan. 

The  bottom  line  is  there’s  really 
no  reason  not  to  go  with  the  carrier 
that  covers  digital  territory  like 
no  one  else. 


•  As  an  ASDS  customer,  you  only  pay 
for  the  bandwidth  you  need. With  the 
ASDS  multiple  channel  option,  the 
more  capacity  you  use  between  loca¬ 
tions,  the  less  you  pay  per  channel. 

•  Due  to  a  simplified  rate  structure 
and  new  added  volume  discounts, 


ACCUNET  Family  of  Digital  Services. 
Another  AIM' advantage. 

For  more  information  on 
AT&T  digital  services  and  products, 
call  your  AT&T  Account  Executive  or 

1 800  247-1212, 

Ext.  352. 


our  ACCUNET  Reserved  Digital 
Service  is  now  more  affordable 
than  ever. 

•  Since  1989,  we’ve  lowered  our 
.  ACCUNET  Switched  Digital 


H^AT&T 

. - The  right  choice. 


DATA  COMMUNICATIONS 

PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


Worth  Noting 


“T. 


here  is  a  lot 
more  growth  in  data- 
only  applications  than 
there  is  in  voice/data 
applications  or  even 
voice  applications.” 

Tim  Zerbiec 

Vice-president  of  technology 
Vertical  Systems  Group 
Dedham,  Mass. 
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Packets 

Infonet  Services  Corp. 

last  week  said  it  will  use  Sie¬ 
mens  Communications 
Systems,  Inc.’s  EWSP  line  of 
X.25  packet  switches  in  its  re¬ 
cently  announced  Virtual  Pri¬ 
vate  Data  Network  (VPDN) 
and  its  Enterprise-Defined 
Network  Services  (EDNS). 

Infonet  will  install  Sie¬ 
mens’  EWSP  products  in  its 
backbone  network  to  support 
packet  switching  for  both  its 
public  data  network  and  its 
VPDN.  In  addition,  Siemens 
will  allow  Infonet  to  resell 
EWSP  packet  switches  to  users 
as  one  of  many  services  bun¬ 
dled  under  Infonet’s  EDNS. 

Residing  at  user  locations, 
those  switches  will  link  users 
into  Infonet’s  worldwide  back¬ 
bone  packet  network.  Info¬ 
net’s  EDNS  also  consists  of 
such  things  as  network  con¬ 
sulting,  network  design  and 
facilities  management  ser¬ 
vices  that  help  users  build  pri¬ 
vate  networks  consisting  of 
leased  and  public  facilities  for 
voice  and  data  transmission. 

Microcom,  Inc.  is  expect¬ 
ed  to  announce  today  its  first 
CCITT  V.42-  and  V.42bis-com- 
pliant  modem  in  the  U.S. 

First  introduced  overseas 
earlier  this  year,  the  QX/ 
4232hs  modem  also  supports 
CCITT’s  V.32  standard  for 
transmission  of  asynchronous 
data  in  full  duplex  over  dial-up 
lines  at  up  to  9-6K  bit/ 
sec.  The  QX/4232hs  is  the 
first  modem  to  support  Micro- 
corn’s  new  Auto-Logon  fea¬ 
ture,  which  automates  the  pro¬ 
cedure  for  logging  onto  a 
remote  host. 

Support  for  V.42  enables 
(continued  on  page  18) 


Amex  videoconferencing 
net  helps  bolster  meetings 

Net  lets  more  employees  attend  conferences. 


Florida  crime/data  packet  network 


|  The  central  crime  data  base  ■ 
1 —  Nixdorf  Computer  Corp  3550 
minicomputer 

□  Nixdorf  3550  minicomputer 

Q  Nixdorf  31 50  microcomputer 

[□j  Amnet,  Inc.’s 
CZJ  X.25  packet  switch 


Network  users  in  8th  circuit  counties  access  crime 
data  at  central  data  base  in  Alachua  county  over  an 
X.25  packet  network  via  9.6K  bit/sec  leased  lines. 


GRAPHIC  BY  SUSAN  J.  CHAMPENY 


SOURCE:  ALACHUA  COUNTY  CLERK'S  OFFICE 


Fla.  net  takes  tedium 
out  of  due  process 

Packet-switched  net  enables  state’s  8th  circuit 
to  automate  scheduling,  share  data,  cut  costs. 


By  Bob  Brown 

Senior  Editor 

GAINESVILLE,  Fla.  —  The  six 
counties  of  Florida’s  8th  Judicial 
Circuit  have  banded  together  to 
build  a  shared  packet-switched 
network  that  enables  clerks  to 
automate  case  scheduling  and  al¬ 
lows  other  users  to  share  crime- 
related  data. 

Officials  expect  the  X.25  pack¬ 
et-switch  network  will  enable 
them  to  save  at  least  $650,000  a 
year  on  data  processing  costs, 
eliminate  the  need  for  staff  to 
manually  write  up  crime-related 
reports  and  obviate  the  need  for 
clerks  to  arrange  for  report  deliv¬ 
ery. 

The  8th  Circuit’s  Criminal  Jus¬ 
tice  Information  System  (CJIS) 
network  gives  judges,  court 
clerks,  sheriffs,  state  attorneys 
and  public  defenders  fast  access 
to  a  centralized  data  base  of 
crime-related  statistics  and  on¬ 
line  reports  located  here. 

Managing  case  data  has  be¬ 
come  increasingly  unwieldy  as 
the  number  of  crimes  in  Florida 
has  risen,  burdening  an  already 
stressed  criminal  justice  system, 
said  Curtis  Powers,  Alachua 
County  circuit  court  clerk. 

CJIS  is  used  to  docket  and 
schedule  every  felony  and  misde¬ 
meanor  case  in  the  circuit,  as  well 
as  to  generate  arrest,  bail,  sen¬ 
tencing  and  case  management  re¬ 
ports,  Powers  said. 

This  procedure  is  far  easier 
than  past  practices  in  which  inter¬ 
ested  parties  had  to  drive  from 
one  agency  to  another  in  order  to 
pick  up  handwritten  reports,  he 
said. 

Under  CJIS,  all  data  is  keyed 


into  the  network’s  data  bases 
from  the  time  of  an  arrest  to  the 
disposition  of  a  trial. 

CJIS  enables  law  enforcement 
agencies  to  input  arrest  informa¬ 
tion,  including  data  on  weapons, 
drugs  and  victims,  into  local  data 
bases  via  personal  computers  or 
terminals.  CJIS  then  generates  a 
case  number  based  on  the  sever¬ 
ity  of  each  charge  and  lets  the 
chief  judge,  state  attorney,  public 
defender  and  circuit  clerk  access 
the  information  from  a  local  data 
base  or  the  centralized  data  base. 

Using  this  information,  clerks 
schedule  court  events  and  docket 
dispositions,  as  well  as  motions 
filed  by  attorneys.  With  a  few  key¬ 
strokes,  CJIS  prepares  forms 
tracking  each  count  and  charge, 
and  generates  reports  for  the 
state  on  computer  tape. 

These  reports,  along  with  the 
numbers  of  arrests  and  types  of 
crimes,  will  soon  be  sent  elec¬ 
tronically  to  the  state,  Powers 
said. 

“CJIS  provides  a  snapshot  of 
how  a  case  was  started,  what  hap¬ 
pened  at  each  step  of  the  judicial 
process,  which  agencies  were  in¬ 
volved  and  precisely  what  they 
did,”  Powers  said.  “It  ensures 
that  we  don’t  waste  time,  money 
and  energy  duplicating  our  ef¬ 
forts.” 

Network  setup 

The  network,  which  has  been 
up  since  January,  is  anchored  by 
an  Amnet,  Inc.  Nucleus  7000 
X.25  packet  switch  and  a  Nixdorf 
Computer  Corp.  Targon  3550  tri¬ 
ple-processor  minicomputer, 
which  in  turn  supports  a  central 
(continued  on  page  18) 


By  Ellen  Messmer 

Washington  Correspondent 

NEW  YORK  —  American  Ex¬ 
press  Travel  Related  Services 
(TRS)  Company,  Inc.  said  it  has 
recently  installed  its  first  video- 
conferencing  system  in  an  effort 
to  involve  employees  who  cannot 
travel  to  meetings. 

The  network  should  enable 
engineers  and  administrative 
personnel,  as  well  as  executives, 
here  and  in  Phoenix  to  partici¬ 
pate  in  group  discussions. 

“The  big  gain  is  to  improve 
communication  and  to  involve 
people  who  wouldn’t  be  travel¬ 
ing,”  said  Barbara  Cooper,  vice- 
president  for  the  office  of  local- 
area  network  technology  at  TRS. 

The  videoconferencing  sys¬ 
tem  will  be  available  to  TRS  Tech¬ 
nologies  personnel  in  Phoenix. 
TRS  Technologies  includes 
American  Express  Co.’s  network 
management  center  and  data 
processing  facilities. 

Both  American  Express  sites 
are  using  a  PictureTel  Corp. 
V-3100  “rollabout”  mobile  sys- 


By  Paul  Desmond 

_ Senior  Editor _ 

LA  JOLLA,  Calif.  —  IBM’s  Sys¬ 
tems  Network  Architecture  is 
nearing  the  market  dominance 
IBM  had  in  mind  when  it  an¬ 
nounced  the  network  architec¬ 
ture  almost  1 6  years  ago,  accord¬ 
ing  to  a  study  indicating  that 
nearly  three-quarters  of  IBM 
mainframe  users  support  SNA. 

VTAM,  the  mainframe  soft¬ 
ware  that  controls  an  SNA  net¬ 
work,  is  now  installed  at  73%  of 
all  sites  using  an  IBM  mainframe 
and  at  80%  of  the  Fortune  1,000 
organizations,  according  to  a 
study  by  Computer  Intelligence, 
based  here.  Of  the  85%  of  IBM 
mainframes  linked  to  wide-area 
networks,  almost  90%  use  SNA 
communications  protocols,  dou¬ 
ble  the  percentage  in  1986,  the 
study  said. 

“SNA  is  now  used  at  virtually 
all  IBM  mainframe  sites,  over¬ 
coming  the  resistance  of  the  in¬ 
stalled  base  to  change,”  said 
Bruce  Coughran,  communica¬ 
tions  industry  analyst  at  Comput¬ 
er  Intelligence.  Coughran  inter¬ 
preted  the  shift  as  the  result  of 
IBM’s  waning  support  for  older 
protocols  such  as  Binary  Syn¬ 
chronous  Communications. 


tem,  which  contains  a  C-3000 
coder/decoder  (codec),  a  27-in. 
color  monitor,  a  remote-control 
camera,  a  full-duplex  audio  sys¬ 
tem  and  a  call  setup  panel  in  one 
portable  unit. 

The  New  York  and  Phoenix 
sites  are  linked  via  a  private  T-l 
line,  but  American  Express  is  also 
testing  the  system  over  switched 
facilities  at  112K  bit/sec  and 
256K  bit/sec. 

Company  officials  declined  to 
name  the  service  provider.  The  V- 
3100  operates  at  a  range  of  56K 
to  2.048M  bit/sec. 

A  TRS  team  recently  complet¬ 
ed  a  four-month  videoconferenc¬ 
ing  pilot  test  using  different  ven¬ 
dors’  products,  and  the  company 
decided  to  install  the  V-3 100s. 

Jim  D’Angelo,  director  of  net¬ 
work  engineering  for  TRS,  said 
that  PictureTel’s  flexible  service 
plan  and  on-site  service  costs 
were  a  key  factor  in  selecting  the 
V-3100. 

Cooper  said  the  company  was 
satisfied  with  the  quality  of  the 
( continued  on  page  18) 


The  study  is  based  on  inter¬ 
views  with  users  at  1 1 ,000  IBM 
mainframe  sites. 

The  study  indicated  SNA’s 
Synchronous  Data  Link  Control 
protocol  has  been  growing  rapid¬ 
ly  in  popularity  among  users, 
while  usage  of  the  older  BSC  has 
leveled  off  and  begun  to  fall  in  the 
last  two  years.  In  1986,  45%  of 
the  sites  using  an  IBM  mainframe 
for  WANs  used  SDLC,  while  67% 
used  BSC.  BSC  usage  leveled  off 
at  about  70%  in  1987  and  has 
dipped  to  64%  today.  Meanwhile, 
SDLC  usage  has  shot  up  to  89%. 

Coupled  with  the  acceptance 
of  SNA  has  been  interest  in  net¬ 
work  management.  Today,  either 
IBM’s  NetView  or  Systems  Center, 
Inc.’s  Net/Master  SNA  network 
management  software  is  in¬ 
stalled  at  30%  of  VTAM  sites,  up 
from  23%  a  year  ago. 

Fortune  1,000  users  led  the 
pack  in  terms  of  network  man¬ 
agement,  with  43%  of  all  sites  us¬ 
ing  either  NetView  or  Net/Master 
and  another  5%  planning  to  use 
one  of  them.  Thirty-two  percent 
of  federal  government  sites,  23% 
of  non-Fortune  1,000  sites  and 
22%  of  universities  are  also  using 
SNA  net  management  software, 
according  to  the  study.  □ 


Survey  contends  that  IBM 
increased  SNA  dominance 
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DATA  COMMUNICATIONS 


Data  Packets 

continued  from  page  17 

the  QX/4232hs  to  comply  with  the  inter¬ 
national  standard  for  error  checking  on 
dial-up  circuits,  while  support  for  V.42bis 
enables  the  modem  to  comply  with  the  in¬ 
ternational  standard  for  data  compression 
that  helps  the  modem  achieve  an  effective 
throughput  rate  of  38.4K  bit/sec  under  op¬ 
timal  line  conditions. 

While  V.42  and  V.42bis  require  the  use 
of  Consultative  Committee  on  Internation¬ 
al  Telephony  and  Telegraphy-defined 
techniques  for  error  checking  and  data 
compression,  they  also  call  for  the  use  of 
error  checking  and  data  compression  tech¬ 
niques  built  into  Microcom’s  Microcom 
Network  Protocol  (MNP).  This  enables  a 
V.42-  and  V.42bis-compatible  modem  to 
communicate  with  non-V.42  and  non- 
V.42bis  modems  supporting  MNP. 

The  QX/4232hs  uses  MNP  features  that 
were  not  built  into  the  V.42  and  V.42bis 
standards  such  as  MNP  Class  10,  which  was 
introduced  last  fall. 

The  QX4232hs  costs  $1,099  and  is 
available  now.  □ 


Network  roots 

The  network  has  its  roots  in  a  state  law 
that  went  into  effect  in  1988  that  called  for 
the  revamping  of  Florida’s  criminal  justice 
reporting  system  through  a  uniform,  state¬ 
wide  Offender  Based  Tracking  System 
(OBTS).  Five  of  the  six  8th  Circuit  coun¬ 
ties,  excluding  Alachua,  obtained  state 
funding  for  OBTS  systems. 

Alachua,  meanwhile,  relied  on  the 
county-operated  mainframe  system  that 
recorded  dockets  and  arrests,  among  oth¬ 
er  data.  With  this  system,  Powers’  office 
had  to  supply  handwritten  crime  reports  to 
the  state,  a  timely  process  that  inspired 
him  to  request  state  funding  to  study  the 
need  for  a  circuitwide  CJIS  and,  later,  more 
funds  to  build  it. 

“I  told  the  board  that  if  I  couldn’t  save 
the  circuit  half  a  million  dollars  a  year  with 
CJIS,  I’d  resign,”  Powers  said.  “A  few  jaws 
dropped,  but  finally  the  board  agreed. 
Alachua  County  alone  has  saved  around 
$300,000  already  this  year,  so  I’m  in  pret¬ 
ty  good  shape.” 

Down  the  road,  Powers  said  he  hopes  to 
see  CJIS  handle  the  8th  Circuit’s  civil  case 
processing  and  allow  private  law  firms  to 
access  data  on  the  net.  That  will  require 
another  funding  request,  he  said.  □ 


Amex  video  net  helps 
bolster  meetings 

continued  from  page  17 
system  and  convinced  that  it  would  be  use¬ 
ful  for  employees.  She  said  the  pilot 
proved  that  many  more  people  could  par¬ 
ticipate  in  meetings  with  videoconferenc¬ 
ing  than  without  it. 

Between  two  and  18  people  have  been 
involved  in  videoconferencing  meetings 
during  the  pilot  phase,  primarily  employ¬ 
ees  who  would  have  been  unable  to  attend 
past  meetings. 

The  company  is  also  exploring  the  pos¬ 
sibility  of  conducting  interviews  and  em¬ 
ployee  training  via  teleconferencing. 

D’Angelo  said  that  the  better  picture 
quality  available  in  low-bandwidth  codecs 


and  today’s  low-bandwidth  costs  are  two 
reasons  American  Express  feels  the  time  is 
right  to  commit  to  videoconferencing. 

“Hopefully,  we  will  see  more  of  these 
units  deployed  with  our  sister  companies 
at  American  Express,”  he  added. 

D’Angelo  noted  that  the  company  plans 
to  invest  in  a  multipoint  conferencing 
bridge  to  support  other  sites  as  they  are 
added  to  the  videoconferencing  system. 
PictureTel’s  multipoint  bridge  permits  si¬ 
multaneous,  interactive  videoconferenc¬ 
ing  between  as  many  as  16  locations. 

The  company  is  also  developing  a  vid¬ 
eoconferencing  reservation  system  to 
handle  employee  requests  for  the  service’s 
time.  Reservation  systems  are  frequently 
used  by  companies  where  videoconferenc¬ 
ing  is  popular.  □ 


Fla.  net  takes  tedium 
out  of  due  process 

continued  from  page  1 7 
crime  data  base.  Both  devices  are  housed 
at  the  clerk’s  office  here  in  Alachua  Coun¬ 
ty,  which  is  in  the  northern  section  of  the 
state. 

Users  in  five  neighboring  counties  can 
access  the  central-site  data  base  via  dedi¬ 
cated  9-6K  bit/sec  lines  attached  to  the 
Amnet  switch. 

Local  clerk  offices  in  those  counties  are 
equipped  with  a  Nixdorf  3550  minicom¬ 
puter  or  3150  microcomputer,  which  can 
provide  access  to  local  crime  data  bases  or, 
via  X. 2 5  software,  can  establish  a  connec¬ 
tion  to  the  central-site  data  base  here. 

James  Parramore,  a  computer  analyst 


at  the  clerk’s  office,  said  he  hopes  to  even¬ 
tually  distribute  the  centralized  data  base 
throughout  the  six-county  circuit. 

Currently,  the  central  data  base,  which 
is  accessible  to  some  440  users,  is  updated 
nightly  by  uploading  data  from  the  various 
county  data  bases. 

The  system  has  already  resulted  in  low¬ 
er  DP  costs,  particularly  for  Alachua  Coun¬ 
ty,  Powers  said.  The  county,  whose 
185,000  residents  command  85%  of  the 
8th  Circuit’s  caseload,  in  the  past  relied  on 
a  countywide  IBM  mainframe-based  DP 
center  that  cost  more  than  $700,000  a 
year  to  run. 

With  the  new  system,  which  cost  about 
$  1  million  initially  and  is  supported  by  the 
Alachua  County  Clerk’s  Office,  DP  costs 
will  be  less  than  $300,000  a  year,  Powers 
said.  Also,  Alachua  County  was  on  the 
verge  of  hiring  six  more  employees  to 
write  up  various  crime  reports  by  hand  at  a 
cost  of  $150,000  a  year  overall,  but  the 
new  system  has  eliminated  the  need  for 
those  workers. 
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PC  AND  TERMINAL  TO  HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


UF 

Ajyery  cloud 
has  a  silver  lining. 
Because  of  the  jitter 
problem  with  Texas 
Instruments  [Inc.’s] 
Falcon  chip  on  16M 
bit/sec  token-ring 
adapters,  vendors  are 
testing  their  cards 
more  rigorously.  Users 
will  end  up  with  a 
more  reliable  product 
than  they  would  have 
if  the  jitter  problem 
hadn’t  surfaced.” 

Colin  Mick 

Vice-president  and 
general  manager 
LanQuest  Group 
San  Jose,  Calif. 


etnotes 


Hughes  LAN  Systems, 

Inc.  recently  released  client- 
based  connectivity  software 
that  runs  under  Microsoft 
Corp.’s  Microsoft  Windows 
3-0  and  gives  DOS  users  on  lo¬ 
cal-area  networks  simulta¬ 
neous  access  to  multiple  net 
protocols. 

ProLINC  lets  users  access 
and  share  data  among  servers 
and  hosts  running  Banyan 
Systems,  Inc.’s  VINES  IPC,  No¬ 
vell,  Inc.’s  NetWare  Inter¬ 
network  Packet  Exchange 
(IPX),  Digital  Equipment 
Corp.’s  Local  Area  Transport, 
Sun  Microsystems,  Inc.’s  Net¬ 
work  File  System  or  Transmis¬ 
sion  Control  Protocol/Inter¬ 
net  Protocol.  As  many  as  three 
of  these  protocols  can  be  used 
simultaneously,  and  they  can 
all  be  loaded  and  unloaded 
from  memory  without  having 
to  reboot  the  workstation. 

The  software  includes  driv¬ 
ers  for  a  variety  of  Ethernet 
and  broadband  adapters.  It 
also  supports  third-party  ter¬ 
minal  emulators  from  such 
vendors  as  DEC,  Novell  and  At- 
tachmate  Corp. 

ProLINC  is  priced  at  $595 
per  workstation. 

For  more  information,  con¬ 
tact  Hughes  LAN  Systems  at 
1225  Charleston  Road,  Moun¬ 
tain  View,  Calif.  94043,  or  call 
(415)966-7300.  □ 


Investigations  sparked  by 
NW  story  on  PC  fire  hazard 

Fire  officials,  others  examine  harmonics  problem. 


By  Tom  Smith 

New  Products  Editor 

A  Network  World  article  on 
the  potential  fire  hazard  posed  by 
networked  personal  computers 
has  sparked  an  investigation  into 
the  cause  of  at  least  one  mysteri¬ 
ous  fire. 

Stewart  Gary,  administrative 
batallion  chief  and  network  man¬ 
ager  at  the  Carlsbad,  Calif.,  City 
Fire  Department,  said  he  planned 
to  reexamine  the  cause  of  a  fire  in 
the  city’s  finance  department 
building  after  reading  the  article 
(“Multiple  PCs  —  a  new  fire  haz¬ 
ard,”  NW,  May  7). 

“We  shook  our  heads  with  a 
nervous  feeling,  saying  we  didn’t 
know  why  this  fire  started,”  Gary 
said.  “But  when  we  read  [the  Net¬ 
work  World  story],  we  fell  out  of 
our  chairs  and  said,  ‘Holy  cow, 
this  could  be  it.’  ” 

The  article  described  how 
multiple  personal  computers, 
such  as  in  a  major  local-area  net¬ 
work  installation,  can  strain  the 
existingwiring  in  many  buildings, 
creating  a  fire  hazard. 

Because  of  the  way  personal 
computers  and  some  other  elec¬ 
tronic  equipment  draw  power, 
electrical  current  may  flow  over 
neutral  wires  designed  to  carry 
little  or  no  current.  The  neutral 
wires  can  become  hot  and  the  in¬ 
sulation  around  them  can  melt, 
leading  to  a  fire. 


In  addition  to  fire  officials,  the 
problem  has  drawn  the  attention 
of  standards  authorities  and  oth¬ 
ers. 

Gary  contacted  the  article’s 
author,  Mark  Waller,  to  discuss 
the  Carlsbad  fire.  Waller  is  presi¬ 
dent  of  Power  Management  Asso¬ 
ciates/The  Waller  Group,  Inc.  in 
Glendale,  Calif.,  a  power  quality 
and  computer  facilities  consul¬ 
tancy. 

Gary  said  Waller  offered  a 
convincing  argument  that  the  fire 
was  caused  by  harmonics  prob¬ 
lems,  although  Gary  said  he  is 
withholding  judgment  until  Wal¬ 
ler,  whom  the  city  hopes  to  hire, 
can  inspect  the  office,  which  is  a 
modular  1 0-  to  1 5 -year-old  struc¬ 
ture.  Gary  said  the  harmonics 
problem  is  only  one  of  several 
possible  causes  for  the  fire. 

The  harmonics  problem  is 
particularly  acute  in  offices  with 
modular  partitions,  which  often 
use  neutral  wires  of  the  smallest 
diameter.  Rostec  Industries,  a 
manufacturer  of  modular  office 
panels  in  San  Jose,  Calif. ,  said  one 
of  its  customers  reported  several 
incidents  of  smoking  partitions, 
which  were  caused  by  a  harmon¬ 
ics  problem. 

“We  actually  had  neutrals 
with  the  insulation  melted  off  of 
them  at  the  customer’s  site,”  ac¬ 
cording  to  Connie  Northup,  engi- 
( continued  on  page  20 ) 


Nat’l  Semiconductor  offers 
E-net  adapters  for  Macs 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

SANTA  CLARA,  Calif.  —  Na¬ 
tional  Semiconductor  Corp.  last 
week  continued  its  push  into  the 
Ethernet  board  market  with  the 
release  of  two  adapters  for  Apple 
Computer,  Inc.  Macintosh  com¬ 
puters. 

The  EtherNode-l6  NB  is  a  16- 
bit  NuBus  board  for  the  Macin¬ 
tosh  II,  and  the  EtherNode-32 
SE/30  is  a  32-bit  card  that  plugs 
into  the  Macintosh  SE/30’s  Pro¬ 
cessor  Direct  Slot.  Both  boards 
include  software  drivers  that  sup¬ 
port  Apple’s  EtherTalk  protocol 
for  running  AppleTalk  over 
Ethernet  networks. 

The  EtherNode-l6  NB,  priced 
at  $495,  incorporates  National 
Semiconductor’s  DP839X  Ether¬ 
net  controller  chip  set,  which  is 
used  by  virtually  all  manufactur¬ 
ers  of  Ethernet  boards. 

The  EtherNode-32,  which  lists 


for  $595,  uses  National  Semicon¬ 
ductor’s  next-generation  DP- 
83932  System-Oriented  Network 
Interface  Controller  (SONIC). 
SONIC  is  a  32-bit  controller  de¬ 
signed  to  eliminate  one  network 
bottleneck  by  maximizing  net¬ 
work  I/O  in  32-bit  servers  and 
workstations. 

These  products  join  the  Ether¬ 
net  boards  the  company  intro¬ 
duced  for  the  IBM-compatible 
personal  computer  market  at 
Comdex/Spring  in  April. 

Together,  they  represent  the 
first  fruits  of  National  Semicon¬ 
ductor’s  Computer  Enhancement 
Group,  which  was  formed  earlier 
this  year  to  develop  end-user 
products  that  leverage  the  huge 
investment  the  company  has  in 
its  semiconductor  technology. 

National  Semiconductor  is  lo¬ 
cated  at  2900  Semiconductor 
Drive,  Santa  Clara,  Calif.  95052; 
(408)721-5149.  □ 


Eric  Benhamou 

President 
3Com  Corp. 


“Although  we  have  kept 
the  name  3Com,  we  are 
a  very  different  company 
from  the  3Com  of  a  year 
ago.  We  have  different 
goals,  different  values 
and  a  different  culture.” 


Top  3Com  execs  talk 
strategy  at  briefing 

Benhamou  and  Krause  discuss  product  plans, 
renaissance  program  and  LAN  Manager  strategy. 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

SANTA  CLARA,  Calif.  —  3Com 
Corp.  has  rebounded  after  stum¬ 
bling  badly  last  summer  and  attri¬ 
butes  much  of  its  recent  success 
to  a  new  renaissance  program 
company  executives  launched 
with  considerable  fanfare  early 
this  year. 

The  announcement  met  with  a 
certain  amount  of  skepticism  at 
the  time,  but  the  early  results  are 
promising. 

3Com’s  1990  fiscal  year, 
which  ended  May  31,  can  be  di¬ 
vided  roughly  into  prerenais¬ 
sance  and  renaissance  eras,  and 
the  company’s  performance  in 
the  latter  era  improved  decisively 
by  virtually  every  measure  (see 
graphic). 

3Com’s  main  Renaissance 
man,  recently  appointed  Presi¬ 
dent  Eric  Benhamou,  indicated 
that  these  welcome  gains  were  fu¬ 
eled  by  nothing  short  of  a  com¬ 
plete  metamorphosis.  Benha¬ 
mou,  along  with  other  company 
officials  including  Chairman  and 
Chief  Executive  Officer  William 
Krause,  recently  spoke  with  Net¬ 
work  World  during  a  briefing 
session  at  3Com  headquarters 
here. 

“Although  we  have  kept  the 
name  3Com,  we  are  a  very  differ¬ 
ent  company  from  the  3Com  of  a 
year  ago,”  said  Benhamou,  who 
won  a  three-way  race  for  the 
presidency  of  the  company  earli¬ 
er  this  year.  “We  have  different 
goals,  different  values  and  a  dif¬ 
ferent  culture.” 

There  is  a  newfound  pragma¬ 
tism  that  is  very  evident  at  3Com 
these  days.  Admittedly  plagued 
with  the  not-invented-here  syn¬ 
drome  in  past  years,  3Com  is  now 
focusing  its  research  and  devel¬ 
opment  resources  on  specific 
product  areas  and  leaving  others 
largely  to  third  parties. 


Krause  and  Benhamou  identi¬ 
fied  four  primary  product  areas 
in  which  3Com  will  concentrate 
its  development  efforts:  inter¬ 
networking,  net  management, 
network  software  and  transmis¬ 
sion  systems  (see  “Ethernet 
board  business  still  key  focus  of 
3Com,”  page  20). 

The  company  is  still  pulling 
for  OS/2  and  its  network  operat¬ 
ing  system  derivative,  LAN  Man¬ 
ager,  but  said  it  clearly  feels  less 
proprietary  about  them.  3Com 
executives  are  careful  these  days 
to  distinguish  between  the  core 
network  operating  system  and 
the  network  software  around  it. 

“The  core  provides  you  with 
file  and  printer  sharing,  the  redi¬ 
rector  interfaces  and  a  few  key 
[application  program  inter¬ 
faces],”  Benhamou  said.  “We 
played  a  role  in  bringing  the  LAN 
Manager  core  together,  but  we 
don’t  see  ourselves  having  a  big 
role  in  moving  it  forward. 

“There  is  a  whole  series  of 
software  subsystems  —  connec¬ 
tivity  elements,  management  ele¬ 
ments,  directory  services,  store- 
and-forward  messaging  systems, 
remote  procedure  calls  and  so  on 
—  that  are  around  the  core  and 
are  required  to  build  complete 
data  networks.  This  is  where  we 
intend  to  lead,”  he  said. 

“That  layer  is  increasing  ev¬ 
ery  day,  and  that  is  where  the 
greatest  growth  is  —  not  in  the 
core.  If  anything,  the  core  is  get¬ 
ting  more  and  more  ‘commodi¬ 
tized’  and  becoming  a  distribu¬ 
tion  game.” 

Benhamou  said  3Com  intends 
to  port  the  network  sendees  soft¬ 
ware  it  develops  for  LAN  Manager 
to  any  other  operating  system  en¬ 
vironment  that  makes  sense. 
3Com  engineers  have  clear  direc¬ 
tives  to  make  software  as  inde¬ 
pendent  of  the  core  network  op- 
( continued  on  page  20 ) 
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Ethernet  hoard  business 
still  key  focus  of  3Com 


3Com  Corp.’s  traditional 
business,  Ethernet  boards,  con¬ 
tinues  to  be  its  primary  focus. 

This  runs  contrary  to  ana¬ 
lysts’  concerns  at  the  end  of  fis¬ 
cal  1989  that  3Com’s  revenues 
were  becoming  increasingly  de¬ 
pendent  on  transmission  sys¬ 
tem  sales,  to  the  tune  of  nearly 
60%.  Because  Ethernet  boards 
are  perceived  as  low-margin, 
commodity  items,  analysts 
would  like  to  see  3Com  de-em- 
phasize  them. 

“The  analysts  are  dead 
wrong,”  said  William  Krause, 
3Com’s  chairman  and  chief  ex¬ 
ecutive  officer.  “The  best  analo¬ 
gy  I  can  think  of  is  semiconduc¬ 
tors  —  [dynamic  random- 
access  memory].  A  lot  of  folks 
several  years  ago  thought 
DRAMs  were  commodities,  bad 
business.  Now  you  can’t  get  into 
that  business  because  the  com¬ 
petitive  barriers  to  entry  have 
become  so  high. 

“I  think  the  adapter  business 
will  go  the  same  way.  What  peo¬ 
ple  forget  is  that  technology 
never  stops  progressing.  There 
are  only  commodity  compa¬ 
nies,  not  commodity  products.” 

According  to  3Com  Presi¬ 
dent  Eric  Benhamou,  no  one  is 
in  a  better  position  to  fight  a 
commodity  war  than  3Com,  the 
world’s  largest  Ethernet  board 
producer.  3Com  has  the  advan¬ 
tage  of  its  manufacturing  tech¬ 


nology  and  economies  of  scale. 

On  the  high  end,  Krause 
and  Benhamou  identified  two 
trends  in  the  adapter  business 
that  the  vendors  trying  to  stamp 
out  commodity  boards  will  not 
be  able  to  pursue. 

One  is  the  high  end  of  the 
business  that  is  furiously  build¬ 
ing  higher  performing  boards 
that  do  not  involve  a  propor¬ 
tionate  increase  in  cost.  The 
other  trend  encompasses  the 
protocol  and  software  complex¬ 
ities  that  higher  levels  of  inter¬ 
networking  and  network  man¬ 
agement  are  adding  to  boards. 

“There’s  an  enriched  adapt¬ 
er  segment  emerging  in  which 
the  value  add  is  built-in  inter¬ 
networking  readiness  and  full 
implementation  of  network 
management,”  Benhamou  said. 
“Sure,  there  are  100  Ethernet 
board  manufacturers,  but  there 
are  only  one  or  two  that  have 
some  level  of  understanding  of 
these  things.  The  next  steps  in 
the  LAN  adapter  business  re¬ 
quire  the  expertise  we  have.” 

To  exploit  the  emerging  op¬ 
portunities  at  the  high  end, 
3Com  is  continuing  to  pour  sig¬ 
nificant  research  and  develop¬ 
ment  resources  into  its  adapter 
business.  “Today,”  Benhamou 
said,  “the  people  in  our  trans¬ 
mission  systems  division  don’t 
feel  like  underclass  citizens.” 

—  Susan  Breidenbach 


3Com  execs 
talk  strategy 

continued  from  page  19 
erating  system  as  possible,  struc¬ 
turing  programs  so  that  key  ele¬ 
ments  will  be  reusable  in  other 
environments. 

“My  belief  is  that  NetWare  is 
reaching  its  peak  in  market  share, 
though  it  will  continue  to  be  a  ma¬ 
jor  force,  and  that  LAN  Manager 
will  continue  to  take  hold.  But  I 
could  be  wrong,  and  I  don’t  want 
this  choice  to  be  crucial  to  our 
strategy,”  Benhamou  said. 

The  new  orientation  at  3Com 
results  in  part  from  a  reassertion 
of  the  internetworking  division, 
which  was  Bridge  Communica¬ 
tions,  Inc.  before  the  merger  of 
the  two  companies  in  1987.  Not 
coincidentally,  this  division  is 
where  Benhamou’s  own  roots 
are:  He  is  one  of  the  few  original 
Bridge  managers  still  at  3Com. 

The  merger  that  seemed  made 
in  heaven  quickly  went  sour,  cul¬ 
minating  in  3Com’s  startling 
downturn  last  summer.  Benha¬ 
mou  said  the  companies  had  diffi¬ 
culty  understanding  each  other’s 
perspective. 

“3Com  had  a  very  PC-centric 
view  of  the  world,  and  Bridge  had 
a  very  enterprise-oriented,  glob¬ 
al  view  in  which  PCs  were  consid¬ 
ered  a  kind  of  subhuman  crea¬ 
ture,”  Benhamou  said.  After  a 
brief  honeymoon,  “there  were 
misunderstandings  about  who 
was  really  running  the  company, 
which  culminated  in  the  depar¬ 
ture  of  [Bridge  founders]  Bill  Car¬ 
rico  and  Judy  Estrin.” 

The  original  3Com  side  com¬ 
pletely  took  over,  and  the  Bridge 
division  seemed  almost  to  go  into 
hibernation,  with  the  introduc¬ 
tion  of  new  products  becoming  a 
rare  event.  Consequently,  “Com¬ 
petitors  like  Vitalink  [Communi¬ 
cations  Corp.]  and  cisco  [Sys¬ 
tems,  Inc.]  made  some  inroads 
that  would  not  have  been  possible 
had  Bridge  remained  an  indepen¬ 


dent  company,”  Benhamou  said. 

Also,  merging  the  two  compa¬ 
nies’  very  different  distribution 
channels  turned  into  a  night¬ 
mare,  he  said.  3Com,  up  to  that 
point,  had  sold  only  through  re¬ 
sellers,  while  Bridge  relied  large¬ 
ly  on  a  direct  sales  force.  The  en¬ 
suing  battle  for  territory  resulted 
in  the  departure  of  many  Bridge 
salespeople  and  created  a  lot  of 
ill  will  among  the  resellers. 

But  some  channel  conflict  had 
been  expected.  The  fatal  flaw, 
Benhamou  said,  stemmed  from 
the  extreme  PC-centric  course 


3Com  set  off  on  after  Carrico  and 
Estrin  left. 

“This  led  us  to  become  more 
of  a  computer  company,  specifi¬ 
cally  a  client/server  computer 
company,”  he  said.  “We  were  go¬ 
ing  to  be  the  Sun  [Microsystems, 
Inc.]  of  OS/2.”  3Com  was  enthu¬ 
siastically  building  high-end  serv¬ 
er  boxes  and  diskless  worksta¬ 
tions,  and  got  caught  up  in  the 
network  operating  system  war 
with  all  the  fervor  of  a  religious 
crusade. 

By  last  summer,  Benhamou 
said,  it  had  become  obvious  that 
3Com  could  not  compete  in  the 
computer  business  with  IBM, 


3Com’s  William  Krause 


Compaq  Computer  Corp.  and  a 
myriad  of  others.  “We  didn’t  have 
the  right  culture  or  technology, 
and  after  we  experienced  some  fi¬ 
nancial  difficulties  last  summer, 
we  realized  that  this  all  had  to 
stop.” 

Company  executives  decided 
it  was  time  to  return  to  the  origi¬ 
nal  intent  of  the  3Com/Bridge 
merger:  to  build  the  industry’s 
leading  global  data  networking 
company.  The  main  charter  of 
the  new  3Com  is  to  simplify  the 
use  of  the  increasingly  complex 
networks  its  customers  are  in¬ 
stalling,  Benhamou  said. 

To  this  end,  3Com  is  building  a 


big  interoperability  laboratory  in 
its  new  campus  here.  Any  new 
products  will  have  to  prove  them¬ 
selves  compatible  with  all  exist¬ 
ing  3Com  products,  as  well  as 
with  those  of  selected  third-party 
vendors.  The  products  will  also 
have  to  be  manageable  from  a 
single  net  management  station. 

The  interoperability  laborato¬ 
ry  will  be  made  available  to  major 
customers  that  want  to  test  ex¬ 
pansion  or  upgrade  plans  before 
implementing  them.  “Anyone 
who  has  tried  to  achieve  interop¬ 
erability  by  just  matching  data 


sheets  has  been  in  for  trouble,” 
Benhamou  said. 

The  new  emphasis  on  global 
networking  has  brought  the  part 
of  3Com  that  used  to  be  Bridge 
back  to  the  forefront.  While  there 
is  a  perception  that  this  division 
has  shriveled  up  and  died  since 
the  merger,  Benhamou  said  noth¬ 
ing  could  be  further  from  the 
truth. 

“There  is  a  higher  level  of  in¬ 
vestment  in  the  internetworking 
business  than  there  has  ever 
been,  pre-  or  post-merger,”  Ben¬ 
hamou  said.  In  particular,  he 
pointed  to  the  NetBuilder  line  of 
entry-level  bridge/routers  3Com 
launched  with  great  success  this 
year. 

“With  NetBuilder,  we’ve  been 
able  to  show  people  that  inter¬ 
networking  products  don’t  have 
to  be  these  complex  boxes  one 
doesn’t  dare  touch  without  a 
Ph.D.  in  computer  science,”  Ben¬ 
hamou  said.  “We’ve  made  it  real¬ 
ly  simple.” 

While  90%  of  Bridge’s  reve¬ 
nue  came  from  terminal  servers 
at  the  time  of  the  merger,  the 
company  was  also  a  leader  in  the 
single-protocol  router  market. 
However,  the  post-merger  tur¬ 
moil  caused  3Com’s  new  inter¬ 
networking  division  to  “miss  the 
market  window  for  multiprotocol 
routers,  which  cisco  Systems 
swooped  down  to  fill,”  said  Bobbi 
Murphy,  marketing  director  of 
3Com’s  internetworking  divi¬ 
sion. 

Jolted  awake,  the  division  re¬ 
directed  much  of  its  resources 
from  communications  servers  to 
bridging  and  routing  technology. 
Conceding  the  high  end  of  the 
multiprotocol  routing  market  to 
cisco  Systems  for  the  moment, 
3Com  earlier  this  year  rolled  out 
its  NetBuilder  line  and  started 
carving  out  a  niche  for  itself  in 
what  Murphy  calls  “the  consumer 
end  of  the  routing  business. 

“We  took  a  different  position 
from  what  everyone  else  has  tak¬ 
en  so  far;  it’s  based  on  our  obser¬ 
vations  of  how  people  use  net¬ 
works.  They  migrate  from 
repeating  to  bridging  to  routing 
as  their  networks  change  and  as 
they  add  more  stations,”  Murphy 
said.  “So  we  decided  to  offer  a 
product  that  will  migrate  with 
them.” 

The  aggressively  priced  Net¬ 
Builder  line  has  been  very  well  re¬ 
ceived  by  customers,  and  Mur¬ 
phy’s  division  is  now  hungrily 
eyeing  other  parts  of  the  market. 

Two  product  areas  in  particu¬ 
lar  are  getting  priority:  a  high- 
bandwidth  «-way  brouter  for 
switching  data  packets  among  a 
number  of  high-speed  networks, 
including  Fiber  Distributed  Data 
Interface  nets;  and  boards  that 
will  start  migrating  bridging  and 
routing  into  the  wiring  closet  as 
modules  for  intelligent  hubs. 

“We’re  actively  looking  to 
partner  with  some  of  the  hub  ven¬ 
dors  and  do  some  technology 
transfers,”  Murphy  said.  “I  think 
you’ll  see  an  announcement 
/ continued  on  page  45) 


NW  story  sparks 
investigations 

continued  from  page  19 
neering  assistant  at  Rostec.  “The 
problem  is  that  they  establish  a 
system  and  it  seems  to  be  OK,  but 
as  the  work  force  grows,  they  add 
printers,  copiers  or  computers.” 

The  customer  now  has  a  main¬ 
tenance  electrician  checking  for 
hot  panels,  Northup  said,  and  is 
implementing  a  higher  grade  of 
wire.  Meanwhile,  Rostec,  like 
other  manufacturers,  is  moving 
to  a  thicker  wire  that  dedicates  a 
neutral  wire  to  each  current-car¬ 
rying,  or  phase,  wire. 

The  Carlsbad  Fire  Depart¬ 
ment’s  Gary  explained  that  the 
harmonics  problem  is  cumula¬ 
tive.  When  phase  wires  from  an 
entire  floor,  for  example,  are  sup¬ 
ported  by  a  single  large  neutral, 
the  harmonics  problem  can  be 
particularly  acute.  For  that  rea¬ 
son,  experts  recommend  a  higher 
grade  of  wire  for  larger  neutrals 
supporting  phase  wires  from  an 
entire  floor. 

Other  possible  solutions  to  the 
harmonics  problem  include  the 
use  of  filters,  which  are  electron¬ 
ic  devices  that  sit  between  equip¬ 
ment  and  a  power  source. 

An  ANSI/IEEE  committee  is 


examining  the  harmonics  prob¬ 
lem  and  will  issue  a  “recom¬ 
mended  practice”  calling  for  the 
use  of  filters  and  other  devices  to 
keep  harmonics  to  a  maximum 
level,  according  to  Dave  Hart¬ 
mann,  cochairman  of  the  com¬ 
mittee.  The  recommended  prac¬ 
tice  could  be  an  ANSI/IEEE 
standard  by  year  end,  he  added. 

Circuitry  could  also  be  in¬ 
stalled  in  power  supplies  to  make 
the  personal  computer  appear  to 
the  power  source  as  if  it  were 
drawing  current  in  a  linear  fash¬ 
ion,  said  Arthur  Freund,  who  con¬ 
ducts  seminars  on  power  prob¬ 
lems  and  is  consulting  editor  for 
Power  Quality  magazine  in  Ven¬ 
tura,  Calif.  Both  solutions,  how¬ 
ever,  are  expensive  and  have  not 
been  embraced  by  personal  com¬ 
puter  manufacturers  because  cus¬ 
tomers  have  not  recognized  the 
benefit  and  because  they  are  not 
required  by  law. 

In  addition,  the  national  elec¬ 
trical  code,  a  set  of  safety  require¬ 
ments,  could  be  revised  for  har¬ 
monics  if  data  is  presented  to 
prove  that  such  a  revision  is  need¬ 
ed,  according  to  Mark  Ode,  senior 
electrical  specialist  at  the  Quincy, 
Mass. -based  National  Fire  Protec¬ 
tion  Association,  which  publishes 
and  oversees  the  code.  □ 


3Com’s  performance  improves 
during  renaissance  period 


Fiscal  Year  1990 

(ended  May  31) 

Q1  -Q2 

Renaissance  period 

Q3-Q4 

Increase 

Orders  (in  millions) 

$209.7 

$266.1 

7.8% 

Sales  (in  millions) 

$195.1 

$224.1 

14.9% 

Gross  margin 

46.4% 

50.1% 

3.7  points 

Operating  income 

5.7% 

10.3% 

4.6  points 

Earnings  per  share 

$0.22 

$0.48 

118% 

GRAPHIC  BY  SUSAN  J.  CHAMPENV  _ SOURCE:  3COM  CORP.,  SANTA  CLARA,  CALIF 
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MANAGEMENT  STRATEGIES 

MANAGING  PEOPLE  AND  TECHNOLOGY:  USERS  GROUPS  AND  ASSOCIATIONS 


Worth  Noting 


U 


B, 


efore  we 
decided  to  outsource, 
we  had  great  fear  of 
losing  control.  But 
now  we  have  much 
greater  control  over 
our  strategic  direction 
than  when  we  owned 
and  managed  [the 
network  and  data 
center].” 

Katherine  Hudson 

Senior  vice-president 

Eastman  Kodak  Co. 

Rochester,  N.Y. 


ssociation 
Watch 

The  Tri-State  Telecom¬ 
munications  Association 

recently  elected  a  new  slate  of 
officers  for  the  1990-91  year. 

The  nonprofit  organization 
serves  users  in  Delaware,  New 
Jersey  and  Pennsylvania. 

Lewis  Weinstein,  telecom¬ 
munications  manager  at  Mor¬ 
gan,  Lewis  &  Bockius  in  Phila¬ 
delphia,  will  be  president; 
David  Fulwider,  telecommuni¬ 
cations  manager  at  American 
Express  Co.  in  Newark,  Del., 
will  be  first  vice-president; 
Constance  Verner,  voice  com¬ 
munications  manager  at  Mid- 
lantic  National  Bank  in  Penn- 
sauken,  N.J.,  will  be  second 
vice-president;  Peg  Quirk, 
telecommunications  manager 
at  Schnader,  Harrison,  Segal  & 
Lewis  in  Philadelphia,  will  be 
secretary;  and  Charles  Aldred, 
supervisor  of  telecommunica¬ 
tions  at  Philadelphia  Electric 
Co.,  will  be  treasurer. 

The  Electronic  Data 
Interchange  Association 
(EDIA)  recently  announced 
its  support  for  a  bill  intro¬ 
duced  in  the  U.S.  House  of 
Representatives  that  calls  for 
the  Small  Business  Adminis¬ 
tration  (SBA)  to  examine  the 
impact  of  EDI  on  small  busi¬ 
nesses.  The  bill  marks  the  first 
time  EDI  has  been  the  subject 
of  congressional  legislation, 
according  to  Jerome  Dreyer, 
EDIA  president.  Dreyer  said 
EDIA  has  offered  to  help  the 
SBA  conduct  the  study.  □ 


Study  offers  insight  into 
successful  groupware  use 

Software  must  fit  with  existing  work  processes. 


By  Wayne  Eckerson 

_ Senior  Writer _ 

CAMBRIDGE,  Mass.  —  Com¬ 
panies  that  fail  to  carefully  exam¬ 
ine  the  impact  of  groupware  on 
end-user  work  habits  and  proce¬ 
dures  will  not  achieve  the  produc¬ 
tivity  gains  groupware  offers,  ac¬ 
cording  to  a  new  study. 

“Unless  companies  pay  atten¬ 
tion  to  the  organizational  impact 
of  introducing  [groupware],  they 
increase  the  risks  that  the  new 
technology  will  fail,”  stated  the 
study  by  the  Sloan  School  of  Man¬ 
agement  at  the  Massachusetts  In¬ 
stitute  of  Technology  here. 

The  study,  based  on  interviews 
with  nearly  225  groupware  users 
in  25  companies,  was  issued  by 
Sloan’s  Center  for  Information 
Systems  Research  (CISR).  The 
study  defines  groupware  as  com¬ 
puter-based  tools  used  by  work 
groups  to  facilitate  information 
sharing.  These  tools  include  elec¬ 
tronic  messaging,  electronic  cal¬ 
endars,  electronic  directories 
and  file  sharing. 

The  study  concludes: 

■  Groupware  must  mirror 
the  work  processes  of  end 
users.  End  users  are  more  likely 
to  use  groupware  tools  that  en¬ 
hance  their  existing  work  pro¬ 
cesses,  rather  than  tools  that  of¬ 
fer  new  capabilities.  For  example, 
users  said  electronic  messaging 
provides  the  greatest  value  be¬ 
cause  it  allows  them  to  communi¬ 


cate  with  colleagues  faster  and 
more  conveniently  than  before. 

■  End  users  must  perceive  an 
immediate  benefit  from  us¬ 
ing  groupware.  While  group- 
ware  might  enhance  the  produc¬ 
tivity  of  a  group  or  work  team, 
end  users  will  not  employ  it  if  the 
effort  required  in  using  group- 
ware  exceeds  the  benefits  it  pro¬ 
vides. 

For  example,  many  users  said 
maintaining  an  electronic  calen¬ 
dar  was  redundant  —  most  pre¬ 
ferred  to  maintain  pocket  calen¬ 
dars. 

■  Top  executives  must  pro¬ 
vide  clear  direction  about  the 
benefits  and  importance  of 
using  groupware.  Groupware 
needs  a  champion  among  the  top 
echelon  of  corporate  leaders  who 
can  work  to  overcome  initial  re¬ 
sistance  to  using  the  technology. 
Once  a  top  executive  announces 
that  groupware  will  be  an  impor¬ 
tant  means  for  improving  com¬ 
munications  throughout  the  com¬ 
pany,  users  will  be  more  likely  to 
employ  the  technology. 

■  Companies  must  offer 
comprehensive  training  that 
provides  a  conceptual  under¬ 
standing  of  groupware  tools. 
Users  who  are  taught  only  the  ba¬ 
sics  of  using  a  groupware  tool  are 
less  likely  to  experiment  with  the 
tool’s  functionality  and  how  it 
might  be  best  applied  to  enhance 
productivity.  □ 


Choose  the  right  VAN.  Gartner  Group,  Inc.  has 
produced  a  7  5 -item  checklist  to  help  companies  choose  the  best 
value-added  network  (VAN)  provider  to  support  electronic  data 
interchange. 

VANs  can  help  firms  implement  global  EDI  systems,  recruit 
trading  partners  and  provide  hardware  and  software  to  get  an 
EDI  program  established. 

The  following  is  an  excerpt  from  a  checklist  compiled  by 
Gartner  Group  consultants  David  Taylor  and  Beth  Gindin. 

■  Determine  whether  a  VAN’s  geographic  network  coverage  is 
sufficient. 

■  Make  sure  a  VAN’s  EDI  translation  software  supports  the 
documents  you  and  your  trading  partners  intend  to  use. 

■  Rate  each  VAN’s  reliability  in  terms  of  prompt  customer 
service  and  problem  resolution. 

■  Compare  VAN  pricing  strategies. 

■  Evaluate  VAN  accounting  and  security  controls. 

■  Examine  VAN  commitment  to  multiple  communications 
protocols. 

■  Test  the  EDI  technical  expertise  and  support  capabilities  of 
the  VAN’s  field  forces. 

■  Define  the  vendor’s  role  in  managing  large-scale,  global 
trading  partner  implementations. 

For  more  information,  call  (203)  964-0096.  □ 
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DEC’S  Maynard,  Mass.-based  headquarters. 


DEC  looks  inward 
for  network  staffers 

Intensive  training  program  helps  the  computer 
maker  meet  staffing  demands  for  global  network. 


By  Wayne  Eckerson 

_ Senior  Writer _ 

MAYNARD,  Mass.  —  The 
shortage  of  skilled  network  per¬ 
sonnel  can  be  a  major  problem 
for  large  companies  that  have  far- 
flung  operations  and  rely  heavily 
on  communications  technologies 
to  conduct  business. 

Rather  than  spending  hun¬ 
dreds  of  thousands  of  dollars  to 
recruit  qualified  candidates,  Digi¬ 
tal  Equipment  Corp.  has  estab¬ 
lished  an  intensive  in-house 
training  program  to  supply  a 
steady  crop  of  skilled  technicians 
and  managers  to  run  the  compa¬ 
ny’s  worldwide  network. 

The  program,  which  includes 
basic  and  advanced  networking 
courses,  helps  the  computer 
manufacturer  maintain  a  high 
level  of  networking  expertise 
within  its  approximately  700- 
member  internal  network  staff, 
according  to  Wayne  Hall,  manag¬ 
er  of  DEC’S  U.S.  telecommunica¬ 
tions  operations. 

The  basic  course  is  open  to  en¬ 
try-level  DEC  employees  who 
want  to  specialize  in  communica¬ 
tions  or  veteran  DEC  employees 
looking  to  make  a  career  change. 
The  advanced  course  is  geared  to¬ 
ward  senior-level  network  staff¬ 
ers  at  DEC  who  want  to  broaden 
their  understanding  of  network¬ 
ing  and  enhance  their  business 
and  managerial  skills. 

The  program  isn’t  cheap 
though;  it  costs  DEC  around 
$  1 2,000  per  student.  Each  course 
accommodates  about  25  students 
and  is  offered  once  or  twice  a 
year.  Course  fees  are  charged 
back  to  students’  divisions  at 
DEC. 

Despite  its  costs,  DEC  views 
the  program  as  a  sound  invest¬ 
ment.  “You  have  to  look  at  [the 


training  program]  as  a  long-term 
investment  that  is  absolutely  crit¬ 
ical  to  maintaining  the  quality  of 
DEC’S  internal  telecommunica¬ 
tions,”  said  Joe  Megna,  manager 
of  corporate  telecommunications 
planning  at  DEC. 

Both  Megna  and  Hall  sit  on  the 
steering  committee  that  oversees 
the  program,  which  was  estab¬ 
lished  in  1984.  The  two  managers 
were  also  instrumental  in  devel¬ 
oping  the  curricula  for  the  two 
courses. 

Hall  admitted  that  smaller 
companies  would  have  difficulty 
justifying  the  expense  of  a  train¬ 
ing  program  such  as  DEC’S.  How¬ 
ever,  he  said  DEC’S  program  is 
cost-effective  compared  to  hiring 
an  outside  training  firm  to  con¬ 
duct  classes  or  recruiting  and  re¬ 
locating  people  with  the  appro¬ 
priate  skills  and  experience. 

While  DEC  has  been  asked  by 
some  of  its  own  clients  to  open 
the  courses  to  outsiders,  the  ven¬ 
dor  has  not  done  so.  There  are  al¬ 
ready  more  DEC  employees  who 
want  to  enroll  than  the  program 
can  handle,  Megna  said. 

As  a  result,  admission  to  the 
training  program  is  highly  com¬ 
petitive,  especially  for  the  ad¬ 
vanced  course. 

This  year,  for  example,  there 
were  twice  as  many  applicants  for 
the  course  as  there  were  class¬ 
room  seats  available.  DEC  has 
chosen  not  to  expand  enrollment 
in  an  effort  to  keep  classes  man¬ 
ageable  and  because  classrooms 
must  contain  a  computer  termi¬ 
nal  for  every  student. 

Prospective  students  must 
submit  a  written  application  and 
a  recommendation  from  a  spon¬ 
soring  manager.  They  must  also 
interview  with  a  member  of  the 
( continued  on  page  45 ) 
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September  10-13, 1990 

NetWorld  90  Dallas  has  moved  to  a  site  almost  as 
large  as  Texas  —  the  Dallas  Convention  Center. 
More  than  400  exhibitors  will  showcase  the  latest 
technology  that  links  your  information  systems  to¬ 
gether,  from  LANs  in  the  corner  office  to  strategic 
networks  that  span  the  globe.  NetWorld  90  Dallas 
needs  no  further  introduction;  the  show  has  be¬ 
come  the  industry’s  hottest  high  technology  event, 
according  to  exhibitors  and  attendees  alike! 

Professionals  do  need  to  make  the  right  con¬ 
nections  in  order  to  succeed  in  business,  and 


Dallas  Convention  Center 

planning  makes  the  difference  in  finding  the  sol¬ 
utions  for  your  business  needs. 

Mark  your  calendar  now  to  attend  the  world’s 
most  extensive  event  on  computer  connectivity, 
product  technology  and  education.  The  highly  re¬ 
garded  NetWorld  seminar  series  begins  on 
Monday,  September  10,  with  the  NetWorld  pro¬ 
duct  and  services  exposition  opening  on  the  11th 
and  continuing  to  the  13th.  For  your  full  attendee 
program  guide  or  information  on  exhibiting  in 
NetWorld,  please  call  1-800-444-EXPO. 
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THE  INDUSTRY  STANDARD 


NETWHRLD  90  DALLAS 


INTERNATIONAL  NETWORKS 

USER  STRATEGIES,  INTERNATIONAL  SERVICES  &  REGULATION 


Worth  Noting 


reat  Britain  registered 
a  greater  improvement 
in  public  data  network 
performance  than  any 
of  the  1 4  European 
countries  examined  by 
the  European 
Association  of 
Information  Services  in 
a  recent  weeklong  test. 
Just  over  14%  of  the 
2,331  transmissions 
from  the  country  failed 
this  year,  compared 
with  24.7%  last  year.  A 
spokesman  said  the 
improvement  may  be 
the  result  of  increases  in 
local  node  capacity. 


orld 

News 


AT&T  plans  to  begin  offer¬ 
ing  its  Global  Software-De¬ 
fined  Network  (SDN)  service 
in  Australia  on  Sept.  16,  as¬ 
suming  the  Federal  Communi¬ 
cations  Commission  approves 
a  filing  the  carrier  made  earli¬ 
er  this  month. 

AT&T  said  it  will  work  with 
Australia’s  dominant  inter¬ 
national  carrier,  Overseas 
Telecommunications  Corp. 
(OTC),  to  provide  the  service. 
In  order  to  access  Global  SDN, 
users  must  maintain  dedicated 
links  to  AT&T  points  of  pres¬ 
ence  (POP),  or  subscribe  to 
the  carrier’s  domestic  SDN 
service,  and  maintain  dedicat¬ 
ed  links  to  OTC  POPs. 

Users  that  don’t  subscribe 
to  SDN  will  pay  a  $250  month¬ 
ly  fee  and  a  $500  installation 
charge,  while  SDN  users  will 
face  no  extra  charges  for  Glob¬ 
al  SDN.  Global  SDN  users  will 
be  able  to  access  seven-digit 
dialing  plans  for  calls  between 
the  countries,  faster  call  setup 
times  and  discounts  of  up  to 
60%  over  standard  interna¬ 
tional  long-distance  rates. 

Global  SDN  is  currently 
available  only  in  London,  al¬ 
though  as  many  as  15  more 
countries  may  be  added  dur¬ 
ing  the  next  two  years.  □ 


Equal  access  rules  to  fuel 
competition  in  Puerto  Rico 


By  Walter  Sweet 

West  Coast  Correspondent 

SAN  JUAN,  Puerto  Rico  —  A 
recently  completed  survey  by  a 
local  exchange  carrier  here  con¬ 
cluded  that  network  users  are 
planning  to  take  advantage  of 
new  equal  access  rules  and  leave 
AT&T  for  other  international  ser¬ 
vice  providers. 

The  Puerto  Rico  Telephone 
Co.  last  week  released  results  of  a 
questionnaire  that  indicate  46% 
of  those  surveyed  would  choose 
Telefonica  Larga  Distancia  de 
Puerto  Rico  (TLD)  as  their  pri¬ 
mary  international  long-distance 
provider,  while  just  34%  said  they 
would  opt  for  AT&T. 

MCI  Communications  Corp. 
and  US  Sprint  Communications 
Co.  were  also  mentioned  as  alter¬ 
natives  to  AT&T. 

Until  now,  AT&T  has  had  a 
stranglehold  on  the  international 
long-distance  market  in  the 
commonwealth  of  Puerto  Rico, 
with  some  observers  estimating 


AT&T’s  market  share  at  80%. 

But  earlier  this  year,  rival  in¬ 
ternational  service  providers 
were  granted  equal  access  rights 
with  local  exchange  carriers. 

Previously,  users  had  to  dial  a 
separate  sequence  of  numbers  to 
access  different  long-distance 
carriers.  Under  equal  access,  cus¬ 
tomers  will  dial  “1”  to  initiate  a 
long-distance  call,  just  as  AT&T 
customers  do. 

As  a  result  of  the  survey,  TLD 
officials  said  the  company  will 
spend  $4.3  million  to  purchase 
additional  satellite  transponder 
capacity  from  Contel  ASC. 

TLD  purchased  transponder 
space  on  ASC-I,  a  start-up  opera¬ 
tion  that  carries  voice  and  data 
between  the  U.S.  and  Puerto  Rico. 

TLD  said  the  additional  tran¬ 
sponder  will  be  able  to  handle 
1,000  simultaneous  phone  calls. 
The  transponders  handle  speeds 
up  to  T-l  speeds  and  will  be  used 
for  voice,  data  and  eventually 
video.  □ 


PERSPECTIVES 


BY  JAMES  KOBIELUS 

Global  net  managers  must 
take  on  multiple  roles 

Global  networking  isn’t  half  as  glamorous  as  it  sounds. 

When  private  networks  cross  national  boundaries,  they 
create  new  levels  of  complexity.  Often,  net  managers  must  get 
acquainted  with  new  standards,  vendors  and  regulations. 

Culture  shock  may  also  set  in  for  some  managers  as  they  try  to 
adjust  to  monopolistic  foreign  telecommunications  regimes. 

The  challenge  for  managers  of  global  private  networks  is  to 
overcome  obstacles  to  worldwide  connectivity  and  information 
sharing.  The  success  of  their  companies’  international  business 
requires  that  telecommunications  professionals  call  on  three 
skill  sets,  either  internal  or  external  to  their  organizations: 

■  Integrator.  There  is  a  need  for  global  systems  integrators 
and  value-added  networks.  The  integrator  should  have  a 
presence  in  each  country  being  linked.  Third-party  integrators 
often  play  a  chief  role  when  many  firms  must  be  connected. 

■  Envoy.  A  global  network  is  usually  a  conglomeration  of 
distinct  national  or  regional  networks,  each  of  which  must 
conform  to  particular  regulations  and  standards.  Network 
managers  should  respect  different  national  business  cultures 
and  establish  good  working  relationships  with  foreign  post, 
telegraph  and  telephone  administrations,  carriers  and  suppliers. 
■  Lobbyist.  Users  must  put  pressure  on  governments  to 
improve  their  telecommunications  infrastructures,  open  them  to 
competition  and  abide  by  international  technical  standards.  At 
the  very  least,  users  should  be  able  to  choose  from  competing 
domestic  carriers  and  be  free  to  use  whatever  equipment  they 
prefer  as  long  as  it  doesn’t  harm  the  domestic  network. 

The  long-range  goal  for  global  network  managers  is  location 
transparency.  A  truly  global  network  is  one  that  transcends 
national  boundaries  and  can  deliver  a  full  range  of  services  to 
corporate  users  anywhere  in  the  world.  □ 

Kobielus,  a  contributing  editor  to  Network  World,  is  a 
telecommunications  analyst  with  Network  Management, 
Inc.,  a  Fairfax,  Va.-based  consulting  firm. 
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Public  data  net  woes  in  Europe 

Results  of  a  recent  week-long  test  of  Europe’s  public  data  networks. 

Originating 

country 

Number  of 
transmissions* 

Percent 

successful 

Percent 
unsuccessful 
due  to  public 
network  failure 

Austria 

152 

93.4% 

0.7% 

Belgium 

44 

88.6% 

2.3% 

Denmark 

875 

74.5% 

13.1% 

Finland 

941 

81 .0% 

12.8% 

France 

300 

84.0% 

4.3% 

Great  Britain 

2,331 

83.3% 

10.3% 

Italy 

382 

57.3% 

18.6% 

The  Netherlands 

426 

84.7% 

5.2% 

Norway 

914 

81.2% 

6.9% 

7  v 

Portugal 

93 

35.5% 

32.3% 

Spain 

886 

63.9% 

25.2% 

Sweden 

2,550 

86.7% 

6.0% 

Switzerland 

33 

97.0% 

3.0% 

West  Germany 

32 

93.8% 

6.3% 

Total 

9,959 

81.0% 

14.3% 

 ■   

‘Figures  exclude  773  failed  transmissions  to  France  during  a  massive 
network  outage  in  that  country. 
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INFORMATION  SERVICES,  CALNE,  ENGLAND 

Survey  finds  flaws  in 
Europe’s  public  nets 

While  tests  prove  public  data  nets’  performance 
has  improved,  14%  of  all  transmissions  still  fail. 


By  Barton  Crockett 

_ Senior  Editor _ 

CALNE,  England  —  Two  Euro¬ 
pean  trade  groups  recently  com¬ 
pleted  an  extensive  survey  that 
concluded  that  technical  glitches 
in  Europe’s  public  data  networks 
cause  nearly  one  out  of  every  sev¬ 
en  data  transmissions  to  fail  be¬ 
fore  reaching  its  destination. 

Overall,  19%  of  the  roughly 
10,000  dial-up  public  data  net¬ 
work  transmissions  recorded  in  a 
one-week  test  by  the  European 
Association  of  Information  Ser¬ 
vices  (EUSIDIC),  based  here,  and 
the  European  Online  User  Groups 
(EUROLUG)  failed.  Of  those, 
14.29%  didn’t  reach  their  desti¬ 
nation  because  of  problems  with¬ 
in  the  public  network  (see  graph¬ 
ic). 

By  contrast,  the  same  survey 
last  year  found  that  deficiencies 
in  European  public  networks 
were  accountable  for  nearly  18% 
of  transmission  failures  (“Test¬ 
ing  shows  European  data  net¬ 
works  second  rate,”  NW,  Dec.  25, 
1989/Jan.  1,1990). 

According  to  Harry  Collier, 
EUSIDIC’s  executive  director, 
while  this  improvement  is  en¬ 
couraging,  it  is  only  slight  and 
may  not  be  completely  accurate, 
given  that  this  year’s  data  ex¬ 
cludes  773  failed  transmissions 
to  France  during  a  half-day  out¬ 
age  of  Transpac,  the  French  pub¬ 
lic  data  net. 

Surveys  prior  to  1989  did  not 
pinpoint  the  causes  of  network 
failures  and  included  failures 


caused  by  users.  The  overall  fail¬ 
ure  rates  in  1989,  1988,  1987 
and  1986  were  24.22%,  25.38%, 
29%  and  30.73%,  respectively. 

EUSIDIC  and  EUROLUG  only 
recently  reported  this  year’s 
data,  which  was  compiled  by 
members  of  the  industry  and  user 
organizations  in  early  March.  The 
data  is  available  in  a  report  titled 
“EUSIDIC/EUROLUG  Survey  of 
Public  Data  Networks  in  Europe 
1990.” 

Unacceptably  high 

Collier  said  the  percentage  of 
failures  due  to  problems  with 
public  networks  is  still  unaccept¬ 
ably  high.  He  noted,  however, 
that  the  single  biggest  cause  of 
failures  was  busy  signals  at  local 
public  data  net  nodes,  which  is 
most  likely  the  result  of  insuffi¬ 
cient  net  capacity. 

Users  can  overcome  the  public 
network  capacity  problems  by 
building  private  links  to  public 
data  network  nodes,  he  added. 

Once  users  managed  to  log  on 
to  public  data  networks,  he  said, 
failure  rates  in  northern  Europe 
averaged  between  6%  and  8%. 

Collier  added  that  the  incep¬ 
tion  of  competition  in  Europe 
might  lead  EUSIDIC  and  EURO¬ 
LUG  to  discontinue  the  tests. 

“Basically,  we’re  rapidly  de¬ 
veloping  a  situation  like  the  U.S., 
where  there  are  so  many  alterna¬ 
tives  open  to  users  that  just  mea¬ 
suring  a  national  carrier’s  service 
[levels]  may  not  be  that  impor¬ 
tant,”  Collier  said.  □ 
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My  network  in  marketing  won’t  share 


Now  what? 


The  latest  directive  from  senior  management  is  a 
doozy.  Marketing  and  manufacturing  must  now  share 
applications.  As  for  all  those  different  PCs  and  sys¬ 
tems  in  place,  management  is  “confident  you  can 
meet  that  challenge  without  incurring  significant  addi¬ 
tional  capital  expense.” 

Now  what? 

For  many  corporate  managers,  the  answer  to  that 
question  is  3Com®  3+Open™  systems.  3+Open  sys¬ 
tems  start  with  LAN  Manager,  co- developed  by 
3Com  and  Microsoft,  and  include  the  most  extensive 
range  of  connectivity  and  electronic  mail  products. 


It’s  a  powerful  computing  platform  with  the  flexibility 
to  support  both  current  business  applications  and 
emerging  client-server  applications. 

3+Open  systems  let  your  people  share  informa¬ 
tion  whether  they  use  a  PC,  Macintosh,  IBM,  DEC, 


HP  or  Bull  host.  What’s  more,  3+Open  systems  are 
compatible  with  DOS,  OS/2,  UNIX  and  Macintosh 
applications. 

To  enhance  your  network  performance  and 
security  you  can  run  3+Open  systems  on  3Com 
3Servers,®  network  servers  designed  exclusively  for 
networks. 

The  result:  a  system  that  can  actually  leverage 
the  value  of  the  information  anywhere  in  your 
company. 

To  find  out  how  3Com  3+Open  systems  are 
working  in  major  corporations  around  the  world,  just 
call  l-800-NET-3Com,  Dept.  D6514.  You’ll  also 
receive  a  brochure  on  3+Open  client-server  systems. 


At  3Com  we  make  internetworking  products  and 
wide  area  networking  products,  as  well  as  adapters, 
operating  systems  and  servers.  Because  what  good  is 
sharing  along  one  part  of  the  network  if  you  can’t  rely 
on  the  rest  of  it  as  well? 

3Com 

We  network  more  types  of  systems 
to  more  types  of  systems!"1 

See  The  FAXNeT  Form  on  Page  #14 

©1990  3Com  Corporation,  3165  Kifer  Road,  Santa  Clara,  CA  95052.  Telephone  (408)  562-6400.  3Com,  3+Open,  3Server 
and  the  3Com  tagline  are  trademarks  of  3Com  Corporation.  Macintosh  is  a  registered  trademark  of  Apple  Computer,  Inc. 
IBM  and  OS/2  are  registered  trademarks  of  International  Business  Machines  Corporation.  DEC  is  a  registered  trademark  of 
Digital  Equipment  Corporation.  HP  is  a  registered  trademark  of  Hewlett-Packard  Company.  UNIX  is  a  registered  trademark 
of  AT&T.  Bull  is  a  registered  trademark  of  Bull  HN. 


"We  Put  Vital  Information  IntoThe  Right  Hands  In  a  Heartbeat!’ 


Liz  Beldiug,  South  Central  Bell 


“A  hospital’s  communications  system  is 
critical  24  hours  a  day.  And  the  right  system 
can  mean  life  or  death  for  a  hospital  as  well 
as  its  patients.  We  can  provide  complete, 
integrated  communications  packages  that 
allow  administrative  and  medical  staffs  to 
operate  more  efficiently. 

“Many  hospitals  are  choosing  South 
Central  Bell’s  Megalink®  service,  our  DS-1 
service.  With  a  1.544  mbps  digital  data  link, 
MegaLink  gives  them  24-line  capacity  for 
voice  and  data  transport  or  a  dedicated 
video  link.  It  does  this  in  real  time  and  with 
downloading  capabilities. 

“Every  line  has  regenerative  signal 
repeating,  is  monitored  24  hours  a  day,  and 
is  protected  with  backup  emergency  power. 

“Getting  information  into  the  right 
hands  fast  keeps  costs  in  line  while  providing 
patients  with  the  best  care  possible. 

“If  we  can  handle  the  critical  needs  of  a 
hospital,  imagine  what  we  can  do  for  your 
company.  Give  us  a  call.  We’ll  show  you  why 
South  Central  Bell’s  the  one  to  turn  to!’ 


(2)  South  Central  Bell’ 


/\  BELLSOUTH  COMPANY 


©1990  South  Central  Bell 


See  The  FAXNeT  Form  on  Page  #14 


PRODUCTS  &  SERVICES 

THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


irst  Look 


Microrim  introduces 
R:Base  Version  3.1 

Microrim,  Inc.  is  expected  to 
announce  this  week  a  new  ver¬ 
sion  of  its  R:Base  data  base 
management  system  that  lets 
R:Base  users  and  Ashton-Tate 
Corp.  dBase  users  simulta¬ 
neously  access  and  work  on  a 
single  dBase  file. 

R:Base  3.1  is  the  only 
data  base  management  system 
that  allows  users  on  a  local- 
area  network  to  access  and 
manipulate  the  same  dBase  III 
or  dBase  III  Plus  file  as  anoth¬ 
er  user  of  either  of  the  two 
Ashton-Tate  data  bases,  Mi¬ 
crorim  claimed.  The  software 
runs  on  any  LAN  with  a  DOS- 
based  net  operating  system. 

The  new  release  costs  $  79  5 
for  the  first  user  and  $995  for 
five  additional  users.  R:Base 
3.0  users  can  upgrade  for  free. 

Microrim,  Inc.,  3925 
159th  Ave.  N.E.,  P.O.  Box 
97022,  Redmond,  Wash. 
98073;  (206)  885-2000. 


Digital  Link  offers  T-1 
muxes  with  DSU/CSUs 

Digital  Link  Corp.  recently 
introduced  central-  and  re¬ 
mote-site  T-1  multiplexers 
with  integrated  data  service 
unit/channel  service  units 
(DSU/CSU). 

The  Digital  Link  DL-100 
Digital  Service  Multiplex¬ 
ers,  which  use  time-division 
multiplexing,  support  as  many 
as  16  interface  cards  on  a  cen¬ 
tral-site  DL-100  and  two  inter¬ 
faces  on  a  remote-site  DL-100. 

One  interface  has  three 
ports:  a  wide-area  network 
T-1  interface,  a  local  T-1  inter¬ 
face  for  connection  to  a  pri¬ 
vate  branch  exchange  and  a 
single  V.35  or  RS-449  port  for 
data  terminal  equipment  op¬ 
erating  at  56K  bit/sec  and 
above.  The  interface  has  a 
built-in  DSU/CSU,  which  en¬ 
ables  it  to  connect  directly  to  a 
digital  circuit.  A  second  inter¬ 
face  has  two  or  four  RS-449  or 
V.35  ports. 

Remote-site  DL-lOOs  cost 
from  $3,695  to  $5,495.  A  cen¬ 
tral-site  DL-100  with  no  inter¬ 
face  costs  $6,000.  The  T-1 
card  costs  $3,195.  The  two- 
and  four-port  data  cards  cost 
$1,000  and  $1,800,  respec¬ 
tively. 

Digital  Link  Corp.,  252 
Humboldt  Court,  Sunny¬ 
vale,  Calif.  94089;  (408) 
745-6200.  U 


MacWorld  announcements 


Vendor 

The  Wollongong  Group 

Group  Technologies 

Product 

name 

Pathway  Client  NFS  for 
Macintosh,  Release  1 .0 

Aspects 

Main 

function 

Lets  Macintosh  users 
access  files  on  remote 

NFS  servers 

Acts  as  groupware  for 
Macintosh  nets 

Key 

feature 

Uses  Macintosh 
icon-based  commands 

Comes  bundled  with  word 
processor,  drawing  and 
painting  software 

Price 

$195  for  single  user; 
$10,925  for  100  users 

$299  per  user  , 

Available 

September 

October 

SOURCES:  THE  WOLLONGONG  GROUP,  INC.,  PALO  ALTO,  CALIF., 
GRAPHIC  BY  SUSAN  J.  CHAMPENY  AND  GROUP  TECHNOLOGIES,  INC.,  ARLINGTON,  VA. 


Net  packs  unveiled 
at  MacWorld  Expo 

Wollongong  software  lets  Macs  access  NFS  files; 
Group  Technologies  intros  groupware  offering. 


By  Laura  DiDio 

_ Senior  Editor _ 

BOSTON  —  Apple  Computer, 
Inc.  Macintosh  users  got  some 
new  communications  tools  at  last 
week’s  MacWorld  Expo/Boston, 
including  a  groupware  package 
for  Macintosh  nets  and  software 
that  lets  Macintoshes  share  files 
with  Network  File  System  (NFS) 
servers. 

Palo  Alto,  Calif. -based  The 
Wollongong  Group,  Inc.  intro¬ 
duced  its  Pathway  Client  NFS  for 
Macintosh,  which  enables  Macin¬ 
tosh  users  to  access  files  and  ap¬ 
plications  on  remote  processors 
supporting  NFS  as  though  it  resid¬ 
ed  on  an  AppleShare  file  server. 

The  software  runs  on  Macin¬ 
toshes  on  AppleTalk  nets  or  on 
Macintoshes  equipped  with  an 
Ethernet  interface,  and  it  works 
through  standard  Macintosh 
icon-based  commands,  according 
to  David  Langlais,  Wollongong’s 
director  of  product  marketing. 

NFS  is  a  set  of  services  devel¬ 
oped  by  Sun  Microsystems,  Inc. 
that  has  become  a  de  facto  net¬ 
work  standard  for  distributed  file 
and  print  sharing  on  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol-based  networks. 

There  are  currently  more  than 
90  commercially  available  imple¬ 
mentations  of  the  NFS  protocols. 

When  a  remote  NFS  directory 
is  mounted,  all  files  appear  as 
Macintosh  file  and  folder  icons, 
Langlais  said. 

He  claimed  that  prior  to  the 
availability  of  Wollongong’s 
Pathway  Client  NFS  for  Macin¬ 
tosh,  users  had  no  native  method 
of  accessing  NFS-based  servers 
and  host  machines. 

Pathway  Client  NFS  for  Macin¬ 
tosh,  due  out  in  September, 
comes  bundled  with  a  Line  Print¬ 
er  Remote  Print  Server  applica¬ 


tion,  which  enables  other  sys¬ 
tems  such  as  Digital  Equipment 
Corp.  VAXes,  IBM  mainframes 
and  Reduced  Instruction  Set 
Computer  workstations  to  access 
printers  on  Apple  LocalTalk  net¬ 
works. 

A  single-user  copy  of  Pathway 
Client  NFS  for  Macintosh  costs 
$195,  a  five-user  package  is 
priced  at  $  89  5 ,  a  1 0-user  package 
costs  $1,600,  a  20-user  license 
costs  $2,945,  a  50-user  license 
costs  $6,890,  and  a  100-user 
package  costs  $10,925,  or  about 
$110  for  each  user. 

New  aspects 

Group  Technologies,  Inc.  of 
Arlington,  Va.,  unveiled  its  As¬ 
pects  groupware  software,  which 
enables  Macintosh  users  on  a  net¬ 
work  to  simultaneously  work  on 
documents.  Aspects  supports  as 
many  as  16  networked  Macin¬ 
toshes  or  those  linked  to  an  Ap¬ 
pleTalk  net  via  a  modem  at  2,400 
bit/sec  or  faster. 

Aspects  enables  users  to  cre¬ 
ate  documents  that  contain  text, 
graphics,  charts  and  illustrations. 

The  software  simulates  an  “in¬ 
teractive  conference  room  envi¬ 
ronment,”  according  to  Quentin 
Spencer,  an  engineer  at  Group 
Technologies  who  coauthored 
the  application  program.  A  medi¬ 
ation  control  function  allows  the 
conference  initiator  to  manage 
the  meeting.  Participation  can  be 
limited  to  specific  individuals, 
and  the  extent  of  their  participa¬ 
tion,  such  as  read-only  or  write- 
only  access,  can  also  be  managed 
by  the  conference  initiator. 

Aspects  comes  bundled  with  a 
word  processing  package,  as  well 
as  drawing  and  painting  soft¬ 
ware.  It  costs  $299  for  each  user 
license  and  is  expected  to  be 
available  in  October.  □ 


Software  allows  Sun  users 
to  control  Cabletron  gear 

Net  mgmt.  can  take  place  from  one  workstation. 


By  Tom  Smith 

New  Products  Editor 

ROCHESTER,  N.H.  —  Cable¬ 
tron  Systems,  Inc.  recently  devel¬ 
oped  a  Unix  version  of  its  LAN- 
view/Windows  net  management 
software  that  enables  Sun  Micro¬ 
systems,  Inc.’s  SunNet  Manager 
to  monitor  and  control  Cabletron 
equipment  for  the  first  time. 

LANview/SunNet  Manager,  a 
Simple  Network  Management 
Protocol  (SNMP)-compliant 
product  consisting  of  software 
and  a  Sun  workstation,  enables 
users  to  perform  physical  and 
data-link  layer  management  of 
Cabletron  and  Sun  equipment 
from  a  single  workstation. 

SunNet  Manager  previously 
performed  management  tasks 
only  at  the  transport  layer  and 
above,  tracking  data  such  as 
memory  space  available.  With 
LANview/SunNet  Manager,  by 
contrast,  the  system  will  be  able 
to  monitor  packets  and  collisions 
on  a  per-port  basis. 

To  make  LANview/Windows 
run  in  tandem  with  SunNet  Man- 


ager,  Cabletron  built  SNMP  sup¬ 
port  into  its  management  soft¬ 
ware  and  has  either  already 
added  SNMP  agents  to  existing 
products  or  is  now  doing  so. 

Cabletron  products  that  cur¬ 
rently  have  SNMP  agents  include 
Ethernet  interface  boards  for  Ap¬ 
ple  Computer,  Inc.  Macintosh  and 
IBM  microcomputers,  as  well  as 
the  Multi-Media  Access  Center 
LAN  hub.  Cabletron  said  it  will 
add  SNMP  to  its  Ethernet  bridges. 

In  addition,  the  company  port¬ 
ed  LANview/Windows  to  run  un¬ 
der  the  X  Window  System  and 
AT&T’s  OpenLook,  the  window¬ 
ing  system  and  graphical  user  in¬ 
terface  supported  on  SunNet 
Manager.  LANview/Windows 
supported  Microsoft  Corp.’s  Mi¬ 
crosoft  Windows  and  Hewlett- 
Packard  Co.’s  OpenView. 

LANview/SunNet  Manager  is 
available  now  from  Cabletron 
and  Sun  for  $3,495. 

Cabletron  can  be  reached  by 
writing  to  35  Industrial  Way, 
Rochester,  N.H.  03867,  or  by 
calling  (603)  332-9400.  □ 


Voice  processing  system 
supports  96  phone  lines 


CANTON,  Mass.  —  Perception 
Technology  Corp.  recently  un¬ 
veiled  a  mid-range  voice  process¬ 
ing  system  that  supports  as  many 
as  96  telephone  lines  and  350 
hours  of  voice  storage. 

The  Vocom  40  consists  of  a 
voice  processing  computer  and 
an  application  processor  that  are 
linked  via  an  RS-232  cable. 

The  new  system  supports 
twice  the  number  of  lines  as  the 
Vocom  30,  which  it  is  intended  to 
replace.  The  Vocom  30,  which 
supports  as  many  as  80  hours  of 
voice  storage,  is  no  longer  sold 
directly  by  Perception  but  is  mar¬ 
keted  through  value-added  re¬ 
sellers.  Perception  Technology 
will  sell  the  Vocom  40. 

The  new  system  falls  below 
the  company’s  high-end  voice 
processing  system,  the  Vocom  V, 
which  uses  multiple  voice  proces¬ 
sors  to  support  more  than  1,000 
lines  and  voice  storage  in  multi¬ 
ples  of  3  50  hours. 

Like  the  Vocom  V,  the  Vocom 
40  can  support  simultaneous  at¬ 
tachment  via  RS-232  to  as  many 
as  12  hosts,  such  as  IBM  and  Un¬ 
isys  Corp.  mainframes  used  for 
data  base  management.  The  Vo¬ 
com  30  supported  a  single  host. 

The  voice  processor  on  the  Vo¬ 


com  40  is  the  same  as  that  used  in 
the  company’s  existing  Vocom 
products:  a  Digital  Equipment 
Corp.  Q-bus-based  minicomputer 
running  DEC’S  RSX  operating 
system.  Perception  Technology, 
however,  developed  the  Vocom 
40’s  application  processor.  The 
device  is  an  Intel  Corp.  80386- 
based  Industry  Standard  Archi¬ 
tecture  personal  computer  run¬ 
ning  Unix,  and  it  is  used  to  run 
custom  software  applications. 

For  instance,  an  account  bal¬ 
ance  inquiry  program  running  on 
the  processor  could  enable  a  call¬ 
er  to  enter  an  account  number. 
This  would  prompt  the  applica¬ 
tion  to  initiate  a  data  base  query 
to  an  attached  host  and  download 
the  balance  to  the  voice  proces¬ 
sor,  which  would  play  a  digital 
voice  recording  of  the  amount  to 
the  caller. 

Vocom  40  is  available  now. 
Prices  range  from  $80,000  for  24 
lines  and  1 5  hours  of  speech  stor¬ 
age  to  $  190,000  for  96  lines  and 
45  hours  of  storage.  Each  addi¬ 
tional  100  hours  of  storage  costs 
between  $20,000  and  $25,000. 

Contact  Perception  Technol¬ 
ogy  at  40  Shawmut  Park,  Canton, 
Mass.  02021,  or  call  (617)  821- 
0320.  □ 
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VIRUSES 


USER  ADVISORY  PANEL 


OPINIONS 


t’s  a  safe  estimate 
that  every  net  with  1 00 
or  more  nodes  harbors 
at  least  one  virus. 

▲  ▲▲ 


BY  WAYNE  ROBERTSON 

The  best  defense 
against  viruses 
may  be  sheer  luck 

Few  things  scare  a  local-area  network  administrator  more 
than  the  thought  of  a  computer  virus.  Because  LANs  are 
completely  interconnected,  a  virus  on  one  node  will  rapidly 
spread  to  the  network  as  a  whole.  Cleaning  up  a  network  can 
take  hundreds  of  hours  at  a  cost  of  several  thousand  dollars  per 
hour  for  the  downtime.  And  that  doesn’t  even  begin  to  take  into 
account  data  lost  as  a  result  of  the  virus. 

Before  developing  a  plan  of  attack,  a  LAN  administrator 
should  be  aware  that  a  virus  attack  can’t  be  totally  prevented. 
In  fact,  it’s  a  safe  estimate  that  every  network  with  one  hundred 
or  more  nodes  harbors  at  least  one  virus.  Most  viruses  are 
impossible  to  detect  and  don’t  cause  any  problems.  Often,  a 

virus-caused  problem  is  blamed 
hhhhbhmmmmi  on  hardware,  applications  or 

I  user  incompetence.  The  prob¬ 

lem  is  how  to  approach  the 

t’s  a  safe  estimate  P™bklem  of  viruses  in  a  net- 

What  is  the  truth  about  virus¬ 
es?  Are  we  to  believe  virus- 
detection  software  publishers 
when  they  say  that  we  are 
surrounded  by  viruses  ready  to 
strike  at  a  moment’s  notice?  Is 
_  a  virus  inevitable  or  just  a 
remote  possibility? 

Actually,  the  answers  to  these  questions  largely  depend  on 
the  nature  of  the  user  organization.  In  companies  where  the 
users  are  more  computer-literate,  willing  to  experiment  and 
always  interested  in  learning  new  things,  a  virus  is  almost 
inevitable.  They  will  bring  in  software  from  friends,  bulletin 
board  systems  and  other  outside  sources. 

Other  organizations  are  more  rigid,  with  users  being  less 
interested  in  experimentation.  Procedures  are  followed  reli¬ 
giously,  and  there  are  few  problems.  The  chance  of  a  virus 
attack  is  much  less  likely  in  these  situations. 

Are  viruses  here  to  stay?  Of  course.  Should  LAN  administra¬ 
tors  spend  all  their  time  worrying  about  them?  Certainly  not. 
The  best  course  is  to  review  the  virus-detection  methods 
available,  make  a  reasoned  selection  based  upon  available 
information  and  hope  for  the  best. 

It  is  a  myth  to  believe  that  viruses  can  be  prevented  in  a 
network.  Those  who  believe  they  can  be  avoided  are  just  fooling 
themselves.  When  developing  a  plan  of  attack,  however,  the 
network  administrator  should  be  aware  of  a  few  conditions: 

■  Procedures  that  prohibit  bringing  in  software  from  the 
outside  without  the  approval  of  the  LAN  administrator  are 
ineffective.  Such  procedures  are  usually  used  only  to  discipline 
a  user  after  a  problem  has  occurred. 

■  Protection  at  the  node  level  is  impossible.  Without  physical 
control  over  the  computers,  there  is  no  way  an  administrator 
can  effectively  prevent  a  virus  attack.  An  experienced  computer 
user  can  defeat  any  virus  protection  program. 

■  Protection  at  the  network  level  is  the  best  hope,  even  though 
current  software  is  not  sophisticated  enough  for  virus  detection 
and  prevention.  Most  virus-detection  programs  are  an  adapta¬ 
tion  of  the  single-user  method. 

For  career  purposes,  a  LAN  administrator  needs  to  make  top 
management  aware  of  the  problems  and  the  plans  to  prevent 
and  eliminate  a  virus.  When  a  problem  does  occur,  management 
will  be  aware  of  the  administrator’s  concern  and  will  be  more 
sympathetic  while  the  problem  is  being  resolved. 

There  is  no  guaranteed  way  to  prevent  a  virus  attack.  A  four- 
leaf  clover  is  as  good  a  defense  as  any.  □ 

Robertson  is  the  network  administrator  at  Saint  Agnes 
Medical  Center  in  Fresno,  Calif. 
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■EDITORIAL 


Local-loop  competition  will 
improve  public  net  quality 


Users  should  be  skeptical  of 
regional  Bell  holding  company 
claims  that  the  U.S.  public  net¬ 
work  is  becoming  second  rate. 

Warning  that  foreign  coun¬ 
tries  lead  the  U.S.  in  deployment 
of  advanced  network  facilities, 
the  RBHCs  are  lobbying  for  re¬ 
forms  that  would  allow  higher 
earnings  from  local  services  and 
sweep  aside  line-of-business  re¬ 
straints. 

The  RBHCs  argue  —  often 
using  data  compiled  by  William 
Davidson,  a  professor  at  the  Uni¬ 
versity  of  Southern  California 
and  a  paid  RBHC  consultant  — 
that  local  carriers  need  higher 
earnings  to  improve  facilities 
and  services.  Davidson  even  sug¬ 
gests  that  competition  should  be 
restricted  so  that  local  carriers 
can  deliver  leading-edge  tech¬ 
nologies  to  more  consumers.  He 
calls  this  approach  a  “progres¬ 
sive  monopoly.” 

But  that  line  of  thinking  is 
flawed. 

First,  it  emphasizes  services 


for  which  demand  is  uncertain. 
For  example,  Davidson  laments 
slow  U.S.  deployment  of  Inte¬ 
grated  Services  Digital  Net¬ 
works,  despite  the  fact  that 
large-scale  demand  for  ISDN  has 
not  been  proven  to  exist  in  this 
country  or  abroad. 

The  argument  also  ignores 
important  areas  where  the  U.S. 
clearly  holds  the  lead.  For  exam¬ 
ple,  no  non-U.S.  carrier  offers 
virtual  network  services  compa¬ 
rable  to  those  available  here. 
U.S.  users  also  have  greater  free¬ 
dom  to  build  less  expensive  pri¬ 
vate  networks  than  users 
abroad. 

In  addition,  Davidson  dis¬ 
misses  the  fact  that  nearly  every 
user  group  in  the  world,  includ¬ 
ing  the  International  Communi¬ 
cations  Association,  the  Inter¬ 
national  Telecommunications 
Users  Group  and  the  Consumer 
Federation  of  America,  has 
praised  the  U.S.  network  and  me 
benefits  of  our  permissive  regu¬ 
latory  structure. 


It  would  be  difficult  to  find 
better  judges  of  the  public  net¬ 
work  than  the  customers  who 
rely  upon  it. 

And  most  importantly,  Da¬ 
vidson  ignores  the  benefits  that 
competition  has  brought  to  this 
country.  Without  a  doubt,  the 
competitive  U.S.  interexchange 
market  is  the  envy  of  users 
around  the  world. 

Why  else  would  so  many 
countries  now  be  working 
to  embrace  network  competi¬ 
tion? 

If  the  U.S.  truly  wants  to  im¬ 
prove  the  quality  of  the  public 
network  in  this  country,  regula¬ 
tory  officials  should  work  as 
quickly  as  possible  to  extend  the 
benefits  of  competition  to  the  lo¬ 
cal  loop. 

This  is  because  the  free-mar- 
ket  approach,  rather  than  the 
progressive  monopoly  tact  fa¬ 
vored  by  Davidson,  now  reigns 
supreme  as  the  best  proven  way 
to  deliver  network  services  to 
users.  □ 
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OPINIONS 


MANAGEMENT  STRATEGIES 


BY  CHUCK  PAPAGEORGIOU 

CIO  success  depends  on 
maintaining  balanced  focus 


TELETOONS 


BY  FRANK  AND  TROISE 


Ok-.whaf  a  relief! 
On  The  fe\ ep/ion^ 
\  +1 you  said 


you 


had  a 


damaged  node- 


LETTERS 


Many  information  systems 
(IS)  managers  at  all  levels  and 
in  all  disciplines  aspire  to  the  po¬ 
sition  of  chief  information  offi¬ 
cer  (CIO),  competing  with  one 
another  as  well  as  with  other  de¬ 
partment  managers. 

The  position  of  CIO  is  a  high¬ 
ly  visible  one  with  rewards 
equivalent  to  other  chief  officer 
positions.  In  fact,  a  select  few 
surpass  the  $1  million  a  year 
mark  in  salaries.  So  why  do  re¬ 
cent  surveys  show  that  30%  of 
the  managers  that  reach  this  po¬ 
sition  are  dismissed  or  demoted 
and  21%  leave  voluntarily? 

First,  many  senior  corporate 
managers  view  the  IS  depart¬ 
ment  as  a  support  group  inde¬ 
pendent  of  the  corporation’s 
core  business.  As  a  result,  the 
CIO  is  not  included  in  the  orga¬ 
nization’s  business  planning. 
Therefore,  the  CIO  must  under¬ 
take  the  task  of  improving  the 
company’s  information  technol¬ 
ogy  infrastructure  while  operat¬ 
ing  under  a  severe  handicap. 

The  unfortunate  result  is  that 
some  of  the  ideas  the  CIO  imple¬ 
ments,  although  good  for  the  IS 
department,  are  not  necessarily 
good  for  the  rest  of  the  organiza¬ 
tion.  Sometimes  the  effect  is  ac¬ 
tually  detrimental  to  the  goals  of 
the  corporation.  When  the  ideas 
backfire,  the  organization  holds 
the  CIO  responsible  —  a  situa¬ 
tion  that  could  have  been  easily 
avoided  through  more  careful 
planning. 

In  most  cases,  a  thorough 
evaluation  of  IS  operations  will 
reveal  that  not  all  areas  are  of 
strategic  importance  to  the  cor¬ 
poration.  With  the  help  of  other 
senior  managers,  a  plan  of  ac¬ 
tion  can  be  put  together  for  im¬ 
proving  those  areas  that  are  of 
strategic  importance. 

Another  factor  that  contrib¬ 
utes  to  CIO  failures  is  that  most 
managers  dislike  —  and  some¬ 
times  resist  —  change. 

Many  CIOs  fail  in  their  posi- 

Papageorgiou  teaches  in¬ 
formation  technology  and  is  a 
staff  member  of  the  telecom¬ 
munications  department  at  a 
Fortune  100  company. 


tions,  despite  all  the  support 
they  get  from  superiors,  because 
they  never  solicit  and  secure  the 
support  of  the  company’s  mid¬ 
dle  managers,  the  ones  that 
make  things  happen.  Frequent¬ 
ly,  these  managers  resist  and 
sometimes  ignore  directions 
they  think  are  unrealistic, 
threatening  to  their  jobs  or  just 
“headquarters  hype.” 

Not  keeping  communications 
channels  open  causes  line  man¬ 
agers  to  think  that  the  people 
developing  the  plans  don’t  know 
or  don’t  understand  the  me¬ 
chanics  of  their  operation, 
which  is  one  of  the  major  stum- 


s 

L-/ome  CIOs  fail 
because  they  don’t 
understand  their 
function  clearly. 

AAA 


bling  blocks  to  implementing  in¬ 
formation  technology  in  decen¬ 
tralized  organizations.  Any 
changes  that  affect  the  division’s 
budget  are  evaluated  on  their 
own  merit  with  no  concern  for 
overall  corporate  well-being. 
Short-term  gains  are  favored 
over  long-term  benefits,  and  po¬ 
litical  wars  start  to  erupt. 

This  situation  can  be  avoided. 
To  implement  a  plan  in  decen¬ 
tralized  organizations,  the  CIO 
must  do  a  cost/benefit  analysis 
for  each  division  and  prove  to 
that  division’s  management  that 
it  will  benefit  directly.  If  the  im¬ 
mediate  benefits  are  neither  ob¬ 
vious  nor  easy  to  document, 
then  the  CIO  must  convince  the 
division’s  management  that  the 
benefits  to  the  corporation  as  a 
whole  are  so  significant  that  ev¬ 
erybody  will  benefit. 

Many  CIOs  come  from  the  IS 
side  of  the  organization  and 
don’t  understand  the  business 
side  of  the  house.  They  remain 
narrowly  focused,  implement¬ 
ing  systems  on  the  basis  of  tech¬ 


nical  reasons  and  ignoring  fi¬ 
nancial  justification.  They  be¬ 
come  deeply  embroiled  in  day- 
to-day  operations  or  corporate 
politics  and  ignore  the  strategic, 
business  planning  and  staff  de¬ 
velopment  aspects  of  the  job. 

Others  have  a  financial  back¬ 
ground  but  no  understanding  of 
information  technology.  These 
CIOs  have  a  hard  time  rallying 
behind  a  system  or  solution  that 
they  don’t  understand,  especial¬ 
ly  if  the  financial  benefits  can’t 
be  outlined  clearly.  They  are  so 
overwhelmed  with  the  informa¬ 
tion  technology  options  that 
they  are  afraid  to  make  any  deci¬ 
sions  for  fear  of  failure. 

Unfortunately,  in  the  fast 
pace  of  today’s  corporate  world, 
there  is  no  time  for  complete 
analysis  of  every  option;  some¬ 
times  even  a  wrong  decision  is 
better  than  none. 

Some  CIOs  fail  because  they 
just  don’t  have  a  clear  under¬ 
standing  of  their  function.  Es¬ 
sentially,  the  CIO’s  job  is  to  per¬ 
form  information  technology 
forecasting  and  assessment  — 
in  other  words,  to  act  as  a  corpo¬ 
rate  consulting  resource  advis¬ 
ing  the  organization  how  to  use 
information  technology  either 
to  improve  current  business  or 
to  create  new  business. 

A  good  CIO  must  stay  current 
with  both  business  develop¬ 
ments  and  technological  ad¬ 
vances  that  might  affect  the  or¬ 
ganization  and  maintain  a 
forward-looking  attitude  toward 
change  —  a  tall  order  for  any 
one  person  to  fill. 

Often  the  CIO  needs  the  con¬ 
tinuing  help  and  advice  of  ex¬ 
perts  in  various  fields.  For  this 
purpose,  the  CIO  can  establish  a 
corporate  office  of  technology 
and  focus  on  selecting  which 
technologies  should  be  evaluat¬ 
ed. 

Being  a  successful  CIO  is  not 
an  unattainable  goal.  However, 
unless  we  study  successful  CIOs, 
follow  their  careers,  learn  from 
their  mistakes  and  improve  on 
their  successes,  the  failure  rate 
of  CIOs  will  remain  higher  than 
that  for  most  other  executive  po¬ 
sitions.  □ 


Less  is  not  really  more 

I  read  two  items  in  your 
June  25  issue  with  great  inter¬ 
est  because  of  the  contradic¬ 
tory  messages  they  conveyed. 

The  first  was  the  Worth 
Noting  box  in  the  Local  Net¬ 
working  section,  which  point¬ 
ed  out  that  not  many  people 
are  currently  using  OS/2  and 
LAN  Manager  —  and,  I  pre¬ 
sume  by  extension,  LAN  Serv¬ 
er.  In  spite  of  this,  Madge 
Networks  is  deluged  with  a 
steady  stream  of  requests 
from  users  for  support  for 
OS/2  Extended  Edition. 

As  a  consequence  of  these 
requests,  we  have  added  the 
provision  of  OS/2  Extended 
Edition  support  to  our  devel¬ 
opment  schedule  as  a  high- 
priority  item. 

A  few  pages  later  in  that 
same  issue,  I  came  across 
John  McQuillan’s  opinion 
piece  (“Boundless  list  of  op¬ 
tions  can  lead  to  user  head¬ 
aches,”  NW,  June  25). 

If  McQuillan’s  point  is  that, 
as  vendors,  we  should  use 
some  discretion  and  not  pro¬ 
vide  some  solutions,  we  think 
that  is  unacceptable. 

Our  whole  purpose  is  to 
provide  users  with  as  many 


options  as  we  possibly  can. 
Our  current  support  of  differ¬ 
ent  network  operating  system 
drivers  and  associated  infor¬ 
mation  files  is  now  just  under 
1M  byte  and  growing. 

But  if  McQuillan’s  point  is 
that  providing  many  options  is 
confusing,  then  it  is  our  bur¬ 
den  as  vendors  to  try  to  sim¬ 
plify  the  choices  for  our  users, 
not  to  limit  their  options  as 
his  column  implies. 

In  our  case,  rather  than 
confronting  users  with  a  disk¬ 
ette  full  of  undecipherable 
subdirectories  and  supporting 
manuals,  we  have  developed 
an  installation  program  that 
walks  the  user  through  all  of 
the  choices  of  network  operat¬ 
ing  system  and  command  line 
options  that  are  designed,  in 
large  measure,  to  support  a 
wide  variety  of  hardware  plat- 
( continued  on  page  38) 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed, 
double-spaced  and  sent  to 
Editor,  Network  World,  161 
Worcester  Road,  Box  9172, 
Framingham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 


NOTHING  CONTRIBUTES  MORE  TO  PEACE  OF  SOUL  than  having  no  opinion  at  all.  We 
must  have  lots  of  peaceful  readers  out  there.  Stir  things  up  by  writing  an  opinion  column  for  us! 

Columns  should  be  600  words  in  length  and  submitted  on  disk,  via  modem  or  through  MCI  Mail 
at  390-4868. 

If  you’d  like  to  write  a  column,  call  Alison  Conliffe,  assistant  features  editor,  at  (508)  820-7416 
or  fax  your  idea  to  us  at  (508)  820-3467. 
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CONTINUED  FROM  PAGE  1 
ing  cards,  travel  cards,  credit 
cards.  But  they  all  have  the  same 
function  —  allowing  users  to 
charge  phone  calls  to  home  or 
business  accounts. 

The  calling  card  products 
available  on  the  market  today  are 
at  different  stages  of  develop¬ 
ment  within  each  of  the  carrier 
product  lines. 

Modern  competitive  calling 
cards  —  those  offered  by  all  of 
the  major  long-distance  provid¬ 
ers  —  trace  their  roots  back  to 
the  days  before  the  establishment 
of  equal  access,  which  is  now  al¬ 
most  universally  available 
throughout  the  U.S. 

Looking  back 

The  first  calling  card  service, 
the  AT&T  Calling  Card  —  origi¬ 
nally  known  as  the  AT&T  Credit 
Card  —  debuted  in  the  early 
1970s.  It  is  one  of  the  oldest  long¬ 
distance  products,  older  than 
mileage-sensitive  business  line- 
based  WATS  products  or  switched 
access-based  800  services. 


AT&T  created  the  AT&T  Credit 
Card  to  take  pressure  off  compa¬ 
ny  operators  handling  calls  billed 
to  home  numbers.  This  card  took 
advantage  of  changes  in  technol¬ 
ogy  that  let  the  user  input  num¬ 
bers  via  push-button  keypads. 

The  AT&T  Credit  Card  initially 
allowed  the  user  to  make  calls  in 
much  the  same  manner  as  today. 
The  user  dialed  0  plus  the  tele¬ 
phone  number,  then  entered  the 
calling  card  number  when 
prompted.  This  was  the  de  facto 
standard  against  which  all  other 
travel  cards  were  evaluated. 

To  avoid  fraud,  AT&T  uses  a 
proprietary  data  base  to  validate 
the  calling  card  authorization 
codes  and  to  process  calls.  All 


CHART • GUIDE 

A  chart  comparing  RBHC 
travel  and  calling  cards  be¬ 
gins  on  page  36,  and  a  chart 
comparing  interexchange 
carrier  travel  and  calling  card 
offerings  starts  on  page  37. 


calling  card  numbers  must  be  val¬ 
idated  before  a  call  is  placed. 
Fraud  is  a  major  concern  within 
the  industry  as  millions  of  dollars 
each  year  are  lost  when  stolen  au¬ 
thorization  numbers  are  used  to 
make  unauthorized  calls. 

In  the  first  days  of  long-dis¬ 
tance  competition,  AT&T  levied  a 
service  charge  of  $1.15  per  call 
for  using  the  card.  This  covered 
the  additional  expense  of  main¬ 
taining  a  data  base,  card  produc¬ 
tion  and  other  service-specific 
costs. 

The  AT&T  Credit  Card  quickly 
became  universally  accepted  by 
users.  AT&T  used  its  all-impor¬ 
tant  Bell  operating  company  and 
other  local  exchange  carrier  rela¬ 
tionships  to  make  universal  ac¬ 
cess  and  billing  a  reality. 

Eventually,  AT&T  changed  the 
name  of  the  card  to  the  AT&T 
Calling  Card.  The  carrier  began 
issuing  the  card  in  plastic  with  a 
magnetic  strip  on  the  back  —  a 
tie-in  to  the  AT&T  Card  Reader 
phones  now  seen  in  airports,  ho¬ 
tels  and  other  locations.  By  en- 
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couraging  customers  not  to 
punch  in  their  AT&T  Calling  Card 
numbers,  the  carrier  was  poten¬ 
tially  cutting  back  on  fraud  be¬ 
cause  authorization  code  pirates 
could  not  see  callers  entering  the 
digits. 

AT&T  steadily  lowered  its  sur¬ 
charges,  partly  because  improve¬ 


ments  in  data  base  technologies 
and  operations  lowered  the  costs 
of  providing  the  validation  func¬ 
tion,  but  also  for  competitive  rea¬ 
sons.  As  of  June  1, 1990,  the  ser¬ 
vice  charge  was  80  cents  per  call 
for  the  Classic  AT&T  Calling 
Card. 

It  was  against  this  backdrop 
that  AT&T’s  competitors  —  MCI 


Communications  Corp.,  Satellite 
Business  Systems  and  US  Sprint 
Communications  Co.  (then 
known  as  GTE  Sprint)  —  started 
to  offer  their  own  travel  card  ser¬ 
vices.  They  were  handicapped 
from  the  start. 

Before  the  days  of  equal  ac¬ 
cess,  customers  of  alternative 


long-distance  services  had  to  dial 
an  access  number  plus  additional 
account  and  authorization  num¬ 
bers  to  access  their  carrier’s  net¬ 
work.  While  autodialers  may 
have  alleviated  some  of  this  task 
at  the  home  or  office,  they  were 
of  little  help  on  the  road.  A  mar¬ 
ket  quickly  developed  for  small 
hand-held  tone  generators  that 


could  be  programmed  to  remem¬ 
ber  the  string  of  digits. 

First  methods 

The  first  methods  of  accessing 
non-AT&T  carrier  networks  mim¬ 
icked  local  access  options  for 
homes  and  businesses.  At  the 
time,  Feature  Group  B  circuits 
(950-0XXX  or  950-1XXX)  were 
used  for  local  access.  The  XXX 
corresponded  to  the  nationwide 
carrier  identification  number  is¬ 
sued  by  Bell  Communications  Re¬ 
search. 

Thus,  MCI  users  on  the  road 
could  dial  950-1022  and  enter 
the  called  telephone  number  and 
authorization  code,  just  as  they 
did  back  home.  In  most  cases, 
when  providing  access  in  this 
manner,  the  carriers  were  not 
adding  much  overhead  to  the 
switch  maintenance  function,  so 
they  added  no  surcharges. 

This  was  a  big  advantage  for 
AT&T’s  competitors  and  their 
customers.  If  users  did  not  mind 
the  extra  digits  —  or  if  they  used 
( continued  on  page  34 ) 


The  wide  variety  of  cards 
and  options  can  pose  costly 
questions  for  users. 
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Business  calls  from  out  here 
shouldn’t  pile  up  in  your  office. 


With  EXECU-BILL"  service  from  AT&T,  calling 
card  bills  don’t  have  to  pile  up  anywhere. 
Because  EXECU-BLLL  service  helps  you  man¬ 
age  calling  card  usage  with  a  more  efficient  way 
of  tracking  and  monitoring  card  expenses. 
Billing  is  custom  designed  to  work  the  way 
your  company  works,  whether  you  have  one 
local  office  or  many  offices  across  the  nation 
or  around  the  world.  So  all  that  tedious 
paperwork  is  eliminated. 

You  specify  who  receives  statements  and  the 
level  of  detail  each  statement  contains.  From 
special  reports  flagging  heavy  usage  to  brief 
summaries.  Your  cards  can  even  be  personal¬ 
ized  with  your  company’s  logo. 

EXECU-BLLL  service  is  one  more  AT&T 
advantage  that  you  can  get  with  The  AT&T 
Calling  Card  for  Business.  And  only  AT&T  ties 
calling  card  usage  to  every  interstate  volume 
discount  plan  available  such  as  AT&T PRO  " 
MTS  and  MEGACOAT  MTS.  So  regardless  of 
the  size  of  your  business,  you  always  get  the 
discounts  you  deserve. 

Y)ur  phone  system  really  isn’t  complete 
without  The  AT&T  Calling  Card  for  Business 
and  EXECU-BILL  service.  Find  out  how  you 
can  get  it  free. 

Call  your  AT&T  Account  Executive  or 

1 800  222-0400,  Ext.  2150. 


The  AL&T  Calling  Card  for  Business. 
Another  AI&T  advantage. 

A  AT&T 

The  right  choice. 


THE  CALLING  CARD  SHUFFLE 


Smart  calling  cards 

©  Bell  Atlantic  BELLSOUTH 

Bell  Atlantic  Corp.  and  BellSouth  Corp.  are  currently 
developing  calling  cards  with  such  advanced  features  as: 

&  Alternate  account  billing  -  allows  a  customer  to  bill  a  call  to  one  of 
two  accounts  already  programmed  into  the  card. 

Personal  phone  book  services  -  stores  up  to  50  phone  numbers  in 
a  microprocessor  embedded  in  the  card  and  allows  speed  dialing. 

&  Office  dialing  -  allows  a  customer  to  call  different  people  at  one 
company  location  by  dialing  the  last  four  digits  of  each  person’s 
phone  number. 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  TELECHOICE,  INC.,  MANCHESTER.  CONN. 


( continued from  page  31) 
tone  generators  —  they  could 
save  a  substantial  sum  in  sur¬ 
charges.  The  only  drawback  wras 
that  the  traveler  had  to  be  in  a  city 
where  the  carrier  had  a  switch  or 
other  means  to  access  the  carrier 
network. 

In  time,  carriers  converted  to 
longer  term  travel  card  network¬ 
ing  options,  revamping  the  ser¬ 
vices  to  bring  them  in  line  with 
the  changing  local  and  long-dis¬ 
tance  network  environment,  as 
well  as  to  make  them  more  profit¬ 
able  as  stand-alone  services.  Car¬ 
riers  began  to  levy  surcharges  for 
travel  card  calls  and,  in  some 
cases,  charged  rates  above  those 
for  regular  direct-dial  long-dis¬ 
tance.  Generally,  however,  the 
cost  remained  below  the  rate 
AT&T  charged. 

Access  into  the  long-distance 
network  is  still  somewhat  limit¬ 
ed;  0  +  dialing  is  available  on  a 
limited  basis  for  alternative  carri¬ 
ers,  whenever  the  phone  used  is 
pre-subscribed  to  that  carrier  net¬ 
work.  Otherwise,  950  and  800  ac¬ 
cess  are  still  common.  Users  dial 
those  numbers,  receive  a  network 
tone,  dial  the  telephone  number 
to  be  called,  receive  a  second  net¬ 
work  tone  and  then  input  the  au¬ 
thorization  number. 

The  effect  of  competition  on 
the  market  is  remarkable,  as  the 
Bell  operating  companies,  MCI 
Communications  Corp.,  US 
Sprint  Communications  Co.  and 
other  interexchange  carriers 
have  been  working  to  meet  and 
exceed  AT&T’s  standard  in  the 
marketplace. 

MCI  was  the  first  to  use  the 
plastic  cards  that  are  now  so  prev¬ 
alent  in  the  market,  and  US  Sprint 
has  a  braille  card.  Each  of  the  car¬ 
riers  will  print  custom-designed 
calling  cards  with  the  user  com¬ 
pany  logo  on  them  —  Corning 
Glass  Works  has  cards  imprinted 
with  the  Pink  Panther,  for  in¬ 
stance.  In  addition,  everyone  is 
adding  a  host  of  innovative  fea¬ 
tures  and  special  services  based 
on  their  calling  cards.  With  these 
changes,  each  of  the  carriers  have 
started  differentiating  their  prod¬ 
ucts  from  one  another’s. 

Hot  topic  for  the  ’90s 

The  biggest  issue  for  1990  is 
the  merging  of  calling  cards  with 
bank  credit  cards  for  customer 
use.  Southern  New  England  Tele¬ 
phone  Co.  (SNET)  was  the  first  in 
the  nation  to  introduce  a  com¬ 
bined  calling  card,  charge  card 
and  automated  teller  machine 
card,  called  the  SNET/People’s 
MasterCard  in  April  1989-  MCI 
launched  its  Card  Compatibility 
program  back  in  July  1989  with 
the  introduction  of  VISAPhone, 
which  allows  Visa  International, 
Inc.  cardholders  to  use  their  ex¬ 
isting  Visa  card  to  make  long-dis¬ 
tance  calls  over  the  MCI  network 
with  billing  to  their  Visa  card  ac¬ 
count.  The  Visa  account  number 
acts  as  an  MCI  calling  card  num¬ 
ber. 

VISAPhone  differs  from  the  US 
Sprint  and  AT&T  affinity  card 


programs.  An  affinity  card  does 
not  make  use  of  an  existing  Visa 
card  but  issues  a  new  card  that 
competes  against  banks  in  the 
credit  card  business.  Affinity 
cards  carry  the  name  of  a  compa¬ 
ny  or  organization  that  helps  pro¬ 
mote  its  use  in  return  for  a  per¬ 
centage  of  the  profits  earned  by 
the  issuing  bank. 

US  Sprint’s  affinity  card  —  the 
Sprint  Visa  card  —  is  issued 
through  State  Street  Bank  and 


Us  Sprint  now 
offers  a 
braille  card. 

▲  ▲▲ 


Trust  Co.  of  Boston.  Quietly  in¬ 
troduced  in  late  1989,  the  Sprint 
Visa  card  is  a  combined  Visa  credit 
card  and  Sprint  FONcard.  Cus¬ 
tomers  can  also  pay  their  FON¬ 
card  bills  with  the  Visa  portion  of 
the  card. 

But  in  1990,  AT&T  launched 
the  biggest  salvo  yet  in  the  calling 
card  wars:  the  AT&T  Universal 
Card,  a  combined  Visa/Master- 
Card  and  AT&T  Calling  Card. 
These  new  cards  bear  the  AT&T 
name  and  corporate  logo  but  are 
issued  by  the  Universal  Bank  of 
Columbus,  Ga.  The  AT&T  Univer¬ 
sal  Card  is  also  an  affinity  card. 

Carriers  said  they  are  hoping 
to  garner  additional  revenues 
through  these  affinity  agree¬ 
ments.  However,  such  cards  can 
raise  problems,  too.  Other  bank 
card  issuers,  as  well  as  American 
Express  Co.,  have  begun  to  view 
their  long-distance  vendors  as 
competitors  in  the  credit  card/ 
charge  card  field  and  are  switch¬ 
ing  traffic  to  carriers  without  af¬ 
finity  programs.  For  these  rea¬ 
sons,  MCI  has  been  signing  many 
partnership  agreements  with  var¬ 
ious  banks. 

BOC  and  independent  cards 

The  BOCs  and  independent 
telephone  companies  also  offer 
calling  cards,  many  of  which  have 
been  around  as  long  as  their 
counterparts  offered  by  long-dis¬ 
tance  companies. 

While  offering  much  the  same 
functionality  as  long-distance 


carriers’  cards,  the  local  ex¬ 
change  companies  are  hindered 
in  the  calling  card  market  in  the 
same  way  they  are  hindered  from 
offering  general  long-distance 
telephone  services  —  they  are 
prohibited  from  carrying  calls 
from  one  local  access  and  trans¬ 
port  area  to  another.  These  calls 
must  be  carried  by  a  pre-sub- 
scribed  long-distance  carrier.  In 
cases  in  which  an  inter-LATA  call 
is  placed,  the  local  telephone 
company  must  transfer  the  call  to 
the  pre-subscribed  inter-LATA 
carrier  for  completion. 

As  a  result,  the  local  exchange 
companies  are  touting  the  en¬ 
hanced  functionality  of  their 
cards.  For  instance,  Bell  Atlantic 
Corp.  and  BellSouth  Corp.  are 
working  to  develop  smart  cards 
that  use  special  pay  phones  and 
offer  advanced  features  (see 
graphic). 

Early  tests  of  these  micropro¬ 
cessor-based  cards  have  been 
successful,  leading  some  industry 
gurus  to  speculate  that  micro¬ 
processors  will  replace  magnetic 
strips  on  calling  cards  in  the  near 
future.  The  microprocessors  in¬ 
teract  with  software  and  hard¬ 
ware  in  the  pay  phone  equip¬ 
ment,  just  as  magnetic  tape  strips 
work  with  magnetic  strip-reading 
phones. 

The  development  of  calling 
cards  and  the  entire  equal  access 
process  is  tied  to  regulatory  de¬ 
velopments.  For  example,  a  vast 
proportion  of  calling  card  calls 
are  made  from  pay  phones; 
therefore,  AT&T’s  competitors 
were  concerned  about  the  inher¬ 
ent  bias  of  pay  phone  owners  to¬ 
ward  AT&T. 

Until  1989,  all  interexchange 
0  +  calls  from  a  pay  phone  were 
sent  to  AT&T  because  it  had  al¬ 
ways  been  done  that  way.  Users 
wanting  to  access  any  carrier  oth¬ 
er  than  AT&T  had  to  dial  a  950  or 
800  number. 

However,  in  late  1988,  U.S. 
District  Court  Judge  Harold 
Greene  ordered  the  BOCs  to  stop 
favoring  AT&T  in  pay  phone  ac¬ 
cess.  After  much  discussion, 
Greene  established  an  interim 
process  in  which  all  public  pay 
phones  would  be  pre-subscribed 
to  a  selected  interexchange  carri¬ 
er,  which  meant  that  all  interex¬ 
change  long-distance  calls  from 
those  phones  would  be  processed 
by  the  pre-subscribed  carrier. 

In  addition,  Greene  ruled  that 
the  proprietor  of  the  premises 


where  the  phone  was  located 
would  decide  which  carrier 
should  be  pre-subscribed  to  the 
pay  phone.  Privately  owned  pay 
phones  were  not  subject  to 
Greene’s  order. 

Unfortunately  for  AT&T’s 
competitors,  this  ruling  has  done 
little  to  alleviate  the  bias.  The 
only  positive  effect  for  AT&T’s 
competitors  has  been  that,  in 
many  cases  now,  AT&T  custom¬ 
ers  must  dial  10288  before  plac¬ 
ing  a  call  from  a  phone  that  is  not 
pre-subscribed  to  AT&T.  Howev¬ 
er,  AT&T  is  still  favored  by  75% 
of  the  nation’s  pre-subscribed 
pay  phones,  so  odds  are  that  the 
customer  is  just  dialing  0  and  the 
number  anyway. 

Calling  card  number  valida¬ 
tion  is  a  key  issue  in  calling  cards. 
Proper  validation  can  vastly  limit 
fraud  and  save  the  carrier,  and 
the  user,  large  sums  of  money.  To 
validate  calls,  local  exchange 


companies  must  interconnect 
with  a  validation  firm’s  data  base, 
a  process  in  which  network  sig¬ 
naling  plays  an  important  role. 

Signaling  System  7  (SS7)  is 
used  by  the  long-distance  carriers 
to  compare  validated  numbers 
with  those  contained  in  a  master 
customer  data  base.  Local  ex¬ 
change  carriers  are  using  similar 
signaling  systems  to  access  their 
respective  data  bases. 

The  BOCs  are  awaiting  the  de¬ 
velopment  of  the  all-encompass¬ 
ing  national  Line  Information 
Data  Base  (LIDB),  which  will  act 
as  a  nationwide  validation  sys¬ 
tem.  Each  of  the  BOCs  has  been 
developing  its  own  LIDB  for  in¬ 
terconnection  in  1991  or  1992. 
These  interconnected  data  bases 
will  allow  any  BOC  to  validate  the 
card  of  any  other  BOC;  likewise, 
it  will  allow  the  interexchange 
carriers  to  have  access  to  the  BOC 
numbers  for  validation  as  well. 


A  look  at  the  variety  of 
calling  card  options 


Travel  cards  are  marketed  as 
either  stand-alone  products  or 
as  part  of  another  service. 
Sometimes,  they  also  have  their 
own  discount  schedules  for  vol¬ 
ume  calling  or  their  rates  may 
be  included  as  a  part  of  a  related 
long-distance  offering  such  as 
WATS  or  virtual  net  services. 

Calling  card  users  have  a  va¬ 
riety  of  options: 

■  Stand-alone  products. 
These  cards  have  their  own  ac¬ 
count,  separate  from  any  in¬ 
stalled  line  ac¬ 
counts.  In¬ 
deed,  a  custo¬ 
mer  does  not 
have  to  be  a 
subscriber  to 
any  other 
long-haul  ser¬ 
vice  to  have  a 
calling  card 
under  these 
programs. 

■  WATS- 
based  prod¬ 
ucts.  These  cards  are  integrat¬ 
ed  with  carrier  WATS  programs. 
As  such,  long-distance  usage 
through  travel  cards  usually 
counts  toward  meeting  WATS 
volume  discount  levels,  result¬ 
ing  in  higher  discounts  under 
the  WATS  plan.  With  other 
WATS-based  card  products, 
however,  a  different  schedule  of 
discounts  may  apply  to  the  call¬ 
ing  card  traffic  part  of  the  bill. 

■  Virtual  network-based 
products.  The  top-of-the-line 
in  calling  card  services,  virtual 
network  cards  offer  users  direct 
access  from  a  remote  location 
into  the  varied  functionality  of 
virtual  net  services.  Features 
such  as  call  screening  and 
forced  on-net  calling  allow  the 
telecommunications  manager 
to  control  how  calling  cards  are 


used.  Managers  can  assign  cer¬ 
tain  calling  restrictions  to  each 
card,  such  as  on-net  only,  do¬ 
mestic-only  and  international. 
Users  are  also  offered  several 
access  options. 

Usage  of  virtual  network 
cards  is  typically  included  with 
the  virtual  network  discount 
plans,  resulting  in  substantial 
discount  levels  for  card  calling. 
AT&T’s  AT&T  Card,  MCI  Com¬ 
munications  Corp.’s  MCI  Card 
and  US  Sprint  Communications 
Co.’s  FONcard 
all  have  virtual 
net  counter¬ 
parts. 

■  Facsimile 
net-based 
products.  Fax 

net  cards  offer 
functionality 
similar  to  vir¬ 
tual  network 
cards.  These 
cards  allow  a 
user  to  access 
and  use  fax  net  offerings  from 
the  road.  Once  users  have  ac¬ 
cessed  the  fax  network  with  a 
travel  card,  they  can  perform 
most  of  the  same  fax  network 
tasks  as  when  in  the  office. 
From  remote  locations,  users 
can  upload  and  download  fax 
messages,  change  routing  lists 
and  request  report  information . 
■  Credit/calling  cards. 
Hailed  as  the  cards  of  the  future, 
these  multipurpose  cards  offer 
users  both  telephone  calling 
and  banking  privileges.  These 
cards  are  marketed  as  a  one- 
stop  solution  for  users.  Thus, 
users  could  effectively  trade  in 
their  Visa  card,  automated  teller 
machine  card  and  telephone 
calling  card  for  a  single  mul¬ 
tiuse  credit  card. 

—  Daniel  Briere 


^\^rtual  network 
cards  are  the  top 
of  the  line. 
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Similarly,  many  small  independent 
telephone  companies  are  using  an  SS7  net¬ 
work  run  by  U.S.  Intelco  Networks  to  give 
their  cards  much  of  the  same  functionality 
interexchange  carrier  and  BOC  cards  have. 
These  independent  carriers  are  placing  the 
numbers  of  their  calling  card  subscribers 
into  the  U.S.  Intelco  data  base  for  storage 
and  access.  The  independent  telephone 
company  issues  its  own  calling  cards  and 
receives  payments  each  time  a  long-dis¬ 
tance  carrier  or  other  phone  company 
sends  a  computer  inquiry  to  validate  the 
calling  card.  Through  this  system,  small 
telephone  companies  are  able  to  launch 
calling  card  products  for  nationwide  use. 

Validation  problems 

Greene’s  pay  phone  pre-subscription 
ruling  may  help  alleviate  the  problems  of 
all  0  +  calls  placed  from  pay  phones  car¬ 
ried  by  AT&T.  However,  it  does  not  help 
AT&T’s  competitors  to  promote  their  own 
calling  cards  as  replacements  for  the  AT&T 
Calling  Card.  The  reason  again  lies  in  vali¬ 
dation. 

For  years,  the  BOC  and  AT&T  card  num¬ 
bers  either  had  a  main  10-digit  billed  ac¬ 
count  number  plus  a  four-digit  personal 
identification  number  (PIN)  or  a  10-digit 
AT&T  regional  accounting  office  number 
plus  a  four-digit  PIN. 

AT&T’s  competitors  use  different  for¬ 
mats.  It  is  a  relatively  simple  task  for  a 
competitor  to  accept  and  bill  for  calls  using 

New  services 
in  the  cards 

AT&T’s  competitors  are  seeking  to 
distinguish  themselves  from  the  market 
leader.  Some  unique  products  being  de¬ 
veloped  for  travel  card  users  are: 

■  US  Sprint  Communications  Co.’s 
braille  version  of  the  Sprint  FON- 
card.  This  card  offers  more  accessible 
long-distance  telephone  service  to  the 
blind.  All  numbers  necessary  to  com¬ 
plete  a  call  are  encoded  on  the  card  in 
braille.  There  is  no  extra  charge  for  the 
braille  FONcard,  which  also  features 
free  directory  assistance  and  a  free 
over-the-phone  bill  review. 

■  US  Sprint’s  voice-activated  call¬ 
ing  card,  Voice  FONcard.  This  card 
bypasses  dialed  digits  in  favor  of  voice 
commands.  For  example,  a  user  could 
say,  “This  is  Mark  Langner.  I  wish  to 
call  home.”  The  net  would  verify 
Langner’s  voice  against  a  digital  record, 
look  up  his  number  and  place  the  call. 

■  Telecom*USA,  Inc.’s  calling 
card.  This  card  allows  users  direct  ac¬ 
cess  to  enhanced  services  such  as  voice 
mail  and  conference  calling  services.  If 
a  person  cannot  be  reached,  the  caller 
can  activate  a  voice  mail  system  to  store 
a  message  for  later  automatic  transmis¬ 
sion  to  the  number  called. 

■  MCI  Communications  Corp.’s 
MCI  Fax  Card.  This  offering  gives  us¬ 
ers  the  same  functionality  on  the  road 
as  at  the  home  office,  which  is  critical 
for  downloading  facsimile  messages 
from  personal  mailboxes  to  a  fax  ma¬ 
chine  at  a  hotel  or  other  remote  office. 
Additional  authorization  and  security 
code  features  can  provide  an  important 
safety  buffer  to  ensure  that  unautho¬ 
rized  persons  do  not  read  fax  messages. 

—  Daniel  Briere 


the  AT&T/BOC  residential  numbering 
scheme  —  the  billing  number  is  in  the  call¬ 
ing  card  number.  But  it’s  not  so  easy  with 
corporate  billing  and  proprietary  formats; 
for  example,  there’s  no  way  for  MCI  to 


trace  the  numbers  of  US  Sprint  users.  Thus, 
the  entire  process  still  favors  AT&T’s  for¬ 
mats. 

The  BOCs  have  said  that  if  AT&T’s  com¬ 


petitors  want  to  convert  their  numbers  to 
the  BOC/AT&T  format,  the  BOCs  will  store 
the  interexchange  numbers  in  their  data 
bases.  However,  this  blurs  the  distinction 
among  the  various  carriers’  cards.  Each  in¬ 


terexchange  carrier’s  card  would  be  ac¬ 
cepted  on  any  competitor’s  interexchange 
network,  thus  defeating  a  primary  reason 
for  having  carrier-specific  numbers  —  to 


encourage  greater  traffic  over  a  particular 
carrier’s  network. 

Another  solution  is  for  all  of  the  carri¬ 
ers  —  AT&T,  MCI,  US  Sprint  and  others  — 
to  change  to  an  entirely  new  numbering 
system,  under  which  all  calling  card  num¬ 
bers  would  be  unique  and  each  number 
would  be  associated  with  a  particular  carri¬ 
er.  However,  there  are  nearly  100  million 
cards  in  circulation;  replacing  each  of 
these  would  cost  the  carriers  an  enormous 
amount  of  money. 

The  carriers  could  also  convert  to  an  ex¬ 
isting  international,  19-digit  calling  card 
standard.  However,  this  standard  requires 
five  digits  more  than  are  currently  used. 

There  are  no  easy  solutions  to  the  fu¬ 
ture  of  calling  card  validation.  When  the 
( continued  on  page  36 ) 
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he  entire  process  still  favors  AT&T’s  formats. 
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■  Transmission  Media 

■  Host  Network  Architecture 
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■  NETWORK  WORLD 


RBHC  calling  and  travel  cards 


Company 

Product 

A  *  , 

Method  of 
access 

Instant 

credit 

available 

for  mis- 

dialed 

calls 

Account 

codes 

available 

Call  detail 

Installation 

charges/ 

monthly 

charges 

Usage  fees 

Volume 

discounts 

Magnetic 
stipe  for 
reader 
phones 

Vanity 

cards 

Cards 

accepted  by 

Own 

network 

accepts 

cards 

Operator  services/ 
language  available 

Ameritech 

Chicago 

Contact  local  service 
office 

Americas 
Calling  Card 

0+ number 

No,  credit 
on  bill 

Yes 

Included  as 
part  of  DDD/ 
WATS  bills 

$0/$0  for  stan¬ 
dard  service; 
marginal 
charges  for 
specialized 
billing 

BOC  transport 
rates  plus  sur¬ 
charge  (2) 

None 

Yes 

No 

All  major  inter¬ 
exchange 
carriers,  all 
RBHCs 

AT&T,  other 
BOCs 

Third-party  billing, 
collect  calling, 
conference  services, 
person-to-person/ 
None 

Bell  Atlantic  Corp. 
Arlington,  Va. 

(800)  235-0100 

Bell  Atlantic 

I.Q.  Card 

0+ number 

Yes 

No 

Included  as 
part  of  DDD 

$0/$0  for  stan¬ 
dard  service 

BOC  transport 
rates  plus  sur¬ 
charge  (5) 

None 

Yes 

No 

All  major  inter¬ 
exchange 
carriers,  all 
RBHCs 

AT&T,  other 
BOCs 

Third-party  billing, 
collect  calling, 
conference  services, 
(1)  person-to-person/ 
None 

BellSouth  Corp. 

Atlanta 

Contact  local  business 
office 

Calling  Card 

0  + number 

No 

Yes 

Included  as 
part  of  DDD/ 
WATS  bills 

$0/$0 

BOC  transport 
rates  plus  sur¬ 
charge  (3) 

None 

Yes 

No 

All  major  inter¬ 
exchange 
carriers,  all 
RBHCs 

AT&T, 

American 

Express, 

Visa, 

Discover, 
Diners  Club, 
MasterCard 

Third-party  billing, 
collect  calling, 
conference  services, 

(1 )  person-to-person/ 
Spanish 

Nynex  Service  Co. 

White  Plains,  N.Y. 

In  N.Y.:  (800)  863-8663 

In  New  England:  (800) 
922-8383 

Calling  Card 

0+ number 

Yes 

No 

Included  as 
part  of  DDD/ 
WATS  bills 

$0/$0 

BOC  transport 
rates  plus  sur¬ 
charge  (4) 

None 

Yes 

No 

All  major  inter¬ 
exchange 
carriers,  all 
RBHCs,  alter¬ 
native  operator 
service  firms 
AT&T,  Ameri¬ 
can  Express, 
Visa,  Discover, 
Diners  Club, 
MasterCard 

AT&T, 

American 

Express, 

Visa, 
Discover, 
Diners  Club, 
MasterCard 

Collect  calling,  con¬ 
ference  services,  (1) 
person-to-person, 
third-party  billing/ 
None 

Pacific  Bell 

San  Francisco 
(800)  621-0430 

Pacific  Bell 
Calling  Card 

0  +  number 

Yes 

Yes:  NRC, 

$0;  MRC, 
$.40  per  call 

Included  as 
part  of  DDD/ 
WATS  bills  or  a 
separate  bill  if 
used  with 
account  codes 

$0/$0  for  stan¬ 
dard  service 

BOC  transport 
rates  plus  sur¬ 
charge  of  $.40 
per  call 

Yes,  call 
bonus  plan 

Yes 

Yes,  costs 
based  on 
individual 
basis 

All  major  inter¬ 
exchange 
carriers,  all 
RBHCs 

AT&T  Card, 
Affinity  inter¬ 
exchange 
carriers  cards 

Third-party  billing, 
collect  calling, 
conference  services, 
(1)  person-to-person, 
one  number  calling 
card/Spanish, 

Chinese  (Cantonese 
and  Mandarin), 
Korean,  Vietnamese 

Southern  New  England 
Telephone  Co. 

New  Haven,  Conn. 
Contact  local  business 
office 

SNET  Calling 
Card 

0  + number 

Yes 

No 

Included  as 
part  of  DDD/ 
WATS  bills 

$0  for  line- 
based  cards, 

$3  for  nonline- 
based  cards/ 

$0  for  standard 
service 

BOC  transport 
rates  plus  sur¬ 
charge  of  $.24 
per  intra-LATA 
call,  $3  for 
person-to- 
person  calls 

No 

Yes 

No 

All  major  inter¬ 
exchange 
carriers,  all 
RBHCs,  all  Ca¬ 
nadian,  all  809 
area  code  com¬ 
panies 

AT&T  Card, 
Diners  Club, 
independent 
local  ex¬ 
change 
carrier  cards 

Third-party  billing, 
collect  calling, 
conference  services, 
(1)  person-to-person, 
handicapped, 
assisted  emergency 
calls/Spanish 

Southwestern  Bell 
Telephone  Co. 

St.  Louis 

Contact  local  business 
office 

SelectCard 

0  + number 

Yes 

No 

Included  as 
part  of 
DDD/WATS 
bills 

$0/$0  for  stan¬ 
dard  service 

BOC  transport 
rates  plus  sur¬ 
charge  of  $.30 
per  call;  initial 
period  for  calls, 
1  min 

No 

Yes 

No 

All  major  inter¬ 
exchange 
carriers,  all 
RBHCs 

AT&T  Card, 
Diners  Club, 
independent 
local  ex¬ 
change 
carrier  cards 

Third-party  billing, 
collect  calling, 
person-to-person/ 
Spanish  (in  Texas) 

DDD  =  Direct  distance  dialing 

MRC  =  Monthly  recurring  charge 

NRC  =  Nonrecurring  charge 

FOOTNOTES: 

(1)  Intra-LATA  only. 

(2)  For  calls  within  its  territories,  surcharges  are:  Illinois,  $.35;  Indiana,  $.55;  Michigan,  $.24;  Ohio,  $.20;  and  Wisconsin  $.55.  Calls  handled  by  an  interexchange  carrier  are  subject  to  that  carrier’s  rates. 

(3)  Surcharge  varies  by  state  for  intra-LATA  calling. 

(4)  Intra-LATA  surcharge:  New  York,  $.30;  Massachusetts,  $.44;  Maine,  $.60;  New  Hampshire,  $.35;  Rhode  Island,  $.55;  and  Vermont,  $.55 

(5)  Surcharge,  tariffed  rate  different  for  each  state. 

This  chart  includes  a  representative  selection  of  vendors  in  RBHC  calling  and  travel  cards.  Most  vendors  offer  other  RBHC  calling  and  travel  cards,  and  many  vendors  not  included  offer  a  full  range  of 
competitive  products. 

SOURCE:  TELECHOICE,  INC.,  MANCHESTER,  CONN. 

( continued  from  page  35) 
LIDBs  come  on-line,  which  is  sup¬ 
posed  to  be  at  the  end  of  1991  or 
beginning  of  1992,  some  of  the 
problems  involved  with  calling 
card  validation  will  be  solved. 
However,  with  each  problem  that 
is  solved,  more  seem  to  appear. 

With  all  the  options  carriers 
offer  for  calling  card  needs,  it's 
difficult  for  telecommunications 
buyers  to  make  sure  they  are  get¬ 
ting  the  best  deal.  Some  things  to 
consider  are: 

■  Watch  for  the  deals.  With 
multiuse  cards,  the  features  of 
the  card  as  a  bank  card  —  though 
not  unreasonable  —  do  not  make 
it  competitive  with  the  best  bank 
cards  on  the  market.  AT&T’s  cur¬ 
rent  interest  rate  is  8.9%  above 
the  prime  rate,  or  18.9%  as  of 
June  1 .  The  AT&T  card  has  no  an¬ 
nual  fee  during  the  charter  peri¬ 
od.  In  contrast,  one  of  the  best 
credit  card  rates  at  the  same  time 


in  the  Northeast  was  13-5%,  with 
no  annual  fee. 

Also,  AT&T’s  initial  discounts 
on  Universal  Card  traffic,  set  at 
10%  for  1990,  are  not  equal  to 
those  available  through  AT&T’s 
other  calling  card  options.  For  ex¬ 


ample,  Software-Defined  Net¬ 
work  calling  card  usage  is  often 
discounted  more  than  25%. 

■  Watch  out  for  alternative 
operator  services.  Network 
managers  should  train  employ¬ 
ees  to  check  which  long-distance 


company  is  carrying  the  travel 
card  call. 

As  an  example,  AT&T  this  year 
placed  a  recording  on  its  network 
—  played  immediately  after  the 
initial  tone  —  that  identified  it¬ 
self  as  the  carrier.  A  caller  wish¬ 


ing  to  use  AT&T  and  who  does  not 
hear  the  tone  can  either  hang  up 
and  dial  the  equal  access  code 
plus  the  telephone  number  —  for 
example,  10288,  0  and  then  the 
number  —  or  wait  for  an  opera¬ 
tor  to  answer.  If  an  operator 


comes  on  the  line,  ask  for  either  a 
rates  operator  to  verify  the  costs 
or  for  the  carrier  of  choice. 

■  Watch  for  pirates.  Calling 
card  numbers  are  often  stolen  as 
people  use  their  cards.  When  dial¬ 
ing  at  a  pay  phone,  users  should 


cover  the  keypad  with  one  hand 
to  protect  the  security  of  the  code 
or  use  card-reader  phones. 

■  Watch  for  shortcuts.  Some 
carriers  have  special  deals  that 
bypass  surcharges  on  calls.  MCI’s 
Around  Town  option,  for  in¬ 


stance,  allows  for  950  access  in  a 
subscriber’s  hometown  with  only 
a  2 5 -cent  surcharge. 

■  Watch  for  800  applica¬ 
tions.  Many  customers  could 
substitute  800  service  for  calling 
card  service  if  the  traffic  involves 
making  a  lot  of  calls  to  the  home 
office  or  another  specific  site.  Us¬ 
ers  should  analyze  monthly  bills 
for  calling  patterns. 

Calling  cards  will  take  on  an 
increasingly  important  role  in 
providing  users  with  remote  ac¬ 
cess  to  carrier  networks,  includ¬ 
ing  the  carrier’s  enhanced  ser¬ 
vices  and  offerings. 

In  addition,  the  trend  toward 
integrating  various  types  of  cards 
into  super  cards  will  continue  as 
data  bases  are  linked  and  the  nec¬ 
essary  signaling  systems  are  im¬ 
plemented  between  the  carriers 
and  other  service  providers  to 
add  functionality  to  the  card. 

( continued  on  page  38) 


^Nietwork  managers  should  train  employees  to  check  which 
long-distance  company  is  carrying  the  travel  card  call. 
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Interexchange  carrier  calling  and  travel  cards  (continued  on  page  38) 


Company 

Product 

Access 

availability 

Method  of  access 

Instant 

credit 

available 

for  mis- 

dialed 

calls 

Account 

codes 

available 

Call  detail 

Installation 

charges/ 

monthly 

charges 

Usage  fees 

Discount 

calling 

plans 

Magnetic 
strip  for 
card 

Vanity 

cards 

Card  accepted 
by 

Own 

network 

accepts 

cards 

Operator 

services/ 

languages 

available 

AT&T 

Basking  Ridge,  N.J. 
(800)  225-5288 

AT&T  Calling 
Card 

50  states,  Puerto 
Rico,  Virgin 
Islands,  Mexico, 
Canada  and  over 
260  other  foreign 
countries  and 
territories 

In  the  U.S.:  0  + 
number  or  10-ATT- 
0  +  number;  from 
a  foreign  country: 
USADirect  Service 
and/or  in-country 
operator  (use  1 M 
number  on  calling 
card) 

Yes 

No 

Included  as 
part  of  DDD/ 
WATS  bills 

None/none 

DDD  rates  plus 
$0.80  service 
charge  per  call 

Yes 

Yes 

No 

All  major  IXCs; 
all  BOCs;  over 
260  foreign 
countries  and 
territories 

AT&T 

calling 

cards;  BOC 

cards; 

commercial 

credit 

cards  from 

select 

locations 

General 
assistance; 
collect  calls, 
billed-to-third- 
number  calls; 
person-to- 
person  calls; 
calling  card 
calls;  services 
for  the 
deaf/AT&T 
Espanol 

AT&T  Calling 

Card  (for 

customers 

without 

telephone 

service) 

50  states,  Puerto 
Rico,  Virgin 
islands,  Mexico, 
Canada  and  over 
260  other  foreign 
countries  and 
territories 

In  the  U.S.:  0  + 
number  or  10-ATT- 
0  +  number;  from 
a  foreign  country: 
USADirect  Service 
and/or  in-country 
operator  (use  1 M 
number  on  calling 
card) 

Yes 

No 

Separate  bill 
for  calling  card 

None/none 

DDD  rates  plus 
$0.80  service 
charge  per  call 

No 

Yes 

No 

All  BOCs;  over 
260  foreign 
countries  and 
territories 

AT&T 

calling 

cards;  BOC 

cards; 

commercial 

credit 

cards  from 

select 

locations 

General 
assistance; 
collect  calls, 
billed-to-third- 
number  calls; 
person-to- 
person  calls; 
calling  card 
calls;  services 
for  the 
deaf/AT&T 
Espanol 

AT&T  Call  Me 
Card  (1) 

50  states,  Puerto 
Rico,  Virgin 
Islands,  Mexico, 
Canada  and  79 
other  foreign 
countries 

In  the  U.S.:  0  + 
number  or  10-ATT- 
0  +  number;  from 
a  foreign  country: 
USADirect  Service 

Yes 

No 

Included  as 
part  of  DDD/ 
WATS  bills 

None/none 

DDD  rates  plus 
$0.80  service 
charge  per  call 

Yes 

Yes 

No 

All  major  IXCs; 
all  BOCs;  79 
foreign 
countries 

AT&T 

calling 

cards;  BOC 

cards; 

commercial 

credit 

cards  from 

select 

locations 

General 
assistance; 
collect  calls, 
billed-to-third- 
number  calls; 
person-to- 
person  calls; 
calling  card 
calls;  services 
for  the 
deaf/AT&T 
Espanol 

AT&T 

International 

Card  Products 
(2) 

50  states,  Puerto 
Rico,  Virgin 
Islands,  Mexico, 
Canada  and  over 
260  other  foreign 
countries  and 
territories 

In  the  U.S.:  0  + 
number  or  10-ATT- 
0  +  number;  from 
a  foreign  country: 
USADirect  Service 
and/or  in-country 
operator  (use  1 M 
number  on  calling 
card) 

Yes 

No 

Included  as 
part  of  DDD/ 
WATS  bills; 
separate  bill  for 
calling  card 

None/none 

Domestic:  DDD 
rates  plus 
$0.80  service 
charge  per  call; 
international: 
Operator 
Assisted 

Station  rates; 
initial  3-minute 
period  plus 
additional 
minute 

Yes 

Yes 

No 

All  major  IXCs; 
all  BOCs;  over 
260  foreign 
countries  and 
territories 

AT&T 

calling 

cards;  BOC 

cards; 

commercial 

credit 

cards  from 

select 

locations 

General 
assistance; 
collect  calls, 
billed-to-third- 
number  calls; 
person-to- 
person  calls; 
calling  card 
calls;  services 
for  the 
deaf/AT&T 
Espanol 

AT&T  Network 

Remote 

Access-Plus, 

"The  SDN  Card" 

50  states,  Puerto 
Rico,  Virgin 
Islands,  Mexico, 
Canada  and  over 
260  other  foreign 
countries  and 
territories 

In  the  U.S.:  0  + 
number,  10-ATT-0 
+  number  or 
customer-specific 
800  number;  from 
a  foreign  country: 
USADirect  Service 
and/or  in-country 
operator  (use  1 M 
number  on  calling 
card) 

Yes 

Yes: 

NRC, 
$200  per 
network; 
MRC, 
$400  per 
network 

Included  as 
part  of  DDD/ 
WATS  bills  or 
separate  card 
bill;  both 
available 

None/none 

Software- 

Defined 

Network  rates 
plus  service 
charge  per  call 

Yes, 
ranging 
from  5%  to 
32%; 

surcharges 
included  in 
calculation 
of  discount 

Yes 

Yes 

All  BOCs;  over 
260  foreign 
countries  and 
territories 

Not 

applicable 

General 
assistance; 
collect  calls, 
billed-to-third- 
number  calls; 
person-to- 
person  calls; 
calling  card 
calls;  services 
for  the 
deaf/AT&T 
Espanol 

AT&T  Execu-Bill 
Service 

50  states,  Puerto 
Rico,  Virgin 
Islands,  Mexico, 
Canada  and  over 
260  other  foreign 
countries  and 
territories 

In  the  U.S.:  0  + 
number  or  10-ATT- 
0  +  number;  from 
a  foreign  country: 
USADirect  Service 
and/or  in-country 
operator  (use  1 M 
number  on  calling 
card) 

Yes 

No 

Separate  bill 
for  card  calling 

No  charge 
when  free 
PC-based 
setup 
package  is 
used/varies 
from  $0  to 
$1,250, 
depending 
on  number 
of  cards, 
bills  and 
length  of 
contract 

DDD  rates  plus 
$0.80  service 
charge  per  call 

Yes 

Yes 

Yes 

All  BOCs;  over 
260  foreign 
countries  and 
territories 

AT&T 

calling 

cards;  BOC 

cards; 

commercial 

credit 

cards  from 

select 

locations 

General 
assistance; 
collect  calls, 
billed-to-third- 
number  calls; 
person-to- 
person  calls; 
calling  card 
calls;  services 
for  the 
deaf/AT&T 
Espanol 

AT&T  Universal 
Card 

50  states,  Puerto 
Rico,  Virgin 
Islands,  Mexico, 
Canada  and  over 
260  other  foreign 
countries  and 
territories 

In  the  U.S.:  0  + 
number  or  10-ATT- 
0  +  number;  from 
a  foreign  country: 
USADirect  Service 
and/or  in-country 
operator  (use  1 M 
number  on  calling 
card) 

Yes 

No 

Separate  bill; 
calls  billed  to 
AT&T  Universal 
Card  appear  on 
AT&T  Universal 
Card 

statement, 
which  includes 
both  purchases 
and  calls 

None/none 

10%  off  AT&T 
Calling  Card 
rates 

(reference 

above) 

No 

Yes 

No 

Anywhere 

AT&T  Calling 
Card  or 

Visa/ 

MasterCard 
are  accepted 

AT&T 

calling 

cards;  BOC 

cards; 

commercial 

credit 

cards  from 

select 

locations 

General 
assistance; 
collect  calls, 
billed-to-third- 
number  calls; 
person-to- 
person  calls; 
calling  card 
calls;  services 
for  the 
deaf/AT&T 
Espanol 

MCI 

Communications 

Corp. 

Washington,  D.C. 
(800)  888-0800 

MCI  Card 

50  states,  Puerto 
Rico,  Virgin 
Islands,  Canada 
and  21  other 
foreign  countries 

800  number,  950 
number 

Yes 

No 

Separate  bill 
for  card  calling 
or  included  as 
part  of  DDD/ 
WATS  bills 

None/none 

DDD  rates  plus 
$0.75 

surcharge  per 
charge,  $0.25 
Around  Town 
950  Access  or 
$1 .25  interna¬ 
tional 

Yes; 

separate 
volume 
discount 
for  card 

Yes 

Yes, 

costs 

vary 

MCI 

MCI  Card 

General 

assistance, 

station-to- 

station/ 

Spanish 

DDD  =  Direct  distance  dialing 
DTMF  =  Dual-tone  multifrequency 
IXC  =  Interexchange  carriers 
MRC  =  Monthly  recurring  charge 
NRC  =  Nonrecurring  charge 
VPN  =  US  Sprint's  Virtual  Private  Network 

FOOTNOTES: 

(1 )  Only  allows  calls  back  to  line  number  to  which  card  is  subscribed. 

(2)  For  international  calls: 

(a)  U.S.  expatriates  and  military  personnel  living  overseas  can  use  AT&T  Card  and  have  charges  billed  to  MasterCard  International,  Inc.  or  Visa  International,  Inc.  (issued  by  U.S.  bank)  or  American  Express  Co. 

(b)  German  citizens  can  receive  an  AT &T  Card  and  have  it  billed  on  their  Diners  Club  Germany  account  or  Visa  account  (through  Banco  de  Bantender  in  Germany). 

(c)  Through  Joint  Logo  Program,  AT&T  provides  post,  telegraph  and  telephone  administration  with  AT&T  account  number  to  be  put  on  card  with  both  companies’  logos  on  it.  Charges  appear  on  foreign  customers'  PTT  bill. 

Available  in  Australia,  Chile,  Denmark  and  Philippines. 

(d)  Any  AT&T  cardholder  can  place  AT&T  Card  calls  from  the  U.K.  and  Japan  to  other  countries.  Billed  at  Kokusai  Denshin  Denwa,  Ltd.  (Japan)  and  British  Telecom  International,  Inc.  (U  K.)  rates.  Charges  appear  on  AT&T  bill. 

(e)  USADirect  Service  allows  customers  to  place  AT&T  Card  calls  or  collect  calls  to  the  U.S.  using  an  AT&T  operator.  Available  in  79  countries. 

(3)  Management  reports  available;  NRC:  $50  to  $1 50,  MRC:  $1 0  to  $50. 

(4)  Entire  FONcard  bill  can  be  paid  via  Visa,  MasterCard,  Discover  or  Diners  Club. 

(5)  MCI  Card  Compatibility  is  available  through  enrolled  institutions  offering  bank  card  services. 

This  chart  includes  a  representative  selection  of  vendors  of  interexchange  carrier  calling  and  travel  cards.  Many  vendors  not  included  offer  a  full  range  of  competitive  products. 

SOURCE:  TELECHOICE  INC  .  MANCHESTER,  CONN. 
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THE  CALLING  CARD  SHUFFLE 
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Interexchange  carrier  calling  and  travel  cards  (continued  from  page  37) 


Company 

Product 

Access 

availability 

Method  of 
access 

Instant 

credit 

available 

for  mis- 

dialed 

calls 

Account 

codes 

available 

Call  detail 

Installation 

charges/ 

monthly 

charges 

Usage  fees 

• 

Discount 

calling 

plans 

Magnetic 
strip  for 
card 

Vanity 

cards 

Card  accepted  by 

Own 

network 

accepts 

cards 

Operator 

services/ 

languages 

available 

MCI  (continued) 

MCI  Card 
Compatibility 
(allows  long¬ 
distance  on  MCI 
Card  through 
standard  bank 
credit  card)  (5) 

50  states,  Puerto 
Rico  and  Virgin 
Islands 

800 

number 

Yes 

No 

Total  calling  bill 
included  as  line 
item  on  bank 
card 

statement;  call 
detail  provided 
by  MCI 
separately 

None/none 

Card 

Compatibility 
rates  plus 
$0.70 

surcharge  per 
domestic  and 
$0.75  per 
Canadian  call, 
$1.25 

international 

Yes,  2%  on 

calling 
more  than 
$100, 
additional 
discounts 
available 
for  interna¬ 
tional 
calling 

Yes 

No 

MCI 

Visa, 

Master- 
Card  (Fall 
1990) 

None/none 

MCI  Fax  Card 

50  states 

800 

number 

No 

No 

Included  as 
part  of  MCI 

Fax  bill 

None/none 

Fax  rates  plus 
$0.55 

surcharge  per 
domestic  call, 
$1.25 

international 

Yes,  part  of 

standard 

fax 

discount 

structure 

No 

No 

MCI  Fax 

MCI  Fax 
Card 

General 
assistance  on 
non-DTMF 
time-out  (Oct. 
1990)/none 

MCI  Vision  Card 

50  states 

800 

number 

No 

No 

Included  as 
part  of  MCI 
Vision  bill 

None/none 

$0.20  per  min, 
billed  in  6-sec 
increments  for 
domestic  calls; 
separate 
country- 
specific 
international 
rates  billed  in 
6-sec 
increments 
plus  surcharge: 
$0.60  per 
domestic  and 
Canadian  calls, 
$1.25 

international 

Yes,  card 
calling  part 
of  standard 
Vision 
discount 
structure 

No 

Yes,  costs 
vary 

MCI 

MCI  Card 

General 
assistance  on 
non-DTMF 
time-out  (Oct. 
1990)/none 

MCI  Vnet  Card 

50  states,  Puerto 
Rico,  Virgin 
Islands 

800 

number 

No 

No 

Separate  bill 
for  card  calling 
included  as 
part  of  Vnet  bill 

None/none 

Vnet  rates  plus 
surcharge: 
$0.25  per 
domestic  call, 

$1 .25  per  inter¬ 
national  call 

Yes, 

included  in 
Vnet 
volume 
discount 

No 

Yes,  no 
charge 

MCI 

None 

Operator- 
completed 
calls  available 
for  non-DTMF 
access  tele¬ 
phones/none 

Telecom*USA,  Inc. 
Atlanta 

(800)  728-3888 

Telecom'Card 

50  states 

800 

number 

Yes 

Yes, 

NRC: 

$15  to 
$150, 
MRC:  $5 
to  $15 
per 

account 

Separate  bill 
for  card  calling 
or  included  as 
part  of 

DDD/ WATS 
bills  (3) 

None/none 

DDD  rates  plus 

$0.30 

surcharge 

Yes, 

contributes 

to 

corporate 

account 

billing 

programs 

No 

Yes,  costs 
vary  on 
individual- 
case  basis 

Telecom'USA 

Visa, 

Master- 

Card, 

American 

Express, 

Diners 

Club,  BOC 
cards, 
Telecom* 
Card 

Collect  calling, 
conference 
services  (1), 
person  to 
person, 
directory 
assistance, 
station  to 
station/ 

Spanish 

(limited), 

French 

(limited) 

US  Sprint 

Communications  Co. 
Kansas  City,  Mo. 
(800)  276-6773 

US  Sprint 
FONcard 

50  states,  Puerto 
Rico,  Virgin 
Islands,  Canada 
and  14  other 
foreign  countries 
by  4Q  1990 

800 

number, 

equal 

access 

Yes, 

credit 

also 

reflected 
on  bill 

Yes;  non- 
validated, 
NRC:  $0, 
MRC:  $5 
per 

account; 

validated: 

NRC: 

$20  per 
account, 
MRC:  $7 
to  $200, 
depend¬ 
ing  on 
number 
of  codes 

Separate  bill 
for  card  calling 
or  included  as 
part  of 
DDD/WATS 
bills 

None/none 

DDD  rates  plus 
$0.75 

surcharge  per 
call,  $3.50 
person  to 
person,  $1.75 
operator 
assisted, 
collect,  $0.25 
for  VPN 
FONcard 

Yes, 

contributes 
to  various 
DDD/ 
WATS/ 

VPN 

discount 

plans 

Yes 

Yes,  no 
charge 

US  Sprint 

BOC  cards, 

FONcard 

(4) 

Third-party 

billing,  collect 

calling, 

conference 

service  (1), 

person  to 

person, 

directory 

assistance, 

international 

outbound/ 

Spanish  and 

Japanese 

DDD  =  Direct  distance  dialing 
DTMF  =  Dual-tone  multifrequency 
IXC  =  Interexchange  carriers 
MRC  =  Monthly  recurring  charge 
NRC  =  Nonrecurring  charge 
VPN  =  US  Sprint's  Virtual  Private  Network 


FOOTNOTES: 

(1 )  Only  allows  calls  back  to  line  number  to  which  card  is  subscribed .  * 

(2)  For  international  calls: 

(a)  U.S.  expatriates  and  military  personnel  living  overseas  can  use  AT&T  Card  and  have  charges  billed  to  MasterCard  International,  Inc.  or  Visa  International,  Inc.  (issued  by  U.S.  bank)  or  American  Express  Co. 

(b)  German  citizens  can  receive  an  AT &T  Card  and  have  it  billed  on  their  Diners  Club  Germany  account  or  Visa  account  (through  Banco  de  Bantender  in  Germany). 

(c)  Through  Joint  Logo  Program,  AT &T  provides  post,  telegraph  and  telephone  administration  with  AT &T  account  number  to  be  put  on  card  with  both  companies'  logos  on  it.  Charges  appear  on  foreign  customers’  PTT  bill. 

Available  in  Australia,  Chile,  Denmark  and  Philippines. 

(d)  Any  AT&T  cardholder  can  place  AT&T  Card  calls  from  the  U.K.  and  Japan  to  other  countries.  Billed  at  Kokusai  Denshin  Denwa  Ltd.  (Japan)  and  British  Telecom  International,  Inc.  (U.K.)  rates.  Charges  appear  on  AT&T  bill. 

(e)  USADirect  Service  allows  customers  to  place  AT&T  Card  calls  or  collect  calls  to  the  U.S.  using  an  AT&T  operator.  Available  in  79  countries. 

(3)  Management  reports  available;  NRC:  $50  to  $1 50,  MRC:  $1 0  to  $50. 

(4)  Entire  FONcard  bill  can  be  paid  via  Visa,  MasterCard,  Discover  or  Diners  Club. 

(5)  MCI  Card  Compatibility  is  available  through  enrolled  institutions  offering  bank  card  services. 

This  chart  includes  a  representative  selection  of  vendors  of  interexchange  carrier  calling  and  travel  cards.  Many  vendors  not  included  offer  a  full  range  of  competitive  products. 

 SOURCE:  TELECHOICE.  INC.,  MANCHESTER,  CONN. 


( continued from  page  36 ) 

Greene  said  he  favors  the  de¬ 
ployment  of  a  local  exchange  car¬ 
rier  data  base  network  in  which 
the  local  exchange  carriers  can 
send  all  0+  calls  to  the  interex¬ 
change  carrier  pre-subscribed  at 
the  billing  address  of  the  party  ac¬ 
cepting  or  being  billed  for  the 
call. 

Thus,  if  a  Boston  user  makes  a 


call  from  a  train  station  in  New 
York,  the  BOC  would  query  its 
data  base  to  identify  the  billed 
party’s  home  office  carrier. 

The  power  of  choice 

The  BOC  would  then  direct 
the  call  to  that  interexchange  car¬ 
rier’s  point  of  presence  for  com¬ 
pletion  —  not  to  the  carrier  pre¬ 
subscribed  from  the  pay  tele¬ 


phone  from  which  the  call  is 
placed. 

This  ability  is  true  to  the  con¬ 
cept  of  equal  access  —  being  able 
to  choose  a  preferred  long-dis¬ 
tance  carrier  for  the  placement  of 
all  calls.  A  pay  phone  owner’s 
pre-subscribed  carrier  will  even¬ 
tually  carry  only  those  calls  paid 
for  with  a  user's  pocket  change  at 
the  time  the  call  is  made.  □ 


Letters 

continued  from  page  29 

forms  and  communications  op¬ 
tions. 

This  is  an  era  of  multivendor 
solutions. 

The  successful  vendors  will  be 
those  that  increase  users’ 
choices,  not  narrow  them  for  the 
sake  of  simplicity. 


In  large  measure,  that  success 
will  spring  from  a  vendor’s  ability 
to  make  it  easy  for  users  to  sort 
through  all  the  options  available 
to  them. 

Edward  Murray 
Director  of 

North  American 
operations 
Madge  Networks,  Inc. 

San  Jose,  Calif. 
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ActionCenter 


AUGUST 


MODEMS 


DATACOMM  MATRIX  SWITCH 


UU*  V.3225 


MOTOROLA 


1 1  If  you’re  in  the  market  for  a  full-fledged,  full 
duplex  V.32  modem,  there  is  no  reason  to 
look  any  further.  J  J 


INFO 


WORLD  H  <The  UDS  V.32  Modem:  High-Speed 
Connections  at  a  Comfortable  Price.  J  * 


1  iUsf  fafaii  1 1  Overall,  the  V.3225  is  a  well-designed 
package  that  can  squeeze  the  most  data  into  each 
minute  of  telephone  time.  J  J 

WHY  NOT  BUY  THE  BEST  RATED  V.32 
MODEM  FROM  THE  #1  RATED*  UDS 
DISTRIBUTOR  IN  THE  UNITED  STATES  - 


DATA  PROCESSING  SCIENCES 

*  DPSC  was  named  UDS  Distributor  of  the  Year  1989  for  excellence  in 
professionalism  of  sales  force,  sales  volume,  technical  support,  inventory 
levels,  financial  stability,  responsiveness,  etc. 

Call  Ruth  Ann  Toll  Free  1-800-666-7483. 

Circle  Reader  Service  No.  1 


CABINETS 


CODARAM 

corporation 


CABINETS 

Price  starts 
from  $695.00. 
Immediate  delivery! 
All  sizes  and  colors! 

New  LAN  Server 
Cabinet  Available. 

AT&T  Paradyne 

Authorized  Distributor 


4040  Nine/McFarland  Road,  Suite  800  •  Alpharetta,  Georgia  30201 
(404)  664-3510  •  (404)  664-361 0  (FAX)  •  (800)  726-0278 

Circle  Reader  Service  No.  2 


BLOCKED  BY  OLDER 

MATRIX  SWITCH  TECHNOLOGY? 

Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


MTRX-500  512  Ports 

MTRX-4000  4096  Ports 

MTRX-8000  8192  Ports 

BENEFITS 

MTRX 

OTHERS 

‘Largest  Non-Blocked  Port  Capacity.. .8192  PORTS 

YES 

NO 

‘Up  To  98%  Data  Cable  Reduction  DTE  to  DCE 

YES 

NO 

‘4000  FT  DTE  TO  DCE  With  Twisted  Pair  Cable 

YES 

NO 

‘LAN  Based  PC  Control  -  Ethernet  Or  Token-Ring 

YES 

NO 

‘Multi-tasking  (VM-386)  Universal  Workstation 

YES 

NO 

‘Integral  BERG/BERT  and  S.A.M.  Test  Functions 

YES 

NO 

‘Non-Proprietary  Database,  dBASE  III  PLUS/IV 

YES 

NO 

‘Supports  Data  Rates  To  2.048MBPS 

YES 

SOME 

Over  30,000  Ports  Installed  At  RBOCs  and  Fortune  1000  Companies 
” The  Responsive  Ones " 


Datacomm 
Management 
Sciences  lnc. 


25  Van  Zant  Street 
East  Norwalk,  CT  06855 
TEL:  (203)  838-7183 

dBASE  III  PLUS/IV  are  trademarks  of  Ashton-Tate  Corporation 

Circle  Reader  Service  No.  8 


DATA  COMMUNICATIONS  TRAINING 


Master  the  Art  of  Data 
Communication 


Attend  a  new,  intensive  multi-course  program  that 
will  increase  your  value  to  your  organization.  Course 
one  in  this  Datacom  Qualification  Program  dissects 
data  communications  technology,  with  emphasis 
on  testing,  through  hands-on  demonstrations  and 
exercises.  Course  two  teaches  multiplexer  connec¬ 
tivity  theory  using  configuration  exercises.  Course 
three  covers  circuit  concepts  and  test  procedures  for 
analog/digital  private  lines,  voice  switched  serv¬ 
ices,  baseband,  DDS,  T1  data  networks  and  more. 
Classes  are  monthly  beginning  July  24th. 


SIGN  UP  NOW 


Call  Carole  Mazza  at 

(203)  574-1118. 


Earn  10.5  CEUs 


Circle  Reader  Service  No.  3 


DataComm  Service  Corp. 

a  subsidiary  of  General  DataComm,  Inc. 


DIAL-UP  MANAGEMENT 


£22?**; 


Monitor,  Control 
and  Report  0n; 

•  Dial  modems 

•  Leased  line  modems 

•  CSU’s/DSU’s 

•  Any  RS-232  device 

•  Voice  mail 

•  Fax  machines 

Modem  vendor  independent 
Powerful  reporting 
Busy-out  of  Ring-no-answer 
Low  cost,  simple  to  install 
(Automatic  hot  spare  swapout 
Easy,  tow  cost  expansion 

Optimize  system  utilization,  reduce  modem 
line  costs,  prevent  client  loss. 


Call  for  a  30  day  demo. 


Circle  Reader  Service  No.  9 
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ActionCenter 


AUGUST 


DIAGNOSTIC  TEST  EQUIPMENT 


THE  FASTEST  PROTOCOL  ANALYZERS 
FOR  NETWORK  TESTING  AND  ANALYSIS 


Are  Now  The  Easiest  To  Use, 
with  AR’s  New  EASY-VIEW™ 
Menu  System 

•  Test  networks  at  speeds  over  400  Kbps 

•  44MB  hard  disk  standard 

•  Record  to  disk  at  speeds  up  to  384  Kbps 

INTERVIEW*  6800,  7200,  •  Built-in  library  of  application  programs  to 

7700  TURBO  Series  test  ISDN,  Tl,  G.703,  SNA,  X.25, .  .  . 


Telenex  Corporation 
AR  Division 

7401  Boston  Blvd. 

Springfield,  V A  22153 
FAX:  (703)  644-901 1 

Circle  Reader  Service  No.  5 


Call  today  for  more  information: 
1-800-368-3261 

(in  VA  703-644-9190) 


AR  . . .  We  Make  Networks  Work 


DISASTER  RECOVERY 


AUTOMATIC  BACK-UP 
OF  DIGITAL  CIRCUITS 

Dataprobe's  Automatic  A/B  Switches  allow  digital 
circuits  to  be  backed  up  by  switched  analog  or  digital 
services. 


K-AB-232 

K-AB-V35 

K-DR7 

K-56 

SMART-LINE 


Industry's  Most  Versitile  Automatic  RS-232  A/B  Switch. 
V.35  Version  for  High  Speed  Circuits. 

Back-up  56KBS  DDS  with  V.32  Modems. 

Security  Back-up  with  Switched  56  Services. 

Dial-In  Remote  Control  for  any  A/B  Switch. 


(l)z 


D 


170  COOLIDGE  AVENUE 
ENGLEWOOD,  NEW  JERSEY  07631 
(201 )  569-6464  FAX  (201 )  894-0939 


Circle  Reader  Service  No.  4 


FREE  CATALOG 


LAN  AND  WAN  CONNECTIVITY 


THE  MOST  COMPLETE  T-1  ACCESS 
SOLUTION  FOR  AT  WORKSTATIONS 


ON  BOARD  CSIJ/DSU  LETS  YOUR  WORKSTATION  PLUG  DIRECTLY  INTO 
FRACTIONAL  AND  FULL  T-1,  PRI  ISDN  AND  El  (CEPT)  SERVICES. 


•  SINGLE  SLOT  16  BIT  AT  BUS 

•  HIGH  PERFORMANCE  IAPB  PROTOCOL 

•  SELECTABLE  X.25  PROTOCOL 

•  12  Mhz  COPROCESSOR  WITH  SHARED  MEMORY 

•  MULTIPLEXING  BUS  FOR  VOICE  AND  HIGH  SPEED  DATA 

•  FILE  TRANSFER  SOFTWARE  INCLUDED 

•  SOFTWARE  DEVELOPMENT  SUPPORT  FOR: 

Network  Gateways,  Bridges  and  Routers 
File  Servers  and  Image  Processors 

•  AUTO  DIALING/ANSWER  SOFTWARE  FOR  ISDN 

Circle  Reader  Service  No.  10 


PROM  PIUS 


A  Workgroup  Connectivity  Company 

207  High  Point  Ave.,  Portsmouth,  RI 02871 
Tfel  (401)  683-6100;  Fax  (401)  683-6105 
1-800 -777 -LANS 


NETWORK  COMPONENTS 


Brand 

New!! 


and  it’s  FREE  from  Yankee! 

Call  now  for  your  brand  new 
64-page  MOD-TAP  System 
Components  Catalog 
featuring: 

I  Baiuns/Active  Hub 
I  Distribution  Frames 
I  Patch  Panels 
I  Test  Gear 
I  Adapters 
■  Wall  Plates 

YANKEE 

TOLL-FREE  1-800-365-9720 

Circle  Reader  Service  No.  1 1 


Professiom 
Products  and 
Solutions  to 
Networking 


*  NEW  * 


LAN  PRODUCTS  CATALOG 


East: 

151  W.  Passaic  St. 
Rochelle  Park,  NJ  07662 
TEL:  (201)587-8822 
FAX:  (201)  587-8847 

Circle  Reader 


West: 

7711  Center  Avenue 
Huntington  Beach,  CA  92647 
TEL:  (714)  891-1964 
TEL:  (714)  891-7788 

s  No.  25 


Send  For  Free  Info 


NW  Aug  90 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 

Expires  11/30/90 


Name  _ 

Title  _ 

Company _ 

Phone  (  ) _ 

Street  _ 

City _ 

State  _ Zip 

NW  Aug  90 


123456789 
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ActionCcntcr 


A  UGUST 


NETWORK  PLANNING 


GrafNet  provides  instant  visual  displays  of 
network  topologies... 


PC  Software  allows  easy  viewing  of  network  configurations. 
FEATURES: 

*  Built-in  database  automatically  converts  Area  code/Prefix  to  an  on  screen  qeoqraphical 

location. 

*  Add  and  delete  lines  and  nodes  through  our  friendly  Microsoft  Windows  interface. 

*  View  topology  nation-wide  or  on  a  state  by  state  basis. 

*  Zoom  in  on  a  geographical  area  for  closer  viewing. 

*  Print  and  plot  to  any  device  supported  by  Microsoft  Windows. 


S 

GrafNet 

I  File  Configure  Report 

|  Oiew  |  Scale  Options 

■jjjfl.wii ;  - 

$450 

FREE  DEMO  DISK 


Call  today  for  more  information:  (408)  446-9598 
Network  Dimensions,  Inc.  5339  Prospect  Road,  Suite  122,  San  Jose,  CA  95129 

Circle  Reader  Service  No.  6 


NETWORK  SCANNING  AND  MONITORING 


Cable  Scanner 

Pinpoint  Network  Cable  Faults  Fast! 

The  Scanner  is  a  monitor,  fault  finder,  cable  locator  and  much  more.  Helps  you  pinpoint  the  loca¬ 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  plain  English  "short  at 
306  ft’’.  With  an  oscilloscope,  Scanner’s  high  speed,  pulse  generating  circuitry  gives  a  detailed 
view  of  the  entire  LAN  including  transceiver,  terminator  and  multiple  faults. 


*  Cable  length  measurements 

*  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Find  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  interface  cards 

*  Very  simple  to  operate 


M-Test  Equipment 

P.O.  Box  460008 

San  Francisco,  CA  94146-0008 

Call  for  Info 


Included  is  Tracer  for  locating  exactly  where 
in  the  floor,  ceiling,  wall  or  patch  panel  the  ca¬ 
ble  lies.  Cable  Scanner,  Tracer  and  Opera¬ 
tors'  Manual  are  only  $1495. 


Outside  CA:  (800)  334-4293 
Inside  CA:  (415)  861-2382 
FAX:  (415)  864-1076 

Circle  Reader  Service  No.  7 


SOFTWARE 

■  'dr  Y  .  ’ 

MANAGE  YOUR  NON-SNA  PHYSICAL 
NETWORK  FROM  NetView™ 


Network  management  Access  Program™ 


OFF  THE  SHELFB  TURNKEY  ■  GATEWAY 


•  Two-way  Command  Response  flow  for  almost  any  Device  or  Element  Manager. 

•  If  NAP  Device  Alarm  Support  Files  already  exist,  just  plug  in  the  Device.  Otherwise, 
send  us  the  Alarm  Message  Formats  and  we  will  generate  the  support  at  no  charge. 

•  On-site  System  Integration  and  Training  optionBook  ally  available. 

•  Utilizes  IBM's®NetView/PC™  Service  Point  API  for  NetView  Connection. 

•  Up  to  33  different  Devices/Element  Managers  connected  via  a  single  NAP  Gateway. 

•  Filtering,  Thresholding,  Logging,  AutomationExits,  Command  Language  (embed  in 
"C",  etc.),  NetCenter  support,  Alert  Queueing  with  automatic  recovery,  and  more. 

•  OS/2®  Presentation  Manager™  Customization  Program  allows  swift,  easy  maintenance. 

•  Customization  Program  -  $4,500.00;  Runtime  Program  -  $1 ,500.00  (per  machine) 


Automated  Network  Management,  Inc. 

formerly  Carl  Vanderbeek  &  Associates 
27134-B  Paseo  Espada,  Suite  222 
San  Juan  Capistrano,  CA  92675 

Phone:  714-493-2925  /  Fax:  714-493-2655 

or  call  your  IBM  Sales  Representative 

Circle  Reader  Service  No.  12 


TELECOM  SYNC  MONITOR 


ftfllEW  Telecom  Sync  Monitor 

The  Model  3860  continuously  monitors  up  to 
14  DS1  inputs,  and  its  modular  architecture  easily 
permits  system  expansion  for  up  to  98  input  DSIs. 
An  external  reference  such  as  GPS,  Rb  or  Cs  can  be 
utilized  to  locate  potential  SLIPS  in  synchronization 
allowing  the  sync  operator  to  evaluate  the  source  of 
the  problem  before  Frame  Slips  occur. 

♦  Eliminates  loss  of  time,  data  and  customers 

♦  Complete  alarm  reporting  of  DS1  inputs 

♦  Stores  significant  data  for  30  days 

♦  PC  controllable 

♦  Time-tag  events 

♦  Local  or  remote  operation 

♦  Graphic  frequency  and  phase  plots 

♦  Tolerates  jitter  of  30  Ul  @  10  Hz 

♦  External  reference  (GPS,  Cs,  Rb) 

♦  Frequency  measurement  range  of  ±  15  PPM 


AUSTRON 


WESTERN  OFFICE 

AUSTRON,  INC 
P.O.  Box  14766 
Austin,  TX  78761-4766 
(512)  251-2313 


CENTRAL  OFFICE 

AUSTRON,  Inc. 

1930  Isaac  Newton  Sq. 
Suite  1 1 1 
Reston,  VA  22090 
(703)  471-7963 


EASTERN  OFFICE 

FREQUENCY  AND  TIME  SYSTEMS,  INC. 

34  Tozer  Road 

Beverly,  MA  01915-5510 

(508)  927-8220 

Circle  Reader  Service  No.  13 


Profits  come  from  sales... 

Sales  come  from  leads... 

Leads  come  from  an  ad  in  ActionCenter!! 

Network  World  is  the  only  publication  that  gives  you  weekly  exposure  for  a  month,  directory-type  pages, 
and  bingo  card  response  -  all  for  one  cost-effective  price! 

Call  today  and  generate  leads  and  profits  from  your  300,000  impressions  in  Network  World’s  Action  Center. 
Joan  Bayon  Pinsky  Clare  O’Brien  (Pacific  &  Mountain  Time) 

508-875-6400  800-622-1 1 08 
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NETWORKING  MARKETPLACE 


SOFTWARE 


SYSTEMS  INTEGRATION 


NOVA  SYSTEMS,  a  leading  provider  of  call-management  tools,  can  now  as¬ 
sist  you  in  developing  specialized  software  in  the  following  areas: 


*  Dynamic  Call  Vectoring 

*  Facilities  and  Load  Management 

*  CallPath  Applications 

*  Real-time  and  Multi-Media  Displays 

*  PC-Mainframe  Connectivity 

*  Local  Area  Networks 


Applications  are  tailored 
to  unique  needs.  For  fur¬ 
ther  details,  please  call  or 
write: 

CallPath  is  a  trademark 
of  IBM  Corporation 


y 


novo 

SYSTEMS  INC. 


1 030  Massachusetts  Avenue 
Cambridge,  Massachusetts  02138 
617  354-4241 


DATA  COMM|  TRAINING 


SELL  OR 
TRADE 
YOUR 
SURPLUS 

modems ,  mux's, 
data  pbx,  etc . 


REPAIRS  •  UPGRADES  •  INSTALLATION  •  CABLING  | 

m/cnm  codeK 

paradyne  j|  AT&T 

ISM  Racal-Milgo 

/4RK  CASE  Datatel 

fl]-" 


I  Universal 
J51  Data  Systems 


lOomm  I 


NEW  AND  USED  EQUIPMENT  BACKED  BY  WARRANTY 
NATIONWIDE  SERVICE,  MAINTENANCE  AND  INSTALLATION  I 


we  need  to  buy 

•  TIMEPLEX  MULTIPLEXORS 

•  UDS  20B  AB  MODEMS 

•  CODEX  208  AB  MODEMS 

•  MICOM  BOX  2  MUX  S 

•  GDC  MEGA  SWITCH 

call  us... 


(201 )  586-3070  FAX  586-3080 

#  Warwick 

DATA  SYSTEMS.  INC. 

66  FORD  ROAD.  DENVILLE.  NEW  JERSEY  07834 


INFOTRON 

EQUIPMENT 
WHOLE  UNITS/ 
SPARES 


990,  790,  632,  616,  680 
480,  380,  10  NEST’S,  ETC. 
chassis,  cabinets  &  more 
MODULES 
1 000  boards  in  stock 
all  items  50%  off  or  more! 
if  we  don’t  have  it, 
we  can  find  it. 


M.A.R.C. 
615-822-7990 
FAX  615-822-7986 


lELEtUtOf 


COMPUTER-BASED  TRAINING 

LAN 
X.25 
T1 

FOR  FREE  CATALOG 
OF  ALL  OUR  COURSES 

CALL 

1-800-542-2242 

(603)  433-2242 


Telecommunications 

Training  Monthly 


VIDEO  TAPE 
Training  &  Industry  News 

New  subject  every  month 
including: 

•  X.25  Protocol  Analysis 

•  SDLC/SNA  Protocol  Analysis 

•  ISDN  BRI  “The  Basics” 
•Switched  Telephone  Circuit 

Basics 

•T1 -Carrier 

•  Network  Topology 

•Local  Area  Network  Protocols 

•  DataCom  Concepts  ( RS-232-C) 
•Analog  Line  Measurements 

Call  for  Demo  Tape 
(215)  598-3293 


VOLUME  BUYERS 

Network  World  subscribers  are 
enterprise  network  buyers  who 
buy  your  products  and  services 
in  volume  for  use  throughout  the 
entire  enterprise. 

SCOPE  OF  PURCHASE 
RESPONSIBILITY 
Enterprise-Wide  76% 

Departmental  21  % 

Source:  December.  1989  ABC 

They  have  purchase  responsibil¬ 
ity  for  an  average  of  1 7  sites  and 
plan  to  spend  an  average  of  $3.5 
million  on  networking  equipment 
and  services  in  1990. 


COMING  TOGETHER... 
LEARNING  TOGETHER 


THE  NEW  YORK  HILTON 
Oct.  21-24,  1990 

CMA  TELCOM  90 

Call:  1  800  CMA  EXPO 

For  Complete  Conference  Information 


Buy,  Sell  Or  Announce 
Through  Network  World’s  Classified  Section 

Buying  or  selling  communications-  related  products  or  services? 

Or  do  you  want  to  announce  an  upcoming  event  or  business  opportunity? 

If  so,  Network  World’s  classified  section  is  the  right  choice  for  you. 

You’ll  reach  more  than  70,000  communications/networking  professionals 
all  of  whom  are  buying  decision  makers. 

And  you’ll  reach  them  every  week. 

Find  out  just  how  effective  and  cost  efficient 
Network  World  classified  advertising  can  be. 

For  all  the  facts  write  or  call:  Network  World,  Classified  Advertising 

Joan  Bayon  Pinsky,  161  Worcester  Rd,  PO  Box  9172, 
Framingham,  MA  01701-9172;  800-622-1108  (in  Mass.,  508-875-6400) 

Pacific  &  Mountain  time  zone  advertisers 
contact  Clare  O’Brien  at  above  address  and  telephone. 
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NETWORKING  RESOURCE  DIRECTORY 


Network  World’s  Resource  Directory  is  a  new  service  for  both  our  advertisers  and  our  readers.  The  Resource  Directory  is  updated  monthly  to  be  the  most 
comprehensive  listing  of  networking  products  and  services  available  anywhere.  With  over  two  hundred  categories  to  choose  from,  you  can  place  your 
company  under  the  most  appropriate  headings  to  make  it  easily  accessible  for  our  75,000  audited  buyers. 

All  rates  for  listings  are  sold  on  a  26-week  basis  and  are  net  priced  for  that  period.  A  line  listing  is  company  name  and  telephone  number. 

Display  listings  are  also  available  in  four  sizes.  A  display  listing  consists  of  copy  of  your  choice. 


Line  Listing  Rates  (prices  are  net  for  26-week  period) 

Company  listing . $500. 

2-9  additional  listings . $450.  per  listing 

1 0  or  more  additional  listings . $400.  per  listing 

Bold  listing  —  extra . $  50.  per  listing 


Display  Listing  Rates  (prices  are  net  for  26-week  period) 

2  5/16"  wide  x  1/2"  deep . $1 ,000. 

2  5/16"  wide  x  1"  deep . $2,000. 

2  5/16"  wide  x  1  1/2"  deep . $2,800. 

2  5/16"  wide  x  2"  deep . $3,600. 


Space  and  copy  closing  for  next  updated  issue  is  August  27.  Listing  begins  in  September  10  issue  and  runs  through  the  March  11,  1991  issue. 

For  more  information  or  the  list  of  headings,  call  Eleni  Brisbois,  Resource  Directory/Project  Manager  at  1-800-622-1108  or  508-875-6400. 

To  place  your  listing  call  1-800-622-1108  or  fax  508-651-1853  or  mail  your  order  to  Network  World,  Eleni  Brisbois/Resource  Directory,  161  Worcester  Road, 
Framingham,  MA  01701-9172. 


Computers/  Peripherals 

Facsimile  Machines 

GammaLink . 408-744-1430 

Data  Communications 

Data  Compression  Equipment 

RAD  Data  Communications  Inc. .  201-587-8822 

Diagnostic  Test  Equipment 

Analog  Line  Testers 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division  ...800-426-8688 

Cable/Interface  Testers 

Navtel  Inc . 416-479-8090 

Centralized  Network  Management  Systems 

AR  Division,  Telenex  Corp . 800-368-3261 

Communication  Devices,  Inc . 800-359-8561 

DIGILOG/CXR . 215-628-4530 

Error-Rate  Measurement  Equipment 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division  ...800-426-8688 

Optical  Fiber  Test  Equipment 
3M  Photodyne  Inc . 805-388-8378 

Performance-Measurement  Equipment 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division  ...800-426-8688 
Tektronix/LP  Com . 800-826-8675 

Protocol  Analyzers 


TEST  YOUR  NETWORK 
WITH  THE  BEST 


OUR  PROTOCOL  ANALYZERS 

*  Test  Networks  at  Higher  Speeds 

*  Are  Easier  to  Use  with  EASY-VIEW® 

*  Are  More  Powerful  and  Flexible 

*  Test  ISDN,  T1 ,  SS#7,  SNA,  X.25,... 


CALL  1-800-368-3261 

(In  Virginia  703-644-9190) 
AR  DIVISION  OF  TELENEX 


DIGILOG/CXR . 215-628-4530 

Hewlett-Packard  Company 

Colorado  Telecomm  Div . 719-531-4414 

Navtel  Inc . 416-479-8090 


Testing  Experts 

•  Protocol/Performance  Analysis 

•  BERT  &  Digital  Link  Testing 

•  Analog  Impairments  Testing 

•  Breakout  Boxes  for  all  interfaces 

(800)  2-NAVTEL 

FAX:  416/475-6524  ««  gS* 


For  whatever  you  sell  from  A  to  Z, 
you  should  place  it  under  a  heading 
in  Network  World's  Resource  Directory. 


Protocol  Analyzers  cont. 
Tektronix/LP  Com . 


.800-826-8675 


Protocol  Analyzer 

■  Full  Dual  Port  Operation 

■  40-Megabyte  Hard  Disk  Drive 

■  Capability  to  256  Kbps 

Call  1  -800-826-8675  for  full  details 

from 

Tektronix 

COMMITTED  TO  EXCELLENCE 

205  Ravendale  Drive,  Mountain  View,  CA  94043 


Telenex  Corporation . 800-222-0187 

Protocol/Interface  Simulators 

Navtel  Inc . 416-479-8090 


DSU/CSU 

Anixter . 800-343-5142 

RAD  Data  Communications  Inc.  .201-587-8822 


Front-End  Processors 

Simpact  Associates,  Inc .. 


.619-565-1865 


Microwave 

Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Modems 

Limited  Distance/Line  Drivers 

RAD  Data  Communications  Inc. .  201-587-8822 

High  Speed  (9.6kbps+) 

Anixter . 800-343-5142 

Fiber  Optic 

Canoga-Perkins  Corp . 818-718-6300 

RAD  Data  Communications  Inc.  .201-587-8822 

Multiplexers 

Fractional  T- 1 


L/i 


CONTROLS 


T.D.M.  FRACTIONAL 
& 

T-l  MULTIPLEXERS 

Toll-Quality  Voice  /  High  Speed  Data 
4:1  Voice  &  Data  Compression 

Call  1-800-366-8889 


414  Commerce  Drive  •  Fori  Washington.  PA  19034-2602 


Optical  Fiber 

Anixter . 800-343-5142 

Canoga-Perkins  Corp . 818-718-6300 

RAD  Data  Communications  Inc.  .201-587-8822 


Statistical 

RAD  Data  Communications  Inc. .  201-587-8822 
Time  Division 

RAD  Data  Communications  Inc.  .201-587-8822 

T-1 

Anixter . 800-343-5142 

Canoga-Perkins  Corp . 818-718-6300 

RAD  Data  Communications  Inc. .  201-587-8822 

Network  Management  Systems 

AR  Division,  Telenex  Corp . 800-368-3261 

Communication  Devices,  Inc.  ...800-359-8561 

Dynatech  Communications . 703-550-001 1 

Micro  Technology . 714-970-0300 

Patching  Equipment 

AR  Division,  Telenex  Corp . 800-368-3261 

Telenex  Corporation . 800-222-0187 

3M  Private  Network  Products  ...800-745-7459 
Thomas  &  Betts  Corporation.... 908-685-1 600 

Switches 

Matrix 

Dynatech  Communications . 703-550-001 1 

Telenex  Corporation . 800-222-0187 

Packet 

Amnet,  Inc . 508-879-6306 

Port  Selectors 

RAD  Data  Communications  Inc.  .201-587-8822 

Systems  Integrators 


Mk  GLASGAL 

COMMUNICATIONS,  INC. 

We  wrote  the  book  on  systems  integration! 


Providing  ALL  your  network  needs  through 
optimized  design,  installation,  integration 
and  maintenance  of  products  and  services 
from  over  130  top  LAN  and  WAN  manufac¬ 
turers. 


Worldwide  Headquarters  (201)  768-8082 


StonyBrook  Technologies,  Inc.. 516-567-6060 

Terminal  Emulation  Boards 

Avatar  Corporation . 800-282-3270 

Terminal  Servers 

Datability  Software  Systems  ....  800-DIALDSS 


VISTA 

Terminal  Server 

(1-800  DIAL-DSS; 
in  N.Y.,  212-807-7800) 

*  8  to  an  Unprecedented  1 28  Ports 

*  TCP/IP  and  LAT  Compatible 

*  8  Hayes-Compatible  Internal  Modems 

*  Full  Function  X.25  PAD 


Local  Area  Networks 

Bridges 

Anixter . 800-343-5142 

CrossComm . 508-481-4060 

EICON  TECHNOLOGY  CORP. ...  514-631-2592 

Interlink  Computer  Sciences . 415-657-9800 

RAD  Data  Communications  Inc. .  201-587-8822 

StonyBrook  Technologies,  Inc.. 516-567-6060 

Brouters 

RAD  Data  Communications  Inc. .  201-587-8822 

Gateways 

EICON  TECHNOLOGY  CORP. ...  514-631-2592 

Interlink  Computer  Sciences . 415-657-9800 

Simpact  Associates,  Inc . 619-565-1865 

StonyBrook  Technologies,  Inc.. 516-567-6060 

Installation  Services 

Coluccio  Associates  Inc . 212-908-5421 

GE  Network  Service . 513-870-4700 

Solunet  Inc . 800-828-0151 

Local  Area  Networks 

Broadband  Based 

Anixter . 800-343-5142 

Ethernet  Compatible 

Anixter . 800-343-5142 


Wiring  Systems  Specialists 

Voice  •  Video  •  Data  •  Power 


Authorized  Distributor 
800-343-5142 


DuPont-Electro-Optic  Products  800-888-LAN1 

Wise  Components,  Inc . 800-543-4333 

Fiber  Optic  Based 

Anixter . 800-343-5142 

lOBaseT  Systems 

DuPont-Electro-Optic  Products  800-888-LAN1 
Token  Ring 

Anixter . 800-343-5142 

Token  Ring  Compatible 
DuPont-Electro-Optic  Products  800-888-LAN1 

LAN  Services 

ExpertWatch 

A  unique  service  that  monitors 
your  LANs  24  hrs  a  day,  7  days  a 
week  so  that  you  don’t  have  to. 


CrossComm  Corp. 


(508)  481-4060 


LAN/Mind,  Inc . 800-325-5267 
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LAN  Test/ Management  Devices 

DIGILOG/CXR . 215-628-4530 

Hewlett-Packard  Company 

Colorado  Telecomm  Div . 719-531-4414 

Tektronix/LP  Com . 800-826-8675 

Routers 

Anixter . 800-343-5142 

Interlink  Computer  Sciences . 415-657-9800 


Security 


Encryption/Decryption  Devices 

GN  Telematic,  Inc . 508-667-8644 


Software 


Application  Development  Tool  Kit 

Proteo  Software  Inc . 800-668-6716 

Communications 

Simpact  Associates,  Inc . 619-565-1865 

IIFAXGnte" 

Facsimile  Gateway  lor  IBM  Mainframes 

HIFILEGate" 

File  Transfer  Gateway  lor  IBM  Muinf rallies 
Teubner  &  Assoc.  800-343-7070  405-624-2254 


EMail/ Messaging 

Notework  Corporation 


.617-734-4317 


Facilities  Management 

CHI/COR  Info.  Management . 312-454-9670 

DIGILOG/CXR . 215-628-4530 

Telco  Research  Corporation . 615-320-6124 

XTEND  COMMUNICATIONS . 212-725-2000 

Micro-to-Mainframe 

EICON  TECHNOLOGY  CORP. ...  514-631-2592 

Network  Management 

Communication  Devices,  Inc . 800-359-8561 

CrossComm . 508-481-4060 

DIGILOG/CXR . 215-628-4530 

Storage  Devices 
&  Media 

Computer  Room  Equipment 

Controller  Stacking  Frames 

Data  Connections,  Inc . 919-668-1077 

Structured 
Wiring  Systems 

Baiuns 

Anixter . 800-343-5142 

RAD  Data  Communications  Inc. .  201-587-8822 
The  Siemon  Company . 203-274-2523 

Thomas  &  Betts  Corporation  ....908-685-1600 


#  TRANSITION 

[  N  C  i  I  N  C  C  R  I  N  (  ■  '  NJ  t 


The  most  complete  selection  of  UTP 
and  STP  Baiuns  shipped  from  stock. 

3270  •  AS/400-3X  •  Arcnet  •  Ethernet 


Type  3  Media  Filters  •  Panels  •  Testers 
Active  Hubs  •  Passive  Hubs  •  Adapters 


(800)  335-0725  (61 2)  941  -7600 


Made  in  USA 

:  Quatrtef  4-  Better  Ber-r/ce  +  (d/Ber  Be  tee  tier 


Wise  Components,  Inc . ^800-543-4333 

Cables 

Coax 

Anixter . 800-343-5142 

Wise  Components,  Inc . 800-543-4333 


Use  Network  World’s 
Resource  Directory  for 
up-to-date  product  and 
service  offerings. 


Fiber  Optic 

Anixter . 800-343-5142 


CHROMATIC 


TECHNOLOGIES,  INC. 

31  Hayward  Street,  Franklin,  MA  02038 
508/520-1200  *  FAX  508/520-0698 


Siecor  Corporation . 

704-327-5189 

3M  Private  Network  Products .. 

800-745-7459 

Wise  Components,  Inc . 

800-543-4333 

Twisted  Pair 

Anixter . 

800-343-5142 

Wise  Components,  Inc . 

800-543-4333 

Connectors 

Anixter . 

800-343-5142 

3M  Private  Network  Products .. 

800-745-7459 

Thomas  &  Betts  Corporation... 

908-685-1600 

Wise  Components,  Inc . 

800-543-4333 

Cross  Connect  Blocks 

Anixter . 

800-343-5142 

3M  Private  Network  Products .. 

800-745-7459 

The  Siemon  Company . 

203-274-2523 

Wiring  Concentrators 

Anixter . 

800-343-5142 

SuDDort  Equipment 

Power  Distribution/ 

Equipment  Protection 

Secondary 

The  Siemon  Company . 

203-274-2523 

UPS 

3M  Private  Network  Products .. 

800-745-7459 

SuDDort  Services 

Consulting 

LAN/Mind,  Inc . 

800-325-5267 

Multi-Tech  Communications .... 

201-627-2518 

XTEND  COMMUNICATIONS . 

212-725-2000 

Educational  Training  Services 

Data  Communications 

Business  Communications  Rev.708-986-1432 

ICA . 

800-422-4636 

E-Mail  Training 

Westcon  Training  Centers . 

212-465-9000 

LAN 

Business  Communications  Rev.708-986-1432 

ICA . 

800-422-4636 

Westcon  Training  Centers . 

212-465-9000 

Novell 

LAN/Mind,  Inc . 

800-325-5267 

PTXI . 

800-783-PTXI 

Westcon  Training  Centers . 

212-465-9000 

Telecommunications 

Business  Communications  Rev.708-986-1432 

ICA . 

800-422-4636 

3COM 

PTXI . 

800-783-PTXI 

Installation  Services 

GE  Network  Service . 

513-870-4700 

Novell  Sales  and  Service 

Installation  -  cabling  -  maintenance 

Novell  Authorized  Training 

CNE  Training 

Network  Systems  &  Services 

160  5th  Ave.  NYC  -  212/691-2680 

Solunet,  Inc . 

800-828-0151 

Lease/Resale  Organization 

SOURCE  Telecommunications..  214-450-2700 

VSAT  Installations 


DO W INI L  INC. 


NATIONAL  VSAT  INSTALLATIONS  GROUP 

1  777  SOUTH  BELLAIRE  STREET  •  DENVER.  CO  80222 
(303)756-0031  FAX  (303)  756-901  1 


Telecommunications/ 

Voice 

Call  Accounting 

DIGILOG/CXR . 215-628-4530 

Telco  Research  Corporation . 615-320-6124 

XTEND  COMMUNICATIONS . 212-725-2000 

Key  Systems 

SOURCE  Telecommunications....  214-450-2700 

Fax  Processing  Systems 

The  FAX  Group . 619-792-6400 

GammaLink . 408-744-1430 

ISDN  Products 

Anixter . 800-343-5142 

Hewlett-Packard  Company 

Colorado  Telecomm  Div . 719-531-4414 


PBXs  (under  200  lines) 

SOURCE  Telecommunications. 


.214-450-2700 


Microwave  Transmitters/Receivers 

Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Voice  Response 

Syntellect  Inc . 602-789-2800 

VSAT  Customer  Premises 
Equipment 

Scientific-Atlanta,  Inc. 

Private  Networks  Business . 407-255-3000 


Transmission 

Services 


Cellular  Radio 


FCC  Licensed  Digital 'Mircrowave 
Carrier*  Bypass  •Alternate  Access 
•  Disaster  Recovery/Diversity 


•  ••• 
ooo* 


(212)  509-5115  LOCATE 

17  Battery  Place,  Suite  1200,  NX  NY  110004 


Dedicated  Lease  Line 
Communications  Transmission.  800-272-9CTI 

Facsimile 

GammaLink . 408-744-1430 

Microwave 

Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Packet  Switching 

Dynatech  Communications . 703-550-001 1 

StonyBrook  Technologies,  Inc.. 516-567-6060 

VSAT 

CSA-VSAT  Consultants . 408-996-0585 

GTE  Spacenet  Corporation . 703-848-1000 

Scientific-Atlanta,  Inc. 

Private  Networks  Business . 407-255-3000 

Wide  Area  Networks 

Concentrators 

Amnet,  Inc . 508-879-6306 

Network  Switches 

Amnet,  Inc . 508-879-6306 
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ICA  salary  study 
shows  trends 

continued  from  page  1 

“Network  professionals  are 
faring  better  than  workers  in 
most  industries  because  of  the 
law  of  supply  and  demand,”  said 
Deborah  Thobe,  principal  and 
telecommunications  compensa¬ 
tion  specialist  at  the  Dallas  office 
of  William  M.  Mercer,  Inc:,  an  in- 

(ternational  human  resources 
management  consulting  firm. 

The  survey,  which  was  con¬ 
ducted  by  Mercer,  is  based  on 
data  collected  from  more  than 
1,000  network  professionals  at 
ICA’s  97  member  companies, 
which  represent  a  cross  section  of 
industries. 

In  addition  to  compensation, 
the  survey  profiles  the  education¬ 
al  backgrounds  and  job  responsi¬ 
bilities  of  net  professionals  in  10 
job  categories  (see  chart).  It  also 
examines  the  placement  of  net¬ 
work  departments  within  corpo¬ 
rate  reporting  structures. 

Top  net  execs  fare  best 

The  survey  shows  that  senior 
net  executives  received  higher 
salary  increases  than  most  other 
net  professionals,  posting  a  7.9% 
pay  hike  from  1989  to  1990.  Se¬ 
nior  net  executives  now  receive 
an  average  salary  of  $73,700  and 
earn  average  annual  bonuses  of 
more  than  $13,000. 

Senior  net  executives  —  a  cat¬ 
egory  that  includes  such  titles  as 
vice-president  and  director  — 
are  responsible  for  charting  the 
strategic  network  direction  for 
their  companies  and  for  ensuring 
that  net  departments  achieve 
strategic  goals  and  objectives. 

Thobe  said  compensation  for 
senior  network  executives  is 
greatly  influenced  by  the  size  of 
the  corporate  communications 
budget. 

While  the  average  salary  for 
all  senior  managers  is  $73,700, 
those  who  oversee  network  bud¬ 
gets  exceeding  $50  million 
earned  considerably  more  — 
$93,100  on  average. 

Those  executives  overseeing 
budgets  between  $10  million  and 
$50  million  earn  an  average  of 
$74,700,  while  senior  net  execu¬ 
tives  with  budgets  under  $  1 0  mil¬ 
lion  earn  $67,800. 


Polaroid  uses 
Apple’s  DAL 

continued  from  page  6 
the  data  or  sends  the  dealer  infor¬ 
mation  back  to  the  agent. 

“DAL  is  a  superset  of  SQL, 
which  is  nice  because  you  don’t 
have  to  deal  with  different  lan¬ 
guages,”  Crawford  said.  “If  you 
know  SQL,  you  can  pickup  DAL.” 

When  the  system  was  first  cut 
over  about  a  year  ago,  Polaroid 
ran  into  a  few  minor  problems 
embedding  DAL  into  HyperCard 
applications  and  tuning  the  VAX- 
based  DAL  server  software,  Craw¬ 
ford  said.  “There  were  some 
teething  problems,  but  that  was 


In  addition,  job  titles  for  exec¬ 
utives  in  this  category  also  have  a 
direct  impact  on  salary.  Senior 
net  executives  with  the  title  of 
vice-president  took  home  an  av¬ 
erage  yearly  salary  of  $84,500. 
Those  holding  the  title  of  director 
had  an  average  1990  income  of 
$76,400,  while  those  with  the  ti¬ 
tle  of  manager  averaged  $69,500 
in  salary. 

These  top-level  network  exec¬ 
utives  supervised  an  average  of 
29  employees,  and  more  than 
half  (57%)  reported  having  re¬ 
sponsibility  for  international 
nets. 

In  contrast,  second-level  net 
managers  averaged  $58,600  in 
salary  for  1990,  a  7.1%  increase 


from  1989-  They  also  garnered 
yearly  bonuses  that  averaged 
$6,800. 

These  managers  typically  de¬ 
velop  short-  and  long-term  net¬ 
work  plans,  oversee  most  net¬ 
work  projects  and  have  multiple 
areas  of  responsibility,  including 
operations  and  maintenance. 
They  oversee  an  average  of  14 
employees,  and  less  than  half 
(40%)  reported  that  they  had  in¬ 
ternational  networking  responsi¬ 
bility. 

Salaries  for  these  managers 
are  less  contingent  on  network 
expenditures  than  on  the  scope  of 
their  responsibilities  within  the 
department  and  the  region  of  the 
country,  the  survey  stated. 

Managers  in  the  Northeast  had 
the  highest  average  salaries 
($69,900),  followed  closely  by 


to  be  expected.  We  were  a  beta 
site.”  Apple  helped  Polaroid 
quickly  resolve  those  problems, 
and  the  new  system  has  been 
working  fine  ever  since. 

Network  setup 

The  30  Macintosh  SEs  in  Po¬ 
laroid’s  customer  service  center 
here  are  linked  to  two  local-area 
networks,  a  coaxial  cable-based 
Ethernet  and  a  twisted-pair-based 
LocalTalk  net.  The  Ethernet  is  the 
primary  LAN,  while  the  slower 
230K  bit/sec  LocalTalk  LAN  en¬ 
sures  that  the  Macintoshes  can 
still  communicate  if  the  Ethernet 
fails,  Crawford  said. 

Polaroid  also  has  a  Vitalink 


managers  on  the  West  Coast 
($67,400).  Managers  with  the 
lowest  salaries  hailed  from  West¬ 
ern  states  ($52,400)  and  the 
mid-Atlantic  region  ($55,800). 

Other  findings 

The  survey  showed  that  most 
net  professionals  do  not  special¬ 
ize  in  a  single  technical  area  but 
are  well  versed  in  a  variety  of  net¬ 
work  disciplines  including  ad¬ 
ministration,  design,  implemen¬ 
tation  and  maintenance,  as  well 
as  operations  and  marketing. 

“The  career  path  in  [network¬ 
ing]  is  not  as  well  defined  as  in 
systems  processing,”  Thobe  said. 
“[Network]  people  tend  to  jump 
around  among  operations,  main¬ 


tenance  and  engineering,  and 
then  go  to  implementation  and 
design  areas.” 

Technical  oversight 

The  survey  also  revealed  that 
a  growing  number  of  network  de¬ 
partments  are  reporting  to  tech¬ 
nical  groups,  such  as  MIS  or  cor¬ 
porate  information  technology, 
rather  than  to  an  administrative 
unit.  This  demonstrates  the  grow¬ 
ing  importance  of  networking  in 
the  eyes  of  top  management, 
Thobe  said. 

Currently,  83%  of  the  tele¬ 
communications  departments  in 
the  survey  report  to  either  corpo¬ 
rate  information  technology 
groups  or  MIS  units.  In  contrast, 
only  50%  of  network  depart¬ 
ments  in  1984  reported  to  a  tech¬ 
nical  group.  □ 


Communications  Corp.  bridge  at¬ 
tached  to  both  the  Ethernet  and 
LocalTalk  LANs  in  the  customer 
service  center. 

Data  destined  for  the  VAX  is 
shipped  over  the  Ethernet  or  Lo¬ 
calTalk  to  the  Vitalink  bridge. 
That  bridge  is  linked  via  the  56K 
bit/sec  circuit  to  a  T-l  multiplex¬ 
er  at  Polaroid’s  engineering  facil¬ 
ity  near  the  Massachusetts  Insti¬ 
tute  of  Technology,  which  is 
located  a  short  distance  from  the 
customer  service  center. 

The  T-l  multiplexer  combines 
the  56K  bit/sec  circuit  onto  a 
leased  T- 1  circuit  that  routes  data 
to  the  VAX  housed  at  Polaroid’s 
Waltham  manufacturing  site.  □ 


ALR  intros  line 
of  superservers 

continued  from  page  4 
chitecture  are  also  available. 

The  top-of-the-line  80486- 
based  BusinessServer  33/4e 
comes  with  a  32-bit  Small  Com¬ 
puter  System  Interface  (SCSI) 
controller  that  operates  as  an 
EISA  bus-master  board. 

The  server  supports  as  many 
as  five  disk  channels  and  can  be 
configured  with  four  SCSI  con¬ 
trollers  and  one  Enhanced  Small 
Device  Interface  controller.  The 
resulting  disk  subsystem  sup¬ 
ports  the  disk  mirroring,  disk  du¬ 
plexing  and  disk  spanning  capa¬ 
bilities  of  NetWare  386. 

ALR,  along  with  other  system 
vendors  such  as  AT&T  and  IBM, 
has  elected  to  use  a  parallel  SCSI 
disk  subsystem.  This  contrasts 
with  the  proprietary,  mainframe¬ 
like  disk  array  subsystems  com¬ 
panies  such  as  Compaq  intro¬ 
duced  in  the  first  superservers. 

Vic  Sangveraphunsiri,  vice- 
president  of  systems  engineering 
at  ALR,  said,  “If  the  server  is  deal- 

Top  3Com  execs 
talk  strategy 

continued  from  page  20 
some  time  this  year  on  that  from 
3Com.” 

For  his  part,  Krause  tried  to 
lay  to  rest  any  lingering  ques¬ 
tions  people  might  have  about 
who  is  in  charge  at  3Com  these 
days.  “Eric  [Benhamou]  is  going 
to  be  running  this  company;  the 
Bill  and  Bob  show  is  over,”  said 
Krause,  referring  to  himself  and 
company  founder  Bob  Metcalfe, 
who  retired  in  June.  “It  took  us 
through  the  1980s,  and  now  it’s 
the  Eric  and  Les  [Denend]  and 
Bob  [Finnochio]  show.  They’re 
going  to  take  3Com  through  the 
1990s. 

“These  people  are  very  capa¬ 
ble  leaders,”  Krause  said. 


DEC  looks 
inward  for  staff 

continued  from  page  21 
program’s  six-person  steering 
committee  and  show  that  they 
know  how  to  use  a  VAX  terminal. 

The  courses  are  taught  by  in¬ 
structors  from  DEC’S  information 
systems  training  group  and  its 
educational  services  group,  the 
latter  of  which  provides  training 
to  DEC’S  external  customers.  In 
addition,  the  advanced  course  in¬ 
vites  network  experts  in  the  field, 
as  well  as  business  professors  at  a 
nearby  college,  to  serve  as  guest 
instructors. 

The  basic  course,  which  runs 
one  week  a  month  for  10  consec¬ 
utive  months,  provides  instruc¬ 
tion  on  DEC’S  network  technol¬ 
ogy  and  how  that  technology  is 
applied  in  DEC’S  own  communi¬ 
cations  environment,  Megna 
said. 

Specifically,  it  provides  an 
overview  of  networking  funda- 
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Salaries  by  job  title 


Job  level 

1989 

Percentage 

change 

j  Top  network  executive 

$68,100 

$73,700 

7.9% 

Manager 

$54,600 

$58,600 

7.1% 

Senior  project  engineer 

$50,100 

$53,300 

6.2% 

Supervisor 

$40,300 

$42,900 

7.1% 

Senior  analyst 

$38,200 

$41 ,400 

7.1% 

Senior  technician 

$33,000 

$35,200 

6.5% 

Intermediate  analyst 

$29,500 

$32,700 

7.7% 

Intermediate  technician 

$25,400 

$27,200 

6.2% 

Junior  analyst 

$24,600 

$27,200 

9.6% 

Junior  technician 

$21,000 

$22,600 

7.3% 

Overall  average  increase 

7.1% 

Percentage  change  figures  may  not  be  exact  because  results  were  calculated 
only  for  respondents  who  submitted  salary  figures  for  both  1989  and  1990. 
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ing  with  a  lot  of  small  records,  a 
disk  array  will  give  the  best  per¬ 
formance.  But  where  a  server- 
based  data  base  is  reading  and 
writing  a  lot  of  big  files,  multiple 
interleaved  SCSI  controllers  with 
fast  drives  will  do  as  well  as  or 
better  than  disk  arrays.” 

Also,  SCSI  controllers  support 
any  standard  SCSI  device,  includ¬ 
ing  tape  and  optical  drives,  while 
disk  array  subsystems  support 
only  a  certain  type  of  disk  drive. 

The  BusinessServer  33/4e 
comes  with  8M  bytes  of  system 
memory,  expandable  to  128M 
bytes,  and  128K  bytes  of  cache 
memory.  The  machine’s  memory 
architecture  includes  a  64-bit 
memory  bus  that  provides  twice 
the  bandwidth  of  the  typical  32- 
bit  EISA  machine.  This  bus  has  a 
single  64-bit  expansion  slot  that 
supports  a  proprietary  memory 
expansion  card. 

The  BusinessServer  33/4e 
also  has  six  32-bit  EISA  slots,  one 
1 6-bit  ISA  slot  and  one  8-bit  ISA 
slot.  Prices  start  at  $19,995  for  a 
minimally  configured  system 
with  one  330M-byte  drive.  □ 


Krause  also  made  it  clear  that 
he  expects  them  to  lead  an  inde¬ 
pendent  3Com  into  the  future. 
Poor  stock  performance  earlier 
this  year  made  the  company  a 
takeover  target,  but  when  asked 
what  was  going  on  with  respect  to 
mergers,  Krause  responded  with 
aflat  “nothing.” 

“Our  identity  states  that  we  in¬ 
tend  to  remain  an  independent 
global  data  networking  compa¬ 
ny,”  Krause  said.  “I  think  we’ve 
made  it  clear  that  we  don’t  have 
an  interest  in  being  acquired. 

“But  we  are  a  visible  compa¬ 
ny,  and  we’ve  probably  been  on 
every  major  company’s  dance 
card.  It’s  nice  to  feel  wanted,  but  I 
think  our  financial  performance 
and  our  recent  stock  perfor¬ 
mance  is  putting  a  lot  of  the 
merger  rumors  to  rest.”  □ 


mentals,  including  the  Open  Sys¬ 
tems  Interconnection  model, 
Ethernet  networks,  network 
management,  network  trouble¬ 
shooting  and  voice  communica¬ 
tions.  It  also  teaches  financial 
analysis,  negotiating  skills,  proj¬ 
ect  management  and  presenta¬ 
tion  techniques.  Finally,  network 
managers  at  DEC  are  invited  to 
discuss  their  jobs  and  challenges 
with  students,  Hall  said. 

The  advanced  course,  which 
runs  one  week  per  quarter  for  two 
years,  examines  networking 
trends  outside  of  DEC.  Course 
topics  include  integrated  voice 
and  data  communications,  T-l 
networking,  computer  protocols 
and  architectures,  and  computer 
security. 

In  addition,  students  attend  a 
two-week  residential  program  at 
Babson  College  in  Wellesley, 
Mass. ,  where  they  receive  instruc¬ 
tion  in  advanced  business  and 
management  skills  from  business 
professors.  □ 
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Firms 
pitch  CMIP 

continued  from  page  1 
set,  respectively,  that  define  the 
method  by  which  OSI  manage¬ 
ment  systems  communicate  and 
the  services  they  provide. 

As  users  migrate  to  full-blown 
OSI  networks,  they  should  be  able 
to  keep  the  same  management 
systems  and  swap  out  only  the 
transport  protocols,  proponents 
of  the  strategy  said. 

Although  it  will  take  closer 
scrutiny  to  be  sure,  it  appears  the 
proposals  have  merit,  according 
to  Laurie  Bride,  manager  of  net¬ 
work  architecture  at  Boeing 
Computer  Services  Co. 

“I  would  much  prefer  to  see 
the  investment  and  the  experi¬ 
ence  going  into  the  use  of  the  OSI 
management  protocols,  even  if 
it’s  for  managing  a  proprietary 
network,”  Bride  said.  “That 
means  it’ll  be  all  the  better  when 
they  start  providing  the  manage¬ 
ment  tools  for  OSI.” 

Such  sentiments  are  not  unan¬ 
imous,  however.  Vendors  that 
have  invested  heavily  in  OSI,  such 
as  AT&T  and  Digital  Equipment 
Corp.,  see  the  strategy  as  coun¬ 
terproductive  and  believe  it  could 
prolong  migration  to  OSI. 

Four  flavors 

IBM  has  proposed  to  the 
OSI/NM  Forum  the  use  of 
CMIP/CMIS  over  SNA,  which 
could  expand  the  range  of  devices 
under  NetView’s  control  by  giving 
other  vendors  an  industry-stan¬ 
dard  way  of  attaching  their  man¬ 
agement  systems  to  NetView.  It 
would  also  help  IBM  down  the 
road  to  OSI  by  letting  it  use  OSI 
protocols  to  manage  any  new 
SNA  products  it  may  develop  in 
the  future  (“IBM  execs  open  up 
on  net  management  issues,”  NW, 
July  30). 

Aside  from  its  OSI/NM  Forum 
proposal,  Big  Blue  is  teaming 


with  3Com  Corp.  to  create  a  vari¬ 
ation  of  CMIP  that  would  be  used 
to  manage  internetworked  Ether¬ 
net  and  token-ring  local-area  net¬ 
works  (“IBM,  3Com  work  to  ease 
management  of  local  nets,”  NW, 
July  16).  That  promises  to  pro¬ 
vide  a  means  by  which  to  manage 
multiple  LANs  from  a  central 
point  using  OSI  protocols. 

Additionally,  British  Telecom¬ 
munications  PLC,  MCI  Communi¬ 
cations  Corp.  and  Telecom  Cana¬ 
da  have  proposed  the  use  of  CMIP 
over  CCS7  nets  to  both  the  Con¬ 
sultative  Committee  on  Interna¬ 
tional  Telephony  and  Telegraphy 
and  the  OSI/NM  Forum,  accord¬ 
ing  to  Ian  Sugarbroad,  Northern 
Telecom,  Inc.’s  representative  to 
the  forum  and  its  former  vice- 
president.  That  would  help  carri¬ 
ers  use  the  CCS7  net  to  manage 
their  public  networks,  which 
could  indirectly  benefit  users  if 
carriers  agree  to  pass  on  manage¬ 
ment  data  applicable  to  users’ 
networks  (see  “Carriers’  CMIP 
plan  could  benefit  users,”  this 
page). 

Plus  there  is  another  imple¬ 
mentation  of  CMIP,  dubbed  CMIP 
over  TCP/IP  (CMOT).  Some  ven¬ 
dors  are  turning  to  the  OSI/NM 
Forum  for  direction  on  howto  im¬ 
plement  CMOT  in  a  way  that  pro¬ 
vides  a  transition  path  to  OSI,  Su¬ 
garbroad  said. 

The  OSI/NM  Forum  has  not 
yet  acted  on  any  of  the  three  pro¬ 
posals,  he  said.  In  October,  the 
forum’s  strategy  and  planning 
group,  which  has  been  studying 
the  proposals,  is  scheduled  to 
present  its  findings. 

“Right  now,  CMOT  and  SNA 
are  at  the  top  of  the  discussion 
group,”  Sugarbroad  said.  He  add¬ 
ed  that  only  the  carriers  feel 
strongly  about  using  CMIP  over 
CCS7,  with  the  rest  of  the  group 
thinking  that  SNA  and  TCP/IP  as 
transports  would  offer  more  im¬ 
mediate  benefits  to  users. 

Analysts  view  the  different 


CMIP/CMIS  proposals  as  a  posi¬ 
tive  step. 

“It  provides  a  bridge  between 
the  proprietary  world  and  the  OSI 
world  —  that’s  the  reason  IBM 
will  do  it,”  said  Dale  Kutnick, 
president  and  research  director 
at  the  META  Group,  a  consultancy 
in  Westport,  Conn. 

Not  for  purists 

Jim  Herman,  a  principal  at 
Northeast  Consultancy  Resourc¬ 
es,  Inc.  in  Boston,  agreed  with 
Kutnick. 

“I  think  it’s  much  more  impor¬ 
tant  that  everybody  agree  to  use 
CMIP  than  it  is  to  get  CMIP  over  a 
pure  OSI  stack,”  Herman  said. 
“Yes,  the  protocol  purists  will  be 
appalled  by  this  because  it’s  ugly 
and  it’s  not  the  way  things  were 
meant  to  be.” 

Purists  such  as  DEC,  which  is 
banking  on  the  success  of  OSI  by 
touting  its  OSI-compliant  DECnet 
Phase  V  and  Enterprise  Manage¬ 
ment  Architecture,  are  unhappy 
with  the  developments  surround¬ 
ing  CMIP/CMIS. 

“[The  OSI/NM  Forum]  has 
chosen  which  standards  at  each 
level  should  be  used  to  communi¬ 
cate  [management]  information 
between  systems.  To  even  pro¬ 
pose  for  that  to  happen  over  a 
proprietary  stack  is  sort  of 
against  the  whole  concept  of 
making  things  open,”  said  Bill 
Gassman,  DEC’S  marketing  man¬ 
ager  for  network  management. 

AT&T,  another  vendor  that 
has  invested  heavily  in  OSI  net 
management  within  its  Unified 
Network  Management  Architec¬ 
ture,  also  takes  issue  with  using 
CMIP/CMIS  over  non-OSI  nets. 

“I  think  there  needs  to  be 
mechanisms  through  which  cus¬ 
tomers  can  evolve  to  full  OSI, 
[but]  I’m  not  sure  if  retrofitting 
the  OSI  model  is  the  right  way  to 
go,”  said  Skip  Jonas,  staff  manag¬ 
er  of  network  management  prod¬ 
uct  management  at  AT&T.  □ 


Carriers’  CMIP  plan  could  benefit  users 


Users  stand  to  benefit  indi¬ 
rectly  from  a  proposal  by  sever¬ 
al  carriers  to  use  OSI  net  man¬ 
agement  protocols  over  Com¬ 
mon  Channel  Signaling  System 
7  (CCS7)  to  collect  manage¬ 
ment  data  on  public  nets  and 
pass  some  of  it  to  customers. 

British  Telecommunications 
PLC,  MCI  Communications 
Corp.  and  Telecom  Canada  are 
backing  a  proposal  to  use  Open 
Systems  Interconnection  net 
management  protocols  over 
CCS7  to  manage  their  public 
networks.  The  idea  has  been 
proposed  to  both  the  Consulta¬ 
tive  Committee  on  Internation¬ 
al  Telephony  and  Telegraphy 
and  the  OSl/Network  Manage¬ 
ment  (NM)  Forum,  according  to 
Ian  Sugarbroad,  Northern  Tele¬ 
com,  Inc.’s  representative  to 
the  OSI/NM  Forum. 


While  it’s  technically  feasi¬ 
ble  for  the  carriers  to  allow  us¬ 
ers  to  garner  management  data 
from  CCS7  using  a  management 
system  based  on  the  Common 
Management  Information  Pro¬ 
tocol  (CMIP)  and  Common 
Management  Information  Ser¬ 
vices  (CMIS),  no  one  expects 
that  to  happen  because  it  could 
put  carrier’s  nets  at  risk  of 
sbuse 

But  CMIP  and  CMIS  could  en¬ 
able  carriers  to  provide  a  fairly 
seamless  mechanism  for  them 
to  pass  information  to  users 
through  a  gateway  manage¬ 
ment  system.  Such  a  gateway 
would  lock  users  out  from  the 
workings  of  CCS7  but  give  them 
access  to  management  data. 

Carriers  are  interested  in  us¬ 
ing  CCS7  as  a  transport  mecha¬ 
nism  for  net  management  data 


because  they  claim  it  is  a  reli¬ 
able  and  efficient  network. 

Bell  Communications  Re¬ 
search  is  also  working  on  a  pro¬ 
tocol,  dubbed  Operations  Main¬ 
tenance  Application  Part 
(OMAP),  that  supports  much  of 
the  same  set  of  operations  and 
parameters  as  CMIP  and  CMIS 
do.  OMAP  packets  would  run 
over  the  CCS7  net  to  check,  for 
example,  for  points-of-routing 
failure  and  find  the  root  of  fail¬ 
ure,  said  Lyndon  Ong,  a  mem¬ 
ber  of  Bellcore’s  technical  staff. 

Skip  Jonas,  staff  manager  for 
network  management  product 
management  at  AT&T,  said  us¬ 
ers  can  expect  the  use  of  CMIP 
or  similar  protocols,  such  as 
OMAP,  to  lead  to  more  en¬ 
hanced  management  data  on 
carrier  services  that  use  CCS7. 

—  Paul  Desmond 


Groups  say  AT&T 
withheld  savings 

continued  from  page  2 
lion.  The  groups  say  that  savings 
to  AT&T,  based  on  its  64%  share 
of  the  switched  services  market 
alone,  were  about  $621  million. 
But  in  its  annual  price  cap  filing, 
which  took  effect  July  1,  AT&T 
proposed  lowering  rates  by  only 
$300  million  —  a  difference  of 
$321  million. 

The  groups  say  that,  in  the 
price  cap  filing,  AT&T  showed  a 
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JL  CC  Chairman  Alfred 
Sikes  said  that  to  his 
knowledge,  “There  is  no 
law  requiring  flow¬ 
through  [of  access 
charge  savings].” 

▲  ▲▲ 


savings  of  $482  million  from  ac¬ 
cess  charge  reductions.  Even  if 
AT&T’s  numbers  are  correct, 
they  imply  that  AT&T  didn’t  pass 
on  $182  million  in  savings. 

The  FCC  and  AT&T  insist  that 
the  carrier  has  passed  on  all  sav¬ 
ings  realized  from  the  lower  ac¬ 
cess  charges.  In  a  statement  is¬ 
sued  last  week,  the  FCC  said, 
“The  full  amount  of  interstate  ac¬ 
cess  rate  cuts  that  took  effect  July 
1,  1990,  is  currently  reflected  in 
AT&T’s  rates.  During  its  first  year 
under  price  caps,  AT&T  exercised 
the  downward  pricing  flexibility 
permitted  under  price  cap  regula¬ 
tion,  voluntarily  reducing  rates  in 
advance  of  changes  in  access 
costs.” 

Tom  Norris,  corporate  vice- 
president  for  federal  regulatory 
affairs  at  AT&T,  told  Network 
World  the  access  charge  reduc¬ 
tions  resulted  in  savings  of  $482 
million  to  AT&T,  the  full  amount 
of  which  was  passed  on  to  cus¬ 
tomers  in  the  carrier’s  price  cap 
filing.  He  said  the  carrier  cut  rates 
by  only  $300  million  because  of 
changes  in  other  factors  in  the 
price  cap  formula  and  earlier  rate 
reductions. 

The  issue  of  when  and  how 
much  money  carriers  pass  along 
when  they  realize  savings  from 
reduced  access  charges  is  a 
murky  one.  Under  rate-of-return 
regulation,  any  windfall  such  as 
access  charge  reductions  was 
passed  along  to  customers  if  it 
caused  AT&T  to  earn  more  than 
its  1 2%  allowable  rate  of  return. 

If  the  savings  didn’t  cause  the 
carrier  to  exceed  that  level,  there 
was  no  formal  mechanism  that 
forced  AT&T  to  pass  the  savings 
along.  Norris  acknowledged  that 
in  most  instances  since  divesti¬ 
ture,  which  created  the  access 
charge  system,  AT&T  has  passed 
on  all  savings  from  access  charge 
reductions.  However,  he  insisted 
that  was  not  dictated  by  the  FCC 


and  was  not  mandatory.  Since  the 
price  cap  formula  takes  into  ac¬ 
count  access  charge  reductions, 
users  are  getting  the  full  benefit 
of  those  reductions,  Norris  said. 

However,  Brian  Moir,  counsel 
for  ICA,  says  that  because  access 
charges  are  only  one  factor  in  the 
price  cap  formula,  if  other  costs 
increase  significantly,  the  access 
charge  savings  will  be  offset.  Un¬ 
der  rate-of-return  regulation, 
AT&T  was  expected  by  the  FCC  to 
pass  along  100%  of  the  access 
charge  reduction,  regardless  of 
whether  its  other  costs  rose,  he 
said. 

Earlier  this  month,  FCC  Chair¬ 
man  Alfred  Sikes  told  the  House 
Subcommittee  on  Telecommuni¬ 
cations  and  Finance  that  it  was  his 
intention  for  AT&T  to  pass  sav¬ 
ings  to  users  under  price  caps. 
However,  Sikes  also  said  that  to 
his  knowledge,  “There  is  no  law 
requiring  flow-through  [of  access 
charge  savings].” 

He  promised  to  examine  the 
matter  to  ensure  that  AT&T  is 
passing  along  all  savings  from  ac¬ 
cess  charge  reductions.  Sikes 
said  he  would  issue  a  report  on 
how  consumers  are  faring  under 
price  cap  regulation  for  AT&T  as 
soon  as  possible. 

AT&T  was  placed  under  the 
new  form  of  regulation  on  July  1 , 
1989-  □ 
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NTI  supports  frame  relay 


continued  from  page  1 

Frame  relay  is  an  emerging 
ISDN  standard  that  defines  how 
packets  are  transmitted  between 
devices  such  as  local-area  net¬ 
work  bridges  or  routers  and  T-l 
multiplexers,  packet  switches  or 
central  office  switches.  Frame  re¬ 
lay,  which  is  ideally  suited  for  use 
with  fast  packet  services,  enables 
users  to  allocate  a  backbone  cir¬ 
cuit’s  full  bandwidth  —  up  to 
1.544M  bit/sec  —  to  applica¬ 
tions  as  needed,  rather  than  as¬ 
signing  feed  channels  to  specific 
applications.  As  such,  frame  relay 
is  well  positioned  to  support 
bursty  applications  such  as  LAN- 
to-LAN  interconnection. 

Users  can  employ  64K  or 
switched  56K  bit/sec  service, 
channelized  or  unchannelized 
T-l,  and  Basic  Rate  Interface  or 
Primary  Rate  Interface  links  to 
access  the  frame  relay  switch. 

Frame  relay  uses  packets  of 
variable  length  with  a  1 6-bit 
header  that  includes  flow  control 
and  routing  information.  Error 
correction  and  flow  control  are 
handled  at  network  end  points,  in 
contrast  to  X.25,  which  requires 
error  correction  at  every  node. 

That  increases  performance 
and  reduces  bandwidth  require¬ 
ments,  which  in  turn  cuts  commu¬ 
nications  costs  and  lessens  the 
number  of  packet-forwarding  de¬ 
vices  required  in  the  network,  ac¬ 
cording  to  Lippis  of  Northeast 
Consulting  Resources. 

Users’  customer  premises 
equipment  will  have  to  be 
equipped  with  a  frame  relay  in¬ 
terface  to  take  advantage  of  fast 
packet  services. 


Vendors  such  as  Netrix  Corp., 
Newbridge  Networks,  Inc.  and 
StrataCom,  Inc.  have  announced 
frame  relay  support  for  their  T-l 
multiplexers.  Frame  relay  has 
also  won  support  from  major  LAN 
bridge  and  router  vendors.  Such 
companies  as  cisco  Systems,  Inc., 
Digital  Equipment  Corp.,  Racal- 
Milgo,  Vitalink  Communications 
Corp.  and  Wellfleet  Communica¬ 
tions,  Inc.  are  expected  to  add 
frame  relay  support  to  their  prod¬ 
ucts  within  the  next  year. 

Joseph  Marmion,  director  of 
market  developmont  for  carrier 
networks  at  Northern  Telecom, 
said  more  than  800  SuperNodes 
are  currently  in  use  in  long-haul 
and  local  carrier  networks. 

US  Sprint  Communications 
Co.,  which  uses  SuperNodes  ex¬ 
clusively  in  its  net,  and  MCI  Com¬ 
munications  Corp.,  which  uses 
SuperNodes  extensively,  are 
Northern  Telecom’s  top  two  Su- 
perNode  customers,  Marmion 
said.  Some  regional  Bell  holding 
companies  also  use  SuperNodes. 

Northern  Telecom’s  support 
for  frame  relay  is  in  the  form  of  a 
new  optional  software  module 
for  the  DMS-100  and  DMS-250 
SuperNode’s  operating  software 
and  frame  relay  interface  boards 
that  can  be  housed  in  an  existing 
adjunct  cabinet.  The  products  are 
dubbed  DataSPAN. 

Scott  Schauer,  a  product  man¬ 
ager  with  Northern  Telecom’s 
Advanced  Data  Services  Group  in 
Raleigh,  N.C.,  said  the  software 
will  be  available  for  testing  by 
carriers  in  the  first  quarter  of 
1991  but  will  not  be  generally 


available  until  the  end  of  1991  - 

Mark  LaRow,  a  consultant  with 
Network  Strategies,  a  consulting 
practice  of  Ernst  &  Young  in  Fair¬ 
fax,  Va.,  said  carriers  probably 
won’t  roll  out  commercial  ser¬ 
vices  based  on  frame  relay  until 
the  first  quarter  of  1992. 

“For  years,  the  carriers  have 
been  marshaling  their  resources 
to  deploy  and  market  ISDN,” 
LaRow  said.  “If  carriers  decide 
they  want  to  offer  services  based 
on  frame  relay,  they’ll  have  to  di¬ 
vert  some  of  those  resources 
away  from  ISDN.” 

Although  US  Sprint  uses  Su¬ 
perNodes  exclusively  at  its  41  do¬ 
mestic  switching  centers,  the  car¬ 
rier  has  not  decided  whether  it 
will  implement  frame  relay. 

Floyd  Trogdon,  a  senior  vice- 
president  for  Sprint  Data  Group 
in  Reston,  Va.,  said  the  carrier 
will  decide  in  the  next  30  to  60 
days  on  a  means  of  supporting 
frame  relay.  “Although  we  are 
excited  and  committed  to  using 
frame  relay  technology,  we  are 
evaluating  a  number  of  approach¬ 
es,  including  Northern  Tele¬ 
com’s,”  he  said.  Trogdon  de¬ 
clined  to  say  when  the  carrier 
would  implement  frame  relay 
and  offer  frame  relay-based  ser¬ 
vices. 

Bart  Stuck,  president  of  Busi¬ 
ness  Strategies,  Inc.,  a  Westport, 
Conn.,  consultancy,  said  that  af¬ 
ter  implementing  frame  relay  in 
their  networks,  carriers  will  face 
tough  marketing  challenges. 

“The  telephone  companies 
have  been  unsuccessful  selling 
existing  packet-switching  ser¬ 
vices,”  Stuck  said.  “And  that’s  all 
these  advanced  services  are  — 
souped-up  X.25  services.”  □ 


LAN  vendors 
help  resellers 

continued  from  page  4 
announced  a  program  to  certify 
technicians  who  have  achieved  a 
certain  level  of  training  or  techni¬ 
cal  understanding.  A  goal  of  the 
program  is  to  optimize  the  design 
and  support  of  users’  Banyan  net¬ 
works  by  resellers,  D’Arezzo  said. 

“Given  the  fact  that  so  many 
users  have  multivendor  environ¬ 
ments  today,  resellers  are  best 
equipped  to  provide  the  customer 
with  the  best  available  network 
components  for  each  part  of  the 
total  solution,”  D’Arezzo  said. 
“We  want  to  make  sure  that  re¬ 
sellers  can  handle  our  part  of  the 
network.” 

LAN  market  leader  Novell  re¬ 
mains  “fully  committed  to  selling 
through  reseller  channels,”  said 
Kim  Peyser,  vice-president  of 
channel  sales  for  Novell,  whose 
products  are  sold  by  more  than 
12,000  resellers.  “We  feel  that 
we  have  enough  of  a  challenge 
ahead  of  us  with  the  engineering 
of  LAN  products.” 

In  February,  Novell  an¬ 
nounced  the  Platinum  Reseller 
Program  to  aid  the  company’s 
most  knowledgeable  and  experi¬ 
enced  resellers.  Platinum  Resell¬ 


ers  receive  Novell’s  highest  level 
of  technical  support,  which  in¬ 
cludes  timely  product  informa¬ 
tion  through  Novell’s  Technical 
Information  Database.  Techni¬ 
cians  recognized  as  Certified  Net¬ 
work  Engineers  by  Novell  also 
have  access  to  Novell  service  en¬ 
gineers  for  help  in  solving  com¬ 
plex  customer  problems. 

Last  month,  Microsoft  Corp. 
announced  its  Network  Specialist 
Program,  which  the  company  will 
use  to  market  LAN  Manager  and 
SQL  Server  through  resellers  in 
addition  to  OEMs.  The  company 
said  it  will  authorize  1,000  key 
network  resellers  in  the  U.S.  and 
abroad  (“Microsoft  spells  out 
plans  to  market  LAN  Manager,” 
ATP,  July  10). 

“Our  strategy  is  to  find  the 
best  resellers  in  the  business  and 
then  give  our  partners  all  the  help 
they  need  to  do  it  right,”  said 
Mike  Murray,  general  manager  of 
Microsoft’s  network  business 
unit.  Microsoft  has  promised  new 
dealers  complimentary  training 
and  a  year  of  free  support.  To 
handle  the  program,  Microsoft 
plans  to  add  several  hundred  peo¬ 
ple  to  its  sales  and  product  sup¬ 
port  staff. 

Novell  rival  3Com  Corp.  is 
working  hard  to  improve  rela¬ 


tions  with  its  resellers,  many  of 
which  were  upset  last  year  when 
3Com  increased  its  direct  sales 
efforts  —  a  policy  it  has  since  re¬ 
vised.  On  Jan.  1,  3Com  an¬ 
nounced  its  Territory  Manage¬ 
ment  program,  under  which  the 
company’s  own  sales  representa¬ 
tives  became  “channel  neutral” 
in  that  they  are  now  compensated 
equally  for  helping  3Com  sell,  ei¬ 
ther  through  direct  or  indirect 
channels. 

3Com  markets  its  adapter 
boards  through  resellers  and  sells 
its  net  operating  system  and  in¬ 
ternetworking  products  through 
direct  and  indirect  channels. 

“One  of  the  LAN  industry’s 
challenges  is  to  grow  the  value- 
added  reseller  channel  in  a 
healthy  way  to  meet  the  needs  of 
the  growing  number  of  customers 
using  LANs  and  WANs  for  com¬ 
puting  platforms,”  said  Bob  Fino- 
cchio,  3Com’s  executive  vice- 
president  of  field  operations. 

Finocchio  said  resellers  are 
providing  the  same  type  of  ser¬ 
vice  and  support  that  big  systems 
companies  such  as  IBM  offer 
“with  their  proprietary  products, 
only  that  our  [value-added  resell¬ 
ers]  do  it  with  our  products  com¬ 
bined  with  products  from  other 
vendors.”  □ 


Protests  delay 
profile  passage 

continued  from  page  2 
would  summon  the  necessary 
customer  profile  on  screen. 

If  all  the  agents  are  busy,  an 
application  would  capture  and 
store  the  caller’s  number  for  call¬ 
back  when  an  agent  is  available. 

The  NIU  Forum  members  that 
drafted  the  Incoming  Call  Man¬ 
agement  Application  Profile  were 
AT&T,  American  Express  Co., 
Aristacom,  City  Federal  Savings 


^Because  the  forum 
has  worked  to  achieve 
consensus  on  all  voting 
issues,  Clark’s  lone 
dissenting  voice  shelved 
the  vote  indefinitely. 

▲  ▲A 


Bank,  Northern  Telecom,  Inc., 
United  Services  Automobile  Asso¬ 
ciation,  US  West  Communica¬ 
tions  and  3M  Corp. 

The  profile  was  all  set  for  a 
show-of-hands  vote,  when  Ira 
Clark,  a  staff  consultant  at  the  Mt. 
Laurel,  N.J. -based  consulting  firm 
of  Dale,  Gesek,  McWilliams  & 
Sheridan,  Inc.,  raised  an  objec¬ 
tion. 

Clark  opposed  approval  of  the 
profile  because  it  did  not  require 
that  services  developed  accord¬ 
ing  to  the  specifications  pass  con¬ 
formance  tests.  He  said  the  lack 
of  conformance  requirements  vi¬ 
olated  procedures  of  the  Interna¬ 
tional  Standards  Organization  for 


profiles. 

Because  the  NIU  Forum  has 
worked  informally  to  achieve  full 
consensus  on  all  voting  issues, 
Clark’s  lone  dissenting  voice 
shelved  the  vote  indefinitely. 

NIU  Forum  Chairman  Shukri 
Wakid,  who  had  hoped  the  profile 
would  pass  unencumbered,  react¬ 
ed  to  the  incident  by  calling  for 
formal  voting  guidelines  to  be 
adopted  by  the  forum.  Wakid  said 
that  instead  of  basing  future  rati¬ 
fication  of  profiles  on  a  show-of- 
hands  consensus,  the  group 
should  use  a  more  formal  ballot¬ 
ing  vote. 

But  organizing  a  formal  voting 
procedure  could  take  time.  Mem¬ 
bers  will  have  to  approve  the 
draft  of  NIU  Forum  procedures, 
and  the  membership  roster  has 
not  even  been  officially  finalized 
yet. 

Jim  Kendrick,  program  man¬ 
ager  of  Aeronautical  Radio,  Inc. 
and  chairman  of  the  Users  Work¬ 
shop  Steering  Committee,  ex¬ 
pressed  disappointment  about 
last  week’s  upset  but  said  he  is 
confident  the  profile  will  later  re¬ 
ceive  the  necessary  vote. 

Some  observers  see  a  silver 
lining  in  the  incident.  James 
Briggs,  senior  engineer  of  corpo¬ 
rate  information  systems  tech¬ 
nology  management-telecom  at 
Eastman  Kodak  Co.,  who  chairs 
the  Manufacturing  and  Process¬ 
ing  Industries  users  workshop, 
said  he  is  pleased  about  the  delay. 

“In  an  ideal  world,  I’d  be  dis¬ 
appointed,  but  I’d  be  happy  to  see 
a  minor  delay  and  be  sure  we  fol¬ 
low  due  process,”  Briggs  said. 
He  added  that  commitment  from 
users  and  vendors  that  support 
the  forum  has  grown  and  the 
group  needs  to  adopt  formal  pro¬ 
cedures  to  manage  change  bet¬ 
ter.  □ 


Firms  with  widespread 
LANs  aided  by  resellers 


A  new  breed  of  nationwide 
local-area  network  systems  in¬ 
tegrators/resellers  is  emerging 
to  help  customers  deal  with 
their  far-flung  LAN  operations. 

Part  of  this  new  breed  are  US 
Connect  and  Evernet  Systems, 
Inc.,  which  have  launched  ef¬ 
forts  to  serve  users  with  multi¬ 
ple  sites  across  the  country  dur¬ 
ing  the  past  year  (“Firms  woo 
LAN  users  with  national  ser¬ 
vice,”  WIT,  Feb.  12). 

US  Connect  is  an  organiza¬ 
tion  of  independent  LAN  sys¬ 
tems  integrators  and  resellers 
that  work  together  to  serve 
large  accounts,  while  Evernet  is 
acquiring  resellers  and  integra¬ 
tors  across  the  country  to  form 
a  nationwide  LAN  sales  and  sup¬ 
port  team. 

The  ability  of  a  reseller  to 
work  with  a  user  in  many  local¬ 
ities  is  becoming  increasingly 


attractive  to  users,  analysts 
said.  Retailers  that  offer  LAN 
products  are  also  taking  steps  to 
help  users  with  increasingly  so¬ 
phisticated  LAN  requirements. 

For  example,  Computerland 
Corp.  last  month  introduced  the 
Computerland  Network  Consul¬ 
tant  program  to  provide  LAN 
training  to  its  network  sales 
force.  The  program  is  cospon¬ 
sored  by  LAN  players  such  as 
Novell,  Inc.  and  3Com  Corp. 

“What  I  think  we  are  begin¬ 
ning  to  see  is  that  LAN  vendors 
are  doing  a  better  job  of  listen¬ 
ing  to  what  end  users  want  and 
need,  and  they  are  passing  this 
knowledge  on  to  resellers,” 
said  Gail  James,  president  of 
LanQuest  Labs,  a  division  of 
LanQuest  Group  in  San  Jose, 
Calif.  “It’s  a  sign  that  the  LAN 
market  is  maturing.” 

—  Bob  Brown 
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NEC  modems  keep 
information  moving  as  if  your 

life  depends  on  it. 


In  a  91 1  emergency,  to  risk  a  communications 
breakdown  is  to  risk  a  life.  So  if  you  don’t  want 
to  take  any  chances,  make  sure  your  modem  can 
handle  the  pressure  in  a  crisis. 

In  Florida,  NEC’s  I  Series  Intelligent  Chassis 
System  is  now  helping  coordinate  the  life-saving 
efforts  of  Lake  County’s  911  services.  The  county 
chose  the  system  after  tests  found 
NEC’s  I-Chassis  modems  out¬ 
performed  others.  And 
they’ve  proved  their  round- 
the-clock  reliability  by  being  on 
the  job  there  for  more  than  a  year  without 
a  single  failure. 

Since  NEC  modems  are  designed  to  rapidly 
and  accurately  transmit  huge  volumes  of  data,  Lake 
County’s  911  operators  can  now  quickly  pinpoint 
accident  locations,  provide  traffic  instructions,  find 
patient  medical  records,  and  dispatch  back-ups  when 
needed.  And  because  NEC’s  Dual  Modem  Card 
links  911’s  control  center  to  NEC  Dial-up  Modems  in 
remote  locations,  Lake  County  feels  it  has  found  the 
best  data  networking  solution  attainable. 

Each  individual  I  Series  Chassis  supports  a 
wide  variety  of  applications  and  products.  These 
include  synchronous  and  asynchronous  operation  in 
dial-up  or  leased  line  networks.  Line  speeds  ranging 
from  300  bits/s  to  56k  bits/s  with  both  analog  and 
digital  capabilities.  As  well  as  compatibility  with 
CCITT  standards  such  as  V32  and  V42/bis.  Plus, 
the  system’s  built-in  flexibility 
eliminates  product  obsolescence  by 
making  it  easy  to  add, 
mix,  and  match 
other  chassis  and  data 
communications 
devices  as  network 
requirements  change. 
No  matter  what 
business  you’re  in,  you  need  a  modem  that  can  keep 
facts  and  information  on  the  move  without  causing  a 
crisis  of  confidence.  So  choose  wisely.  Choose 
NEC’s  I  Series  Intelligent  Chassis  System  and  Net¬ 
work  Manager.  For  a  free  assessment  of  all  your  data 
networking  needs,  call  (800)  222-4NEC. 
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